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Flexible, Economical, Dependable 


Now with Visi-Drum Portable Equipment you can display 
and sell your own brands of lubricant. That means your 
customers can see the attractive, colorful original drums 
featuring the brand name of your lubricant. 


Fully portable . . . these units will handle 100 lb. Eastern 
or Western drums. Economically-priced, they give you ab- 
solutely top value per dollar invested. 


And remember, Alemite’s built-in quality means lower 
maintenance costs—higher efficiency—longer life. You save 
man hours, dollars and lubricant. 


Yes, Alemite Visi-Drum units are a real asset to any 


lube department—large or small! Why don’t you see them 
today ? 


Only Visi-Drum portable equipment 
gives you all these plus features! 
Gear lube dispenser —air operated. Has volume type “Atomic” 


pump* for more rapid dispensing of gear lube. Automatic air elim- 
inator. 5 pint meter. Model 7091. 





Aut tic tr issi oll disp s. Filtered delivery assures 
only clean, uncontaminated oil reaching transmission. Has built-in 
air eliminator. Meter registers in quarts. Model 7076. (Also Model 
7039 — to fit drum bung.) 


Gear lube dispenser —hand operated. This highly efficient unit 
comes complete with 5 pint meter and hose assembly. Air elimi- 
nator prevents pumping air through meter. Model 7092. 


Portable waste oil drain. Easily raised drain bow! is automatically 
held by friction lock at desired height. Strainer prevents loss of 
drain plugs. Model 7093. 


High pressure chassis lubricator—air operated. Sensational 
“Atomic” pump* handles any type of chassis lubricant. Complete 
with hose assembly and control valve. Model 7090. 


ALEMITE §& 


‘7.8 Par. oe. 


1826 Diversey Parkway, Chicago 14, Illinois 





Powered by sensational 


‘Atomic’ pump 


Only pump on the market 
with Sealed-in Power Unit... 
unconditionally guaranteed for 27 months! 


Unmatched for dependable service, 
economy of operation, easy mainte- 
nance .. . Alemite’s new miracle 
“Atomic’’ Pump has been proved and 
approved in thousands of installations 
throughout the country. It’s factory- 
sealed, pre-lubricated. Positive-prim- 
ing, no air pockets, no adjustments. 








Backed not only by the famous 
Alemite name and reputation—but by 
a written ‘“‘Guaranteed Performance” 
Policy. If for any reason this power- 
head fails to operate as specified, Ale- 
mite will replace it free as late as 27 
months after date of purchase. This 
means you won't spend one cent for 
motor repairs for over two years! 
Only Alemite would dare make such 
a guarantee ! 
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NEW! More powerful engines! 

A parade of power! See the new 

Dodge “‘.Job-Rated” trucks at your 
Dodge dealer’s today. A total of 7 big, rarin’- 
to-go engines, including 3 brand-new power 
plants with high compression ratios and higher 
horsepower, greater cooling capacity, increased 
displacement, twin carburetion available on 
larger models. Plus famous features like 4-ring 


pistons with chrome-plated top ring, exhaust K 


valve seat inserts. 


In addition, the new Dodge trucks offer out- 7 


standing new brakes, new no-shift transmission, 
and over 50 other new features. See your Dodge 
dealer for the biggest truck buy on record! 


-ton tou a8 NEW. «« 


NEW! Extra-powerful brakes! 


Stop easily on steep grades, fully loaded. Super- 
safe brakes give silky-smooth braking, reduced 


* driver fatigue, greater load protection . . . new 


increased stopping ability on 1- through 214-ton 
trucks! PLUS Dodge’s oversize braking surface 
with Cyclebond linings. 


NEW! Truck-o-matic transmission! 

New Truck-o-matic transmission . . . available on 
\%- and %-ton models of Dodge “Job-Rated”’ 
trucks . . . saves shifting, cuts driver fatigue, lets 
you rock out of snow, mud, sand. Only Dodge 
offers shift-free Truck-o-matic! PLUS famous 
gyrol Fluid Drive, to lengthen truck life, protect 
your load. 


NEW! Over 50 features! 


50 ways new! Reinforced cab construction, im- 

exhaust system, extra-capacity radiators. 

inted glass, heaters with stepped-up t output 

available. PLUS moistureproof ignition, high- 

torque capacity starting motors, and other de- 
pendability features. See your Dodge dealer. 


DODGE Ko TRUCKS asc 
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Excellent hose has been condemned too often because 
of inferior couplings! 


To safeguard your hose — to add extra life and en- 
durance . . . use KAMLOK Coupling Assemblies. 


KAMLOK’S fast, sure coupling action is achieved without twist- 
tions, also dust caps and dust plugs ing, kinking, straining or abuse to hose. A perfectly tight, no-leak 
are available for all hose line cou- . . : + 3: 

, eye ¥ connection is made in seconds by sliding coupler over adaptor, 
pling requirements, in sizes from % q 
to 4” inclusive. then pressing cam levers. No threads to engage, no lugs, tools 
or wrenches required. KAMLOKS couple and uncouple instantly, 
regardless of “hookup.” 


KAMLOK Coupling Combina- 


Sizes%” to 3” are manufactured of 
special bronze alloy for long wear. 


KAMLOK couplers assure long-lasting, economical service, re- 
re x! oly bait era pio en duce replacement costs due to damage, withstand pressures much 
ior minimum weight, durability and eas . ° . 

ol héadiing, Heutdad. ta heman 00 epadel greater than ordinary gravity or pump pressures and permit hose 
peruse to operate at peak efficiency. 


4” size is made of hi-tensil OPALUMIN 





CORPORATION 


VALVES @ FITTINGS @ ASSEMBLIES 
for handling hozardous liquids 
2735 COLERAIN AVE 
CINCINNATI 25, OHIO 





Write for Bulletin F-3 for the KAMLOK Story 
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REMEMBER: Purolator* Micronic Oil Filters filter 
more dirt faster; have up to 10 times the filter area 
of ordinary units; trap an average of 3 times as much 
abrasive dirt, including dirt so fine it’s measured in 
microns (- 39''); leave additives ?”; won't warp, 
distort or disintegrate. 


Only the Purolator Micronic* Refill has the new 
DIRT-CHECK Windows which tell—and sell—show 
dealer and customer the precise condition of the 
filter at a glance—make it easy for each attendant to 
handle more customers better. 


J: @ )E-\ fo): 3 


MICRONIC OIL FILTER 





“Good deal all around . . .”’ 
E. K. BENNETT, Longview, Texas 
Distributor for Skelly 


“Purolator is an important link 
in our TBA program.” 
CHAS. E. SPAHR, Harvey, La. 
Distributor for Pan-Am 


{(00°%” 


“A real asset to our TBA program.” 


FRANK A. EPPS, Dover, N. J. 
Distributor for Gulf 


“We count on Purolator 
to help build oil sales.” 
E. W. FRAGD, Geneseo, Ill 
Distributor for Socony 


. Na he a 
“Sign 


“Month after month sales continue to climb 
.” J. A. COLEMAN, Portsmouth, N. H. 
Distributor for Cities Service 


“Sales assistance and co-operation 
. very gratifying.” 
JOHN H. WEBSTER, JR., Sherman Oaks, Cal. 
Distributor for Richfield 


and Dealers Ogre 


YES, ASK DISTRIBUTORS AND DEALERS— coast to coast; 
they’ll tell you Purolator “‘goes all out’’. . . helps build sales 
and good-will with product, sales advertising. 


2. 


3. 


The product is first in the field. Scientifically 
designed. Precision-made by the original manu- 
facturer of oil filters. 


The selling is “concentrated.” Purolator men 
are concerned only with selling Purolators and 
helping dealers sell. Dealers like the line, like the 
way it’s handled—show their preference with con- 
stant orders. 


The advertising is constant through the year. 
Large ads in SATURDAY EVENING POST, LIFE, 


COLLIER’s and 5 other major magazines. Plus a 
strong schedule in 18 trade publications. 


Point-of-sale display material is designed, 
tested, proved. Dealers like it—and use it! 


Over-all policy backs distributors and dealers 
100% . . . helps them help themselves make more 
money. 


There you have it! Five good reasons why dealers 
and distributors agree that Purolator is a good com- 
pany to do business with! *Rer. U.S. Pat. Of. 
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SERVICE STATIONS 


Suggest de - skidding 
= service with every 
tire and lubrication 


AP job. 


TIRE DEALERS 


— 
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longer wearing, 


))))). he “Skid -Defied” tires. 


RECAPPERS 


Add sales appeal 
to your recaps by 
“Skid-Defying.” 


S EARN New PROFITS 
| WITH 
> TIRE DE-SKIDDING 


: Get full information from your 
John Bean Jobber. 


> @ FOOD MACHINERY AND CHEMICAL CORPORATION 
LANSING 4, MICHIGAN 
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BEHIND OUR 
HEADLINES 








Travelingest member this year of 
the NPN writing staff is our Mid- 
west editor, Len Castle. 

He wins the title hands down, al- 
though probably not to the liking of 
his missus, nor of daughter Betsy. 

So far in 1952 Len’s journeyed a 
total of 19,835 miles on story assign- 
ments for NPN, mostly in connec- 
tion with jobber meetings from one 
end to the other of that vast section 
in which he represents us. And he’s 
used just about every means of con- 
veyance except a bicycle—even in- 
cluding a boat—getting to such 
places as: 

Minneapolis, Duluth, Chisholm, 
Grand Rapids, Pine City, Elk River, 
Wayzata, St. Louis, Red Oak, Des 
Moines, Wichita, Milwaukee, South 
Bend, Fort Wayne, Indianapolis, 
Shelbyville, Peru, Casper, Marsh- 
field, Superior, Traverse City, Mack- 
inac Island, Saginaw, Noel, Rapid 
City, Little Rock and Omaha. 

Oh yes, and Savannah, Ga., too— 
for the spring meeting of the Na- 
tional Oil Jobbers Council. 

> * * 

Len Castle probably is on a first- 
name basis with more members of 
the jobbing fraternity than any other 
man in any way connected with the 
oil business. Since joining up with 
NPN in May of 1948, Len has cov- 
ered at least one meeting per year 
of each of the state associations in 
his territory. Some of them he has 
“hit” twice and even three times 
yearly. And in between there have 
been literally hundreds of calls, in 
person and by phone, on individual 
jobbers in all parts of the Midwest. 

Of all the journeys he has made, 
NPN’s Midwest Editor likes most to 
recall the time, three or four years 
back, when we assigned him to do a 
story on jobber Sam Hjermstad up 
in Wallace, S. Dak. 

Len made the last 30 miles of that 
trip to Wallace riding a wooden 
bench in the caboose of a freight 
train. There was only one other 
passenger—a farm hand who was 
completely befuddled as to why a 
city feller from Chicago would be 
jolting across the prairies of South 
Dakota in such complete lack of 
style. Or should be so interested in 
window-watching as the train stopped 
at literally every farm en route. 

* ” * 

Travel, they say, is broadening, 
and, well, our Mr. Castle is getting 
broader every day—in more ways 
than one, it may be said. 


Herbert A. Yocom 


At your age! 


If you are over 21 (or under 
101) it’s none too soon for 
you to follow the example of 
our hero, Ed Parmalee 
(above) and face the life- 
saving facts about cancer 
as presented in our new film 
“Man Alive!’’. You’ll learn, 
too, that cancer is not un- 
like serious engine trouble 
—it usually gives you a 
warning: 

(1) any sore that does not 
heal (2) a lump or thicken- 
ing, in the breast or else- 
where (3) unusual bleeding 
or discharge (4) any change 
in a wart or mole (5) per- 
sistent indigestion or diffi- 
culty in swallowing (6) per- 
sistent hoarseness or cough 
(7) any nge in normal 
bowel habits, While these 
may not always mean can- 
cer, any one of them should 
mean a visit to your doctor. 
Most cancers are curable but 
only if treated in time! 

You and Ed will also learn 
that until science finds a 
cure for all cancers your 
best “insurance” is a thor- 
ough health examination 
every year, no matter how 
well you may feel—twice a 
year if you are a man over 
45 or a woman over 35. 

For information on where 
you can see this film, call us 
or write to “Cancer” in care 
of your local Post Office. 


American 
Cancer 
Society 


NATIONAL PETROLEUM NEWS 








= NPN SE 





AHEAD OF THE NEWS 





TOLL ROAD TOUGH—Quite a few of the smaller 
eastern communities are disturbed over the loss of 
tax revenue from property within their boundaries 
taken over for toll roads, and are agitating for com- 
pensating payments from the toll road authorities. 
The Herkimer County, N. Y., board of supervisors 
takes the position that the New York Thruway is to 
be a “self-supporting” enterprise, therefore, it ought 
to pay taxes on Herkimer County right of way that 
used to be on the tax rolls. The board is trying to 
enlist the legislature on its side. The New Jersey 
State League of Municipalities is asking that member 
communities traversed by the New Jersey Turnpike 
be given shares of the turnpike revenues. 


LP-GAS TRACTOR FUEL DRIVE—The liquefied pe- 
troleum gas industry is starting a new campaign aimed 
at convincing farmers they should convert their trac- 
tors to LP-gas. An attractive folder presenting the 
reasons why they consider LP-gas to be a more ef- 
ficient tractor fuel than gasoline is being distributed 
by 11,000 dealers throughout the nation. The pam- 
phlet emphasizes that farmers now can buy factory- 
engineered LP-gas tractors, or have their present 
tractors converted with a minimum of difficulty. LP- 
gas, the folder argues, “saves your tractor engine. . . 
saves you money.” 


NOT RECOVERABLE —It is estimated that smaller 
crankcase capacities in new cars coming on the market 
since 1948 will result in the loss of 1,343,000 gals. in 
motor oil sales this year. This figure is computed on 
the basis of cars now on the road with smaller crank- 
case capacities—including 1949, 1950 and 1951 models. 


PUBLIC DEMAND?—Competitive market and public 
demand have become two of the stock answers to a 
question asked more and more frequently of late— 
“Why more horsepower in passenger cars?” With the 
latest model on the market now up to 205 horsepower 
(Lincoln), the question probably is being asked again. 
Chances are the same stock answers will be forth- 
coming, but an automotive survey made by Crowell- 
Collier last June, and just now released, shows that 
86% of those interviewed said at that time that cars 
on the market now had sufficient horsepower. Only 
9% indicated a desire for greater horsepower. 
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CO-OP EXPANSION—Further indication of how oil 
co-operatives are able to capitalize on their favorable 
tax climate for expansion purposes is given by a 
new $3,420,000 improvement program at the Phillips- 
burg, Kan., refinery of Consumers Co-operative Assn. 
Additions, which are scheduled for completion in 1953, 
include a catalytic cracking unit, gas concentration 
unit, and LP-gas production facilities. Daily through- 
put is being increased from 4,000 to 8,000 bbls. The 
co-op also is laying a crude pipe line from Holdrege, 
Neb., to Phillipsburg. 


TANK TIP—Engineers working on the Socony-Vacu- 
um agitation-with-air method of combatting unroofed 
tank fires (see Dec. 3 NPN, p. 58) feel the industry 
ought to be giving some thought to the idea of locat- 
ing tank fittings so they'll be of most benefit if the 
agitation method is employed at a particular installa- 
tion. Tests to date have shown pretty conclusively 
that the method is speedier if the air is injected at 
two opposite points on a tank. The water drain-off, 
the engineers point out, for example, can be installed 
at almost any (low) point on a tank; so why not 
locate it opposite the product inlet or outlet or have 
the latter fittings opposed? 


RESERVE CHANGE — Military may accord special 
recognition early next year to its affiliated petroleum 
reserve units in order to prevent their being called 
into federal service unncessarily. Since they are in 
virtually permanent state of readiness, it is felt in 
Quartermaster circles that they should remain as 
“real reserve” until and unless need for all-out mo- 
bilization occurs. There also is afoot plan to require 
such units to fill only officer and technical grade 
ranks, thus relieving of need to train truck drivers, 
cooks, etc. which can be drawn from draftee trainees 
when and if units are mobilized. 


AS MASSACHUSETTS GOES—Proponents of legisla- 
tion of industry interest may want to get their licks 
in early, if a flood of bills filed for the forthcoming 
session of the Massachusetts legislature means that 
legislatures as a whole are facing into a very busy 
year. Massachusetts law requires that all bills for 
a session be in the hopper before the session opens. 
When the deadline was passed the other day, more 
than 1,100 bills had been filed. Last year, filings 
totaled about 800. 





General Motors’ 
Experimental Car 


LE SABRE 


help your 
Tse sales Today 


Buick’s 
Experimental Car 


XP-300 
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AC’s advanced engineering 
gives you the 
edge on competition! 


AC Quality Products give your customers plus performance for 
their present cars, because they are engineered to meet the tougher 


operating conditions we know will exist in the cars of tomorrow. 


OIL 
FILTERS 








The Industry's Fastest-Grow- With Patented CORALOX in- The Only Complete Line — 
ing Line — Original or ap- sulator — Factory equipment More than 100,000,000 have 
proved equipment on Buick, on more new cars than any been built— more than 40,- 
Chevrolet, Cadillac and Olds. other make of spark plug. 000,000 are in daily use. 





SPEEDOMETER CABLES - AIR CLEANERS + FLEXIBLE LINES - GAS STRAINERS ) 





G\I 
AC SPARK PLUG DIVISION [RS] GENERAL MOTORS CORPORATION 
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App #4Paytoab Buitp-up 
To YOUR PRESENT TANK / 


BY INSTALLING THE 
REYCO TANDEM UNIT 


Increase Your PROFITS-PAYLOAD-RESALE VALUE, and have these advantages 


@ The load is always evenly distributed on each axle 
and on each of the four wheels. 

@ Fewer wearing parts mean fewer break-downs. 

@ Equally smooth braking on all wheels due to the 
fact that both axles are pulled by sturdy radius rods. ©@ Lower center of gravity. 

@ All radius rods mounted in rubber. 

@ All wheels have complete freedom of movement. 

@ Complete flexibility reduces shock and gives better 


tank performance. 
@ Six point suspension. 


@ Less and more economical maintenance. 
@ Two-point greasing. 

@ Needle Bearing suspended. 

@ Easier pulling. 


Low Cost Conversion. Quick Service. 
We Handle Any Type Transport. All 
Jobs Engineered to Your State's Maxi- 
mum Weight and Length Limitations. 

Contact us about our FREE Engineering Consulting Service — — 

FRAZIER SYSTEMS, INC. 
P. ©. Box 431 Springfield 3, Missouri 
_ ARE ee %: ——, TO TANDEM 3 FRAZIER SYSTEMS INC. 
ase ie 221 N. KANSAS 
SPRINGFIELD 3, MISSOURI 
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Legal Haze Clouds Coming Battle 
Over DJ Clearance for Pipe Line 


By Andrew R. Patla, Washington Editor 


There appear 

to be many if’s 

and but’s that have to be resolved be- 

fore one can get a clear picture of 

the legal fight ensuing over the pro- 

posal of the United States Pipe Line 

Co. to construct a products system 

from Beaumont, Tex., to Newark, 
N.. J. 

One of the biggest questions is 
this: Do the barge operators pro- 
testing the contemplated pipe line 
contracts have a “legitimate” pro- 
test, or is this juct another ins‘ance 
of certain operators going off cry- 
ing to the Great White Father in 
Washington because of fancied evils 
that really are nothing than more 
efficient competition? 


The answer to the above probably 
will come from the Southern Dis- 
trict ,of New York Court, where a 
suit was filed last week by: River 
Co., of New Orleans; Chotin Towing 
Corp., of New Orleans; Commercial 
Petroleum & Transport Co., of Hous- 
ton; and Greenville Towing Co., of 
Greenville, Mass. 

The barge operators want an in- 
junction against the uce of so-called 
“guaranteed tender contracts,” charg- 
ing: 

1. Contracts would “injure competi- 
tive position” of small independent 
refiners and marketers whose con- 
tinued operations are essential to 
barge operators. 

2. The proposal excludes barge 
operators from competing for busi- 
ness of larger shippers who are able 
to take advantage of “discrimina- 
tory” arrangements with the pipe 
line company. 

3. The pipe line is refusing to en- 
ter into “guaranteed tender con- 
tracts” with relatively small ship- 
pers who can not guarantee sub- 
stantial minimum daily quantities, 
and it proposes “abnormally high” 
minimum tender and delivery re- 
quirements which make the line un- 
available to smaller shippers even 
on a spot basis. 

* ” + 


The barge people also have taken 
issue with the clearance issued to 
United States Pipe Line by the Jus- 
tice Department whereby immunity 
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was granted from crim‘nal prosecu- 
tion under the antitrust laws for pos- 
sible illegal operations. The barge 
operators have protested that this 
was done without consulting other 
interested parties and that the pipe 
line company has been distorting the 
intent of the clearance in soliciting 
shipping customers. 

There is one other point here, how- 
ever, that the court action will not 
touch on: Does DJ have the author- 
ity to grant such clearances and 
just what do they mean? 

On the first score, even some of 
the DJ attorneys say “no.” Cer- 
tainly it has never been cpecifically 
authorized by statute. 

And on the second score, the con- 
sensus is that those things are worth 
nothing more, from a legal stand- 
point, than the paper on which they 
are written. Not only can a new 
DJ “granter”’ completely refute what 
his predecessor might have ruled, 
but it is not unlikely that the same 
man granting the clearance could 
reverse himself shortly thereafter. 

Aside from the validity of these 
clearances, they are by no means 
completely protective. Parties to 
which they are issued still are sub- 
ject to civil prosecution under the 
antitrust laws and, perhaps more 
significantly so far as pipe line op- 
erations are concerned, to prosecu- 
tion under the Elkins Act. 

The latter, incidentally, has been 
described even by some government 
attorneys as one of the most 
“harsh” business laws on the books. 
Remember the Judge Landis decision 
against the Standard Oil Co. (In- 
diana) back at the turn of the cen- 
tury? 

Contrary to the rather widespread 
belief, this case was prosecuted under 
the Elkins Act instead of the Sher- 
man Act, because the government 
apparently liked the idea that the 
former would provide maximum fines 
four times as large. Elkins Act pro- 
vided for fines of $20,000 (per count) 
for such things as unlawful rate- 
cutting, plus special rebates, draw- 
backs or other concessions. 

The company, in that case, was 
initially fined a total of more than 
$29 million. 





Here‘s another 
STORY OF RECORD 
SALES BY A 


RICHFIELD 
DISTRIBUTOR 





Dear Ben, 

. judging from my service 
station gallonage increase this 
year it behooves me to conclude 
that much of this increase is 
due to your advertising cam- 


| ae 
(Signed) 
W. W. Griffith 


Like Mr. Griffith, of the W. W. 
Griffith Oil Co., Inc., Wyoming, 
N.Y., you, too, can profit from 
a Richfield Franchise and, at 
the same time, retain your in- 
dependent business status. Why 
not look into Richfield benefits 
such as these: powerful selling 
and advertising support—skilled 
merchandising guidance — the 
selling power of outstanding 
Richfield Products. 


For all the details, write, 
wire, or phone us today. 








Nidiaia ay 


OIiL CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 


FROM MAINE THROUGH THE CAROLINAS 
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Who 
really owns 
Standard? 


That old bogeyman-—the Tycoon of Big Business—seems still to 
linger in the minds of some people. Whether or not this was ever a true 
picture, it is certainly false today. Standard Oil Company of California, for 


instance, is widely held, independent. It has its own management and share- 


holders. It is not connected with any of the Standard companies in the East. 


The actual owners of Standard Oil Company of 
California now number 115,942—which is 17,000 more than 
just two years ago. They include 283 universities and other 
educational institutions; 236 churches and religious organ- 
izations; 1825 small and large businesses; 159 hospitals and 
other medical groups; 10,876 employees of the Company, 
and 102,563 other individual citizens, few of whom could be 
called rich. The great number of our shareholders are people 


like your own friends and neighbors—yourself, perhaps— 
mechanics, clerks, farmers, white-collar men, widows, men 
and women who have retired. In another sense, of course, 
the “owners” of Standard are our customers. You control the 
Company by your choice of brands, and you benefit by the 
quality and economy of the products we sell. The only way 
Standard can look after the interests of its shareholders is 
by making sure that Standard serves you well. 


STANDARD OIL COMPANY OF CALIFORNIA plans ahead to serve you better 
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FirstName in Hose Reels) ~ a A oe 
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HANNAY 


HANNAY has a hose reel for every purpose, 
for every business or industry employing hose. 
In the petroleum and chemical industries, in 
aviation, and among the nation's leading 
manufacturers of fire fighting equipment, the 
name HANNAY is synonymous with “best”, 
Stationary and mobile types, hand or motor 
operated. Also special reels for special jobs 
such as cable reels for portable X-ray and 
lighting installations. 

When good hose reels are needed, standard 


or special purpose, put your problems up 
to Hannay. 


New EXPLOSION-PROOF Model 


Developed to overcome dangers previously 
associated with electrical rewinds. Sealed, 
Underwriters-approved motor protected 
against fog, foam, water and fumes. Safe, 
controlled rewind speed. Acclaimed by users, 
“the safest, most efficient Hose Reel ever built!” 


ee, 


Look for this.. JET Ve 


©1952 C.B.H.&S., Ine. REG. U.S. PAT. OFF 
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DID YOU KNOW THAT 


UNIVERSAL SERVICE PROTECTS 
youR Investment 7 ways? 














atte 


———— 





PILOT PLANT STUDIES 
PROTECT YOUR INVESTMENT 


The science of translating ideas into practical refining 
processes is a phase of Universal Service that has enhanced 

the economics of the petroleum industry. Through 

pilot plant studies, Universal not only determines the commercial 
worth of new processes but also evaluates charge stocks 

from fields all over the world. These continuing studies have 
contributed to the advancement of methods and the 
improvement of products from petroleum. 


Critical analyses of pilot plant tests enable Universal 
technologists to provide the process most adaptable to the charge 
stock involved . . . to assemble design data . . . and to 
provide accurate advance information on the costs of plant 
construction and operation — another way in which 


Universal Service Protects Your Investment. 


UNIVERSAL OIL PRODUCTS COMPANY 


General Offices: 30 EAST ALGONQUIN ROAD, DES PLAINES, ILL., U.S.A. 


Laboratories: RIVERSIDE, ILLINOIS 
® 
, : ‘nveslment 
Universal Service Protects Your Snvesiment 
through laboratory research . . . pilot plant studies . . . design and 
engineering . . . construction supervision . . . licensee instruction ... 
post on-stream service . . . collateral services. 
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SUPPLY AND DEMAND 








Jennings Sees Oil Products Stocks 
Meeting Demands of Winter Months 


Primary inventories of principal pe- 
troleum products are now “about in 
line with requirements,” in the opin- 
ion of B. Brewster Jennings, Socony- 
Vacuum president. 

Mr. Jennings told the New York 
Society of Security Analysts in an 
address Dec. 2 that while crude stocks 
have increased substantially in the 
past month and some oil men have 
questioned whether the oil produc- 
ing states are allowing too much 
crude oil to be produced and whether 
refineries are operating at too high 
a rate, “as we get further into win- 
ter weather, we probably will need 
crude production and runs at these 
high levels.” 


Days’ Supply —NPN calculations 
show that Nov. 30 inventories of all 
four principal petroleum products, 
translated into terms of days’ supply, 
are much higher than at the end of 
November, 1951. As compared with 
Oct. 31, 1952, figures, however, days’ 
supply of gasoline showed an increase, 
but three other products registered 
declines. 

The following table shows days’ 
supply figures for the end of Novem- 
ber as compared with those of a 
month earlier and a year earlier, to- 
gether with an explanation of how 
they were caiculated: 

Nov. 30 Oct. 31 Nov. 30 
1952 :1952s«1951 
Finished & unfinished 

ee 
EOE 
Distillate fuel oil...... 

Residual fuel oil 


Bureau of Mines revised total demand fore- 
cast figures for fourth quarter 1952 and IPAA 
forecast for first quarter 1953 have been used 
by NPN to cover period three months ahead in 
calculating days’ supply of primary stocks 
(API data) shown for Nov. 30, 1952. Com- 
parative figures for primary stocks at end of 
preceding month were calculated from B. of M. 
revised forecast for fourth quarter 1952, IPAA 
forecast for first quarter 1953 and API data. 
Comparative figures for 1951 date shown were 
calculated from Bureau of Mines actual stocks 
figures for date shown and actual consumption 
figures for period three months beyond that 
date. 

Ninth Crude Record—cCrude oil and 
condensate production in the U. S. 
registered the ninth consecutive all- 
time high in the week ended Nov. 29, 
according to API’s weekly statistical 
report. Average for the week was 
6,668,550 b/d, up 6,000 b/d from the 
previous week. 

Refinery runs (see summary table 
on this page) rose 67,000 b/d and 
came within 34,000 b/d of the all- 
time high of 7,177,000 b/d attained 
in the week ended Aug. 16. Refinery 
operations climbed to 97.4% of rated 
capacity. The record is 99.4%, at- 
tained in the week ended Jan. 3, 1948. 

With the exception of kerosine, re- 
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finery output of all major products 
gained. Gasoline production was just 
25,000 bbls. under the 22,132,000-bbl. 
peak reached in the week ended 
Sept. 13. 

Stocks of all principal products 
showed gains, gasoline inventories in- 
creasing substantially. 

Demand Hike Forecast—Total de- 
mand for all oils will average 8,- 
260,000 b/d in the fourth quarter of 
1952, an increase of 4.6% from ac- 
tual demand in the fourth quarter of 
1951 of 7,900,000 b/d, the Bureau of 
Mines said in its monthly forecast of 
market demand for crude oil for 
December. 

Domestic demand was forecast at 
7,880,000 b/d, up 5.6% from the cor- 
responding 1951 period. 

The Bureau also reported that total 
demand for all oils in the third quar- 
ter of 1952 averaged 7,253,000 b/d, 
with domestic demand at 6,824,000 
b/d. These were increases of 1.1% 
and 4.1%, respectively, from the third 
quarter of 1951. 

California Situation—Total petro- 
leum stocks increased 43,000 b/d in 
California during the first nine 
months of 1952 in contrast to a de- 
cline of 32,000 b/d in the 1951 pe- 
riod, according to the Oil Producers 
Agency of California. 

Crude stocks alone increased 4,000 
b/d in the first nine months of this 
year as against a drop of 6,000 b/d 
in the 1951 period. 

The following table shows changes 
in the California supply and demand 
situation between the first three 


quarters of this year as against the 
same period of 1951 (in b/d): 


Ist9mos. Ist 9 mos. % 
1952 1951 Change 
Total oils 
DE 6-004 wn 4 
Demand .. 
Crude production. 
Gasoline 
SE. sebsiese 
Demand .. 
Stove & Diesel oils 
Supply .... , 
Demand ....... 
Residual! fuel oil 
Supply .. 
Demand .. 


1,133,000 1,084,000 
1,090,000 1,116,000 
980,000 968,000 


430,000 
432,000 


422,000 
425,000 


166,000 


138,000 20.3 
151,000 3 


146,000 


369,000 


375,000 —1.6 
346,000 5 


378,000 - . 
Imports and Exports—Total im- 
ports of crude oil and products in- 
creased 10,500 b/d in the week ended 
Nov. 29 as compared with the pre- 
vious week, according to API. Com- 
parative figures follow (in b/d): 


Week Week 

Ended Ended 

Nov. 29 Nov. 22 
Crude oil ...... 645,100 655,300 645,100 
Residual fuel oil 358,700 342,800 362,100 
Distillate fuel oil Peery 9,600 2,400 
Asphalt ....... 7,100 3,600 5,400 
Nee 20,900 10,000 9,100 


4 Weeks 
Ended 
Nov. 29 


Totals ... 1,031,800 1,021,300 1,024,100 
U. S. exports of major oil products 
climbed almost 37% for the four 
weeks ended Nov. 7 from the four- 
week period ended Oct. 10, according 
to PAD. A summary of PAD’s week- 
ly report follows (in thousands of 
b/d): 

Change 

from 
Week 4 Weeks 4 Weeks 


Ended Ended Ended 
Oct. 31 Nov. 7 Oct. 10 
Avgas .... . 35.2 34.0 
Mogas .... 
Kerosine .. 
Distillate 
Residual .. 


Totals ... “176.8¢*) 234.3 + 36.8 


4 *) Revised. 


Summary of API Report on Refining Operations 
(U. S. totals — B. of M. basis) 


Week 
Ended 
Nov. 29 


Production 


Crude runs—daily avg. 
Foreign crude included 


Gasoline 
Kerosine 
Distillate fuel oil 
Residual fuel oil 
Stocks 


Kerosine ; j 
Distillate fuel oil 
Residual fuel oil . 


’ 


7,143,000 
605,000 
Percent operated 97.4 
24,107,000 
2,842,000 
10,939,000 
942,000 


Finished & unfinished gasoline . 126,833,000 
32,190,000 

.117,990,000 
53,001,000 


Week 
Ended 
Nov. 22 
(figures in bbls.) 
7,076,000 


+ +4+14+4+/1+ 


117,834,000 
52,081,000 


+44 
Sz 
338 


Summary of B. of M. Report on Crude Oil Stocks 


Week 
Ended 
Nov. 29 


Total crude stocks in U.S. . 
Total located in PAW District 1 
Total located in PAW District 2 


265,524,000 
17,057,000 
85,950,000 


Change 
from 
Nov. 22 
(figures in bbls.) 
— 1,544,000 — 3,011,000 
295,000 — 756,000 
692,000 — 2,591,000 


Change 
from 
. Nov. 1 
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One of a Series of interest to the Petroleum Industry * 


1952 
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DU PONT AUTOMOTIVE 





James A. Hopces joined the Du Pont 
Petroleum Chemicals Division as an 
automotive specialist in 1950. Since 
then he has been attached to the West 
Coast district office. 

He brought to Du Pont an extensive 
background in automotive engineering 
and service. Early in his career he was 
a supervising mechanic for the U. S. 
Forest Service. He then joined the 
Chevrolet Division of General Motors 


JAMES A. HODGES 


as an inspector and field engineer. 
During World War II, Hodges spent 
two years with the U. S. Army super- 
vising the erection and operation of 
automotive repair shops. He was also 
an instructor at the Army Officers’ 
School on the maintenance and over- 





Super-instrumented Cadillac 
New “Flagship” of Du Pont 
Fuel Test Fleet 


Sleek, futuristic experimental cars are constantly whetting the public appe- 
tite for more speed, power and economy. But to produce this desired per- 
formance, gasoline quality is equally as important as improved engine 
design. Du Pont’s new, super-instrumented Cadillac is actually an experi- 
mental car—specially equipped with Du Pont-designed instrumentation to 
help refiners study the problems of meeting the power plant demands of 


tomorrow’s cars. 


This newest addition to the Du Pont 
Petroleum Chemicals Division’s fuel 
test cars—a big Series “75” Cadillac 
limousine — might well be called the 
“Flagship” of the fleet. Carrying more 
than 1,600 pounds of sensitive research 
equipment, it is the most complete fuel 
test car on the road today. 

In spite of its size, there is little room 
to spare in the car. Even the well- 
known Cadillac fishtails on the rear 
fenders have been used. One conceals 
an exhaust fan. The other, an auto- 
matic CO, fire extinguisher. And two 
thirds of the front seat has been cut 
away. The space is occupied by a mul- 
titude of electronic dials ee | instru- 
ments. 


AIR-CONDITIONED 
This unique “laboratory-on-wheels” is 








haul of Chevrolet equipment. After the 
war he rejoined Chevrolet as a field 
engineer and fleet service manager. In 
this capacity he conducted clinics on 
fleet service problems and field tested 
experimental units. 





even completely air-conditioned. Be- 
sides adding to the comfort of passen- 
gers, the air conditioning means that 
the windows can be kept closed to 
screen out traffic noises. 


DEMONSTRATES FUEL ECONOMY 
The car made its first public appear- 
ance at the 1952 Automotive Industries 
show in Philadelphia. There it at- 
tracted wide interest from the general 
public as well as from automotive and 
petroleum people. Its intricate instru- 
mentation proved to be a real drawing 
card with the public. And the crowd 
expressed considerable interest in one 
particular dial — the “miles-per-gallon- 
of-gasoline” indicator. 

If an observer wants to know how 
many miles per gallon a gasoline is de- 
livering at any given time, he merely 
pushes a button on the rear instrument 
panel and reads the figure on one of 
the dials. The instrument computes it 
automatically—by electronically divid- 


ing the car speed by the 


rate of fuel consumption. 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E. |. du Pont de Nemours & Company (Inc.) 
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New Cadillac 


TESTS 10 FUELS EACH TRIP 


The performance of ten different gas- 
olines can be tested in a single trip. In 
addition to the standard gas tank, there 
are ten two-gallon tanks in the trunk. 
Each holds fuel of a different octane 
rating. All are connected directly to the 
carburetor by alternate fuel lines. Any 
of the 10 fuels can be fed to the engine 
by pushbutton from inside the car. A 
vent pump clears the carburetor for 
each Fiel change. 

The air-fuel ratio can also be con- 
trolled from the instrument panel. A 
carburetor specially modified by Du 
Pont makes this possible. 


“BORDERLINE” FUEL RATING 

An unusual feature of the Cadillac test 
car is a double axis recorder for plot- 
ting one value against another. On the 
vertical axis, the following variables 
may be plotted: horsepower, miles per 
pot Ma miles per hour, torque, spark 
advance and throttle position. Simul- 
taneously, time, speed in miles per hour 
and speed in engine RPM’s can be 
plotted on the horizontal axis. 


REAR SEAT VIEW of the Cadillac test car's 
console containing instrument dials, a graph 
recorder and control panel, 


Using the measurements of these 
variables, a performance analysis can 
be made of the engine, as well as of 
the fuel. Almost any fuel performance 
factor can be studied and measured 
with this super-instrumented car. Here, 
for example, are some of the things 
that can be done with it: 

1. Show effect of fuel quality and 
engine adjustments on gasoline 
economy and performance. 

2. Pinpoint knock in terms of spark 
advance and s , 

8. Pinpoint knock in terms of aver- 
age cylinder pressures derived 
from the horsepower measure- 
ments. 





THE TRUNK COMPARTMENT contains 10 two- 
galion fuel tanks connected by individual fuel 
lines; part of the horsepower and torque com- 
putor; and equipment for supplying 110 volt 
AC power to operate the special instrumenta- 
tion. Part of the knock amplifier can be seen at 
the top center. 


4. Evaluate acceleration character- 
istics relative to fuel-engine com- 
binations. 

. Determine the amount of power 
developed at any given time for 
varying road and driving condi- 
tions. 

Road-load curves can be especially 
valuable to refiners in helping them 
keep pace with the current automotive 
horsepower and economy races. 

Since knocking tendency is sensitive 
to temperature variations, the car is 
equipped with a pyrometer to measure 
the temperature of air going into the 
carburetor; the air-fuel mixture tem- 
perature; and the coolant temperature. 
By graphically showing how tempera- 
ture increases raise the octane require- 
ment of an engine, this apparatus is 
useful in explaining octane require- 
ment variables. 


KNOCK AMPLIFIER 


A special microphone is attached to 
the engine to pick up the slightest in- 
dication of knocking. A loud speaker 
makes the knocking sound clearly audi- 
ble inside the car. 

With this set-up, a passenger in the 
car can actually take part in the dem- 
onstration. Suppose, for example, a 
passenger wants to see exactly how 
spark advance affects the knocking 
tendency. As the driver accelerates the 
car, a special control knob in the back 
seat is used to advance the ignition 
spark until the engine begins to knock. 


Petroleum (€ 


E. 1. DU PONT DE NEMOURS & COMPANY (INC.) 
Petroleum Chemicals Division @ Wilmington 98, Delaware 
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The microphone mounted on the 
cylinder head picks up the knock. 
which is amplified by the loud speaker 
in the back seat. At the same time, a 
recorder plots the spark setting against 
the engine speed. The resulting fuel 
rating curve is automatically recorded 
on graph paper. 


ess 


THIS VIEW of the engine shows part of the 
“Freon” compressor for the air conditioning 
system on the right and a special 160 amp 
generator on the left. The horizontal tubes in 
front of the radiator are the “Freon” cooling 
coils. An electronic fuel meter is mounted on 
the engine compartment fire wall just ahead of 
the steering wheel. 





MOVIES AVAILABLE 


The following Du Pont films may be 

borrowed or purchased by oil compa- 

nies. Address your request to the near- 
est Petroleum Chemicals Division dis- 
trict office. 

Pipeline on Wheels—A 26-minute, full- 
color movie on tank truck safety. 
Suitable for both training and public 
relations purposes. 

What Makes a Gasoline Good—An 18- 
minute cartoon movie in color. Pre- 
sents, in easy-to-understand form, 
the story of how high quality gas- 
oline is made. Ideal ee doales train- 
ing meetings. 
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Better Things for Better Living 
. . . through Chemistry 



































Wilmington, Del. 

2 Chicago, III. 

5 Tulsa, Okla. 
Laboratories: } Houston, Texos 
El Monte, Calif. 
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To sell TBA‘ 
you have to sell MR. xX! 


Of all the replacement tires and batteries sold this year, more than half will be sold 
through neighborhood service stations. Most of these products will be bought for resale 
by MISTER X and his associates! 

Who are these mystery men? They’re not pump attendants; not the men who may 
appear to be owners and operators. Instead, they are top executives of oil companies 
and oil jobber organizations . , . the decision-makers who buy or recommend purchase 
of products, map TBA programs, plan and execute maintenance and merchandising 
activities for thousands of the nation’s 200,000 service stations. 

To reach these men directly, regularly and forcefully, there’s a particular route to 
their attention—the pages of National Petroleum News. It’s their Bible, packed full of 
weekly news and merchandising material, plus a monthly TBA section of marketing 
ideas which are vital to their jobs. They have to read NPN to get this up-to-the-minute 
information every week. 

For marketing of oil products, TBA or any equipment for use in service stations or 
bulk plants, National Petroleum News is the logical choice because it sells the de- 
cision-makers at the top, and wins support from program planners right down the line. 

, You can reach these key men—EVERY MISTER X YOU HAVE TO SELL—if you 


advertise in National Petroleum News. 
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1213 West Third Street, Cleveland 13, Ohio - Offices in: New York, Chicago, Philadelphia, Houston, San Francisco, Los Angeles 
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ANYWHERE in the U.S.A. is within a 
few hours shipping time from one of 
the many conveniently located stocks 
of parts and replacement units. 











The SMITHway Unit Replacement Plan offers you 


factory rebuilt, fully guaranteed replacement assemblies at 


a fraction of the cost of new units. You eliminate expensive field 


repairing or rebuilding, reduce downtime to a minimum and 
keep your pump in service. ANYBODY —you, too—can do the job! 
No special tools required. Complete units can be replaced quickly 
and easily with the removal of a few screws. Every part is 

readily accessible— plenty of elbow room. Get the complete story 


from nearest representative or write for Bulletin No. 151. 


A0Smith 


FACTORIES: 5715 SMITHway ST. + LOS ANGELES 22, CALIF. P.0.BOX S00, SUCCASUNMA, H. J. 


Offices: New York 36, Chicago 7, Atlanta, Houston 20 — Canada: Toronto 12, 
Vancouver 1 — International Division: Milwaukee 1, Wisconsin. 
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PLATE 807-A 
(Swivel) Forty-five 
Degree Tank Car 
Reducer Coupling 
with male outlet 
thread—5x2, 5x 
2%, 5x3 and 


PLATE 807 (Swivel) 
Ninety Degree Tank 
Cor Reducer Coupling 
—5x2, 5x2¥2, 5x3 


PLATE 917 (Swivel) 
Forty-five Degree Tank 
Car Reducer Coupling 
with female outlet 
threads — 5x2, 5x22 
and 5x3 in. 


PLATE 808 (Straight) 
Straight, Solid Type Tank 
Cor Reducer Coupling 
—5x2, 5x2¥2 5x3 and 
5x4 in. 


TE 809 Forged 
PLA ' 


| Spanner W 
gs with McDonald 


car couplings. 


‘ 
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@ McDonald Tank Car Reducer 
Couplings are designed for serv- 
ice, and built accordingly. We 
make them of high-grade bronze. 
We provide them with accurate, 
clean-cut threads to assure 
tight connections. And we 
include with them a forged steel 
spanner wrench for quick appli- 
cation. Maybe that is why 
McDonald Tank Car Reducer 
Couplings have just about 
become standard in the field. 


A. Y. MSDONALD MFG. CO. 


"The Home of the Swing Joint" 
DUBUQUE, IOWA 
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PAILS 


@ Your choice of cover style—Lug, 
Ring Seal, or Re-Seal, either the lever or 
bolted type. Beautifully lithographed or 
painted your colors; interior lined 

to your specifications. 











BE AS PROUD OF YOUR 


AS YOU ARE 
OF YOUR 


Corrugating Company 


WARREN, OHIO 





Offices in Principal Cities 
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Oil helps make him master of Space... 


He’s a “Buck Rogers” compared to the World War II pilot. He 


maneuvers at altitudes and speeds which pilots 
of propeller-driven craft are unable to match. He can do 
this because jet engine manufacturers, the military services, 
and the oil industry worked together to develop jet aircraft operation. 
Here and around the world, jet aircraft is being powered 


and lubricated with products produced by The Texas Company. 


The Texas Company 
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” MARLOW PUMPS announces the opening of a new 
Factory Branch at DE QUEEN, ARKANSAS 
New Facilities: 


— assembly plant 
— complete factory pump stock 
— parts department 
— engineering service 
— headquarters for Marlow factory-trained district engineers 
located at Houston, Dallas, Kansas City and De Queen. 
. ». The complete Marlow Pump Line within easy reach . 


Contact your local Marlow dealer for — 


* Self-Priming Centrifugal Pumps 
* Single Stage Centrifugal Pumps 
* Diaphragm Pumps 

* Plunger Pumps 


MARLOW PUMPS 


DE QUEEN, ARKANSAS PHONE: DE QUEEN 148 
M fice & F tory: Ridgqewood, N. Jj 


iiience land 'Enshaa * Write for detailed booklets. 
nd Dealers every, ere 098 
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TRICO WINDSHIELD WASHERS 
need anti-freeze, too 





Trico Solvent prevents 
Windshield Washer jar breakage in 
winter — but, even more important, it improves 
vision and eliminates eye strain the year round by removing 
oily roadsplash, grime and dust. 
Order counter-display cartons of six bottles 
from your Jobber NOW! 





@ With the new Trico 
Windshield Washer In- 
stallation Kits, you can 
fic any one of 61 differ- 
ent car models from a 
stock of only four kits. 


You make double profit 

... one profit on the 

Washer and another on 

the installation ... for 

these custom-built kits 

can be installed easily and quickly. 

In most instances, wo drilling is 

necessary; only a wrench and screwdriver needed 
for the job. 


15 million television screens ... and millions of 
satisfied users ... advertise the famous “Two Little 
Squirts.” Now you can cash in on this demand with 
these new “quick-on-the car’ kits. 


TRICO PRODUCTS CORPORATION, CUFFALO, N. Y.- 





‘To Expand Our Business, 
We Naturally Chose 





Lubrication 
Equipment” 


ASK THE DEALERS WHO USE IT! 
~~ Lincoln GG 


LUBRICATION DEPARTMENT 


can help you make more money! Write today for your 

free copy of Lincoln's new Lubrication Department + © © PIONEER BUILDERS 
Plan Book No. 500, illustrating 20 of the most popular E 
lubrication set-ups, and showing you how you can plan 


LUBRICATING EQUIPMENT © « - 
your own set-up to meet your operation. 


LINCOLN ENGINEERING COMPANY - 5702-74 Natural Bridge Avenue * St. Louis 20, Missouri 


PROFIT POINTERS... 
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NPC Reports Big Five-Year Increase 
In Clean Products Primary Storage 


NPN News Bureau 
WASHINGTON—The petroleum in- 
dustry’s capacity to store and handle 
clean products will have increased an 
estimated 123.3 million bbls. between 
March 31, 1948, and the end of 1952, 
a Committee on Petroleum Storage 
reported Dec. 9 to the National Pe- 
troleum Council. These figures cover 
primary storage only. 

During the same period, crude stor- 
age capacity will have risen 6.3 mil- 
lion bbls. and residual fuel storage 
capacity will have declined 17.2 mil- 
lion bbls., giving an over-all net in- 
crease of 112.4 million bbls. for both 
crude and products, the report 
showed. 

Also, the committee’s research veri- 
fied what some oil men have long sus- 
pected: that the industry must main- 
tain approximately two barrels of pe- 
troleum storage capacity to every 
one barrel of actual inventory in or- 
der to have the proper flexibility of 
operation. 

The report was presented by L. S. 
Wescoat, president of the Pure Oil 
Co. of Chicago, chairman of the stor- 
age committee. 

Unavailable Stock Up—tThe report, 
which was approved by the council, 
also pointed up that “unavailable” 
inventories—the amount of crude oil 
and refined products which in a sense 


have to be “locked up” in the indus- 
try’s far-flung operating system be- 
fore normal operating levels can be 
achieved—also have increased over 
the past four years. 


The larger “locked up” factor adds 
to the increasing costs in the rap- 
idly expanding petroleum industry, 
the report points out. 

The committee cited the following 
comparative primary storage capac- 
ity figures to show the extent of the 
increase in the past four years: 


Mar. dune Mar. Dec. 
31 30 31 31 
1948 1950 1952 1952 

( Est.) 


(Millions of Bbls.) 


Crude oil . . .. 416.7 432.3 429.4 423.0 
Clean products .... 319.8 348.1 425.5 443.1 
Residual fuel oil 123.4 106.1 103.6 106.2 
Total above services 859.9 886.5 958.5 972.3 


The committee said the total crude 
oil in tanks, pipe lines, tankers, etc., 
on March 31, 1952, was 238.4 million 
bbls. The amount in tanks alone was 
192.7 millions, thus indicating that 
above ground storage tanks were 
44.9% full. The combined total of all 
unavailable stocks of crude amoufited 
to about 63.3% of all the crude oil in 
storage as of March 31, the report 
shows. 

As for clean products on March 
31, the committee said actual storage 


amounted to 203.8 million bbls., com- 
pared with total capacity of 425.5 mil- 
lion bbls.—a percentage of 47.9%. 

It was pointed out that of the total 
reported in storage March 31, 87 mil- 
lion bbls.—about 39.5%—are unavail- 
able for shipment. This includes 8.2 
million bbls. required to fill pipe lines 
and 8.3 million bbls. which on the 
average are unavailable because they 
are in transit by tanker, barge, tank 
car or truck. 

The committee also pointed out to 
NPC that the Statistical Advisory 
Committee of the American Petro- 
leum Institute had been able to com- 
pile information on secondary inven- 
tories and capacities and that this 
information is available at the end 
of each month through the coopera- 
tion of API and the Bureau of Cen- 
sus. (For last report, see NPN Nov. 
26, p. 48). 

The Committee on Storage Capac- 
ity obtained information for its cur- 
rent report from 369 questionnaires 
sent to refiners and other holders of 
crude oil and principal product in- 
ventories and storage facilities. Be- 
cause of the co-operation it received 
from these companies, the committee 
said, the crude oil section of the re- 
port represents 99% of the refinery, 
pipe line and tank farm stocks of 
crude and the crude oil in transit. 
The clean products group represents 
about 97.5%, and the residual fuel 
oil portion nearly 100% of all of the 
inventories. 

No Decontrol Stand—At the Dec. 9 
meeting, an effort was made to put 


TABLE 1—Clean Product Inventories and Storage Capacity, March 31, 1952 
(Gasoline, Kerosine and Distillate Fuel Oils) 


(Includes Inventories at Refineries, Terminals, Pipe Lines, and in Transit Thereto) 


Actual 
B. of M, 
Refining 
Districts 
East Coast ... 
Appalachian: 
District I... oacwhathivadpawhee 5,174 
District IT ...... 2,720 
Ind, Ill, Ky. vedipecalbes deh ebaate 47,739 
a GEN. & aa vb od ep eesd ch 26,358 
Texas Inland 8,330 
ee SE nav cuuds bad 33,825 
Louisiana Guif ...... 11,956 
North La.-Ark, wide abe 4,890 
New Mexico oe ele bbw ebsR be 181 
Other Rocky Mountain .............. 7,959 
Total East of California ............ 203,490 
California neues napaas *s 22,766 
eee Us GQ. cevisecscone 226,256 


54,358 


* Product unavailable for shipment. Includes oi] needed for pipe line fill, 


tank storage. 
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B. of M. 
March 31, 1952 
a) 


—Figures in Thousands of Barrels- 


Questionnaires 
Returned 
Total % 
(2) (3) (5) 


52,794 97.1 , 51.6 


4,921 68 34.4 
2,710 99.6 30.5 
47,469 99.4 7 31.2 
25,248 95.8 Of 32.1 
7,983 95.8 2,3 28.9 
33,182 98.1 .§ 33.1 
11,237 94.0 3. 29.0 
4,510 92.2 1,999 44.3 
130 71.8 29 22.3 
7,525 94.5 2,066 27.5 
197,709 97.2 73,274 37.1 
22,574 99.2 13,717 60.8 
220,283 97.4 86,991 39.5 


Estimated 
Storage Capacity 
Amount Dec. 31, 1952 
in Tanks Total 
(6) (7) (8) 


Storage 
Capacity 
Reported 


120,179 45,538 123,708 
8,908 4,456 9,391 
5,471 2.560 6,252 

85,114 45,094 89,100 
38,474 22,511 40,465 
12,253 7,427 12,651 
61,458 32,908 63,205 
20,574 10,818 22,891 
8,127 3,479 8,546 
308 130 282 
11,373 7,326 12,024 
372,239 182,247 388,515 
53,221 21,568 54,597 
425,460 203,815 443,112 


oll in transit by tanker, barge, tank car and truck, plus some oj) in 
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TABLE 2—Residual Fuel Oil Inventories and Storage Capacity, March 31, 1952 


(Includes Inventories at Refineries, Terminals, Pipe Lines and in Transit Thereto) 
Barrels— 





—Figures in Thousands of 


Actual Questionnaires Unavailablet 

Refining B. of M. Returned in Column 2 

Districts March 31, 1952 Total % Total G& 
qd) (2) (3) (4) (5) 
East Coast ...... 9,325 9,720 104.2 4,510 46.4 

Appalachian: 

EOE E asknonced ' eis 402 401 99.8 142 35.4 
SING BE nbccdactcedeasieeesdees 241 214 88.8 66 30.8 
3S eS ; 5,158 5,312 103.0 1,007 19.0 
Gee, TERR, TO... cdc cesedssvedangees 1,360 1,146 84.3 280 24.4 
, gl wb awe aed 676 461 68.2 169 36.7 
TOON: GORE. dcr osigiye dents paevades« 7,154 7,016 98.1 1,195 17.0 
Louisiana Gulf .............: awk 1,883 1,935 102.8 373 19.3 
North La.-Ark, ......-. Hewes we 138 139 100.7 28 20.1 
TOON DECNOD o.0cdce ue bees ssesvescues 36 23 63.9 7 30.4 
Other Rocky Mountain ............. 1,088 1,009 92.7 215 21.3 
Total East of California ...... 27,461 27,376 99.7 7,992 29.2 
GE, boc wewens cade 4% cvameswd bes 10,510 10,480 99.7 7,845 74.9 
Gees Oe Bn wv snnwasedsccecsasen ee 37,856 99.7 15,837 41.8 


* Includes 31,447,000 bbis. of reservoir storage. Reservoir stora: 


Storage city 
Capacity Dec. 31, 1952 
in Tanks T 
(6) (7) (8) 
20,471 9,244 22,107 
933 388 1,379 
635 214 732 
9,536 5,270 10,652 
3,267 1,145 3,469 
1,868 459 1,932 
11,675 7,014 11,056 
3,208 1,878 2,696 
340 139 561 
95 23 94 
2,057 1,009 2,261 
54,085 26,784 56,939 
*49,522 10,088 *49,221 
103,607 36,872 106,160 


ge figure for 1950 revised to 34,751,000 barrels. 


+ Unavailable for shipment to market because product had always to be retained in order that residual operating facilities could continue to func- 
tion 


TABLE 3—Storage Capacity March 31, 1948—June 30, 1950—March 31, 1952 


(Figures in Thousands of Barrels) 


(Note: The 1952 relationship with prior years is somewhat overstated in clean products and to a lesser extent in residual fuel because of the broad- 
ened 


definition of a bulk 





terminal which became effective January 1, 1951.) 





(Includes all crude — — Clean Products——-—_ Residual Fuel—————_ 
categories except (Gasoline, kerosine and (Residual fuel oils only) 
producers’ storage) (distillate fuels) 

District 1948 1952 19438 1950 1952 1948 1950 1952 
SNe SUNY Wis bc nes bbe ehewen bon 21,587 23,194 24,491 74,364 85,001 120,179 14,575 17,602 20,471 
Appalachian: 

BEE Ao dectensévesbiceeeecs 5,277 7,002 5,999 5,060 5,336 8,908 455 378 933 

OE SRE ee Tics tern. 3,121 2,628 1,955 3,148 3,971 5,471 383 372 635 
ree oe ae 37,356 44,322 46,045 60,275 69,118 85,114 8,814 8,611 9,536 
Okla.-Kans.-Mo. .............-. 80,142 75,683 69,625 24,501 28,526 38,474 4,034 3,831 3,267 
Texas Inland ...... 82,393 82,344 80,541 7,387 8,604 12,253 1,705 1,969 1,868 
ok. ER rere 79,787 83,922 83,526 54,285 56,797 61,458 10,715 10,317 11,675 
Pe eee 16,196 15,937 16,012 16,673 17,811 20,574 3,726 3,457 3,208 
North La. & Ark. ...... 10,581 11,288 9,620 5,685 5,005 8,127 431 308 340 
BONE. 8 ides es dvtdl avila 2,167 2,604 2,764 197 333 308 62 99 95 
Other Rocky Mountain ......... 18,525 18,482 18,448 7,669 11,036 11,373 1,888 1,942 2,057 
Total East of California ........ 357,132 367,406 359,026 259,244 291,538 372,239 * 46,788 48,88 54,085 
CONNIE i. asic i civcevdccsinaccs SS (a)64,912 (a)70,325 60,515 56,526 53,221 (b)76,592 (b) 57,172 (b) 49,522 
SORBET, Bia vkwe oncsasngech acs pee 432,318 429,351 319,759 348,064 425,460 123,380 106,058 03,607 
(a) Includes Reservoir storage assigned to heavy crude oil as follows: 

, 11,733 13,912 

(b) Includes residual reservoir storage as follows: ....,.............+- 41,574 (¢)34,751 31,447 
(ce) Revised to correct previous error in reporting. 


NPC on record in favor of immediate 


price decontrol, but the Council took 
no action. 


One member voiced the view that 
industry should not be expected to do 
anything further toward expansion 
programs until price controls are re- 
moved. 


NPC also heard a report by the 
Military that most of its 1953 fuel 
needs apparently will be covered, 
with the exception of avgas require- 
ments—still a perplexing problem. 


Hallanan Praised—_NPC Chairman 
Walter C. Hallanan drew a warm 
tribute Dec. 8 from Interior Secretary 
Chapman for his efforts in promot- 
ing resources conservation and co- 
operation between industry and gov- 
ernment on oil and gas matters. 


At a dinner honoring Mr. Chap- 
man, the Secretary presented Mr. 
Hallanan with the Interior Depart- 
ment’s “Conservation Service Award.” 
Mr. Chapman said in part: 

“You staunchly advocated for 
peacetime as well as in time of na- 
tional emergency a workable, ef- 
fective, co-operative relationship be- 
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tween the federal government and 
the petroleum industry on petroleum 
and natural gas matters of national 
significance. Your untiring efforts 
and inspiring leadership to achieve 
that objective in peacetime—and in 
this period of defense mobilization 
emergency—are reflected in the wide- 
ly acclaimed success of the National 
Petroleum Council. 


“We know that you have encoun- 
tered unusual difficulties and prob- 
lems in fulfilling federal government 
requests for advice and assistance on 
matters related to the conservation of 
this country’s natural resources and 
the wise use of the petroleum re- 
sources to meet the national security 
and defense needs of this nation and 
friendly foreign nations. We know, 
too, that you organized the council so 
well that you have been able to ob- 
tain the services, without cost to the 
government. of thousands of experts 
in the petroleum and allied industries 
to serve voluntarily on numerous spe- 
cial and technical committees. It is 
not possible to estimate the huge 
monetary saving to government for 
all of these services, and it is doubt- 





ful that they could have been ob- 
tained and utilized so effectively 
otherwise.” 





Motor Oil Ratios 


Reported Next Week 


What happened to motor oil 
sales ratios this last spring- 
summer ? 

Next week (Dec. 17), Na- 
TIONAL PETROLEUM NEws will 
report on the results of its 10th 
motor oil sales ratio survey, The 
article will compare the latest 
data with figures compiled in 
previous studies so as to present 
a complete picture of the motor 
oil sales trends going back to 
the fall-winter of 1946-47. 

In a subsequent issue NPN 
will publish an analysis of these 
ratio surveys, for the first time 
discussing to what extent 
various factors appear to have 
affected oil ratios in the last 
three years. 
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Pressure on for Materials Decontrol, 
But No Decision Likely Until 1953 


NPN News Bureau 

WASHINGTON— Virtually every- 

one is in agreement that materials 

controls should go, but there is a 

wide range of opinion as to when 
it should be done. 


There’s strong sentiment in much 
of industry and—this may be a sur- 
prise—in some government agencies 
for immediate decontrol, or at least 
a very early end. 


Proponents of this view admit 
there are still some materials which 
are hard to get and that some ma- 
terials users are going to get 
trampled in the rush for supplies 
when controls are lifted. But they 
feel this would be a short-lived sit- 
uation and that, without controls, 
normalcy would soon become evi- 
dent, and the industry would be free 
at least of the harassing rules which 
now bind them. 


On the other side are those—in- 
cluding some industry people as well 
as some government officials—who 
feel this way: Controls are a nuis- 
ance, of course, but it would be 
simpler and safer to adjust the con- 
trols program to ease restrictions on 


materials in good supply while at 


the same time retaining controls 
over materials in short supply. This, 
they believe, would prevent damage 
being done to the expansion program 
by too-soon removal of controls. 


PAD learned early this week that 
even where materials are tightest— 
in oil country tubular goods—there’s 
a lack of agreement among produc- 
ers as to when controls should be 
lifted. 

Perhaps the discussion is only aca- 
demic at this time because Defense 
Mobilizer Henry H. Fowler, obvious- 
ly speaking for the administration, 
said a few days ago that there'll 
be no general decontrol now; that 
he feels the only thing to do is to 
continue the present framework until 
the new administration takes over 
and let it make the final decision. 


PAD Requests Cut — Meanwhile, 
PAD was still feeling the pinch of 
the materials shortage. Defense Pro- 
duction Administration, in its tenta- 
tive allotments for second quarter 
1953 use, trimmed PAD requests in 
two places where it hurt worst—oil 
country tubular goods and line pipe. 


DPA, which will make its final de- 
cision next week, has trimmed PAD’s 
request for 625,000 tons of oil coun- 
try tubular goods down to 560,000 
tons and had hacked more than 300,- 
000 tons off PAD’s figure of about 
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1,200,000 tons of steel for large and 
small diameter pipe. PAD was hope- 
ful of getting at least part of the 
cut restored. 


Self Certification -—- One round- 
about way of lifting controls was 
proposed to National Production Au- 
thority by an industry advisory 
group which asked that the self-cer- 
tification of orders up to 100 tons of 
steel a quarter be permitted. Cur- 
rently, the limit is five tons a quar- 
ter, and NPA has announced it plans 
to lift this to 25 tons May 1. NPA 
didn’t appear receptive, however, to 
the 100-ton suggestion. 


But while some expansion pro- 
grams were being slowed by lack of 
materials, there were some where 
the governmeht apparently feels 
gentle prodding is needed to get 
goals met. For example, Defense 
Transport Administration has asked 
DPA to approve an expansion pro- 
gram for trucks which would give 
fleet operators rapid tax write-off 
benefits if the owners wanted such 
benefits. Also, the DPA _ proposal 
would permit a company to make one 
application for several trucks, rather 
than the present red-tape system of 
an individual application for each 
truck, even though several are pur- 
chased at once. 


Regarding other expansions, DPA 
announced a goal for compressed 
gas cylinders, including the low-pres- 
sure type used for LP-gas. It calls 
for an increase of 40,000 tons pro- 
duction capacity over the 1950 total 
of 260,000 tons. 


Expansion Targets — The agency 
also gave a status report on three 


_ other expansion goals affecting the 
' petroleum industry: 


1. Ocean-going tankers—DPA has 
a goal of 100 tankers but, thus far, 
there’s little indication the goal will 
be reached in the foreseeable future. 
Only three or four have come off 
the ways yet, and less than two 
dozen domestic tankers are under 
construction. 


2. High quality lubricating oil— 
The goal is an expansion of 28,000 
b/d by 1955. DPA said the goal has 
been met only about half way. In- 
dustry people have shown no keen 
interest in going the rest of the way 
because they already are losing their 
foreign markets to refiners abroad 
who have been aided by U. S. gov- 
ernment funds. 


3. Detergents used in high quality 
lubricating oils. The goal is a 





monthly production rate of 15 mil- 
lion Ibs. by the end of this year, an 
increase of about 10 million lbs. DPA 
said rapid tax write-off applications 
indicate the goal has about been 
reached. 


$400 Million to be Spent 
On Large Oil Pipe Lines 


Eight large products pipe lines and 
six large crude oil pipe lines are re- 
ceiving priorities assistance from the 
Petroleum Administration for Defense 
to buy pipe during the first quarter 
of 1953. Total construction costs are 
$395,698,000. 

In addition, a number of smaller 
projects are being aided with priori- 
ties for the purchase of line pipe dur- 
ing the same quarter. 

Among the major projects receiv- 
ing priorities assistance for the first 
time are the following (showing, in 
order, route, initial capacity, esti- 
mated cost and completion date) : 

Cal-Ore Pipe Line Co.—103-mile, 6- 
inch products line from Crescent City, 
Calif., to Medford, Oreg.; 8,000 b/d; 
$2,272,000; fourth quarter 1953. 

Phillips Pipe Line Co.—66-mile, 10- 
inch products line from Brookshire to 
Sweeny, Tex.; 25,000 b/d; $1,985,000; 
third quarter of 1953. 

Standard Oil Co. (Indiana)—243- 
mile, 10 and 12-inch products line 
from Whiting, Ind., to River Rouge, 
Mich.; 49,000 b/d; $11,544,700; fourth 
quarter of 1953. 

Phillips Pipe Line Co.—45-mile, 12- 
inch crude line from Missouri City 
to Sweeny, Tex.; 35,000 b/d; $1,851,- 
000; third quarter 1953. 

Gulf Refining Co.—55-mile, 10 and 
12-inch crude line from Bay Mar- 
chand to Plaquemines, La.; 50,000 
b/d; $3,195,000; second quarter 1953. 

Seek DJ Clearance—The West 
Coast Pipe Line Co. will seek anti- 
trust clearance from the Justice De- 
partment as soon as distribution of 
the company’s stock is made. Com- 
pany counsel says a DJ look is 
wanted on the fact that some stock- 
holders also will be pipe line custo- 
mers, thereby raising the question of 
whether this might be interpreted as 
a combination in restraint of trade. 

These DJ clearances are reported 
to be under scrutiny of a congres- 
sional group and, in the case of 
United States Pipe Line Co., are be- 
ing protested by barge operators. 


Buckeye Line Ready—tThe first sec- 
tion of Buckeye Pipe Line Co.’s East- 
ern Products Pipe Line System, ex- 
tending from Linden, N. J., to Allen- 

own, Pa., has been completed and 
will go into operation as soon as the 
Linden pump station is completed in 
February. Initial capacity will be 
about 120,000 b/d. 

Ten U. 8S. oil companies are slated 
to use the new common carrier: Cali- 
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fornia Oil, Cities Service, Esso, Har- 
tol, Shell, Sinclair, The Texas Co., 
Tide Water, Crown Central and Co- 
operative Grange League Federation 
Exchange, Some Canadian companies 
—it is not now certain which—may 
utilize the line later. 

Near Allentown, a junction will be 
made with Tuscarora Pipe Line for 
transshipment to terminals west of 
Allentown through Harrisburg as far 
as Pittsburgh. 


Final section of Buckeye’s Eastern 


System is scheduled for construction 
in 1953. 


Oil Companies, DJ to Clash in Court 


Over Getting Foreign 


. NPN News Bureau 
WASHINGTON—The Department 
of Justice and the oil companies in- 
volved in the “international oil cartel” 
investigation “lock horns” Dec. 12 in 
a significant courtroom battle over 
whether the government or the com- 
panies must shoulder the burden of 
extracting records located in foreign 
countries. 
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The Viking Pump Company is represented by a 
nation-wide sales and service organization in key 
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cities from coast to coast . . . from Canada to the Gulf. Is your 
pumping installation operating at high efficiency? Do you have a 
pump maintenance problem? Do you have a new pumping applica- 
tion? Write or call the Viking representative nearest your plant for 


service. 


ATLANTA 

Cc. W. DOWNING 
668 Upton Road N.S. 
Phone Vernon 9065 


BOSTON 10 


Cc. W. 
549 W. Washington Blvd. 
Phone State 2-6818 
CLEVELAND 13 

J. A. SINDEN 

310 Marshall Bidg. 
Phone Cherry 1-0687 
DALLAS TANK CO 
O. W. PHILLIPS 
2175 W. Commerce St. 
Phone Randolph 3638 
INDIANAPOLIS 25 

Cc. D. SADLER 

407 Madison Avenue 
Phone Pleza 8349 
KANSAS CITY 8 


BUFFALO 10 


CHARLOTTE, 


115 Brown St. 
DECATUR, | 


OLSON MFG. CO. 
4000 Warm Springs Ave. 


HAYES PUMP & MACH. 
co. 
125 Purchase St. 


ROOT, NEAL CO. 
64 Peabody Street 
N. C. 
SOUTHERN PUMP 


1730 No. Tryon St. 
CINCINNATI 2 
WM. T. JOHNSTON CO. 
214 Vine Street 

DAYTON 2, OHIO 
THOMAS C. NASH 


F. J. PINNEY 
1907 Main Street 
one Harrison 8033 


LL 
VAN PRAAG EQUIP. & 
MFG. 
Rt. 48, % Mile East Rt. 51 


HOBBS, NEW MEXICO 

UNION SUPPLY CO. 
Also Artesia, New Mexico 

HOUSTON 1 

SOUTHERN ENGINE & 

PUMP COMPANY 

900-910 St. Charles Street 
Branches: Dallas, San An- 
tonio, Edinburg and Kilgore 

LOUISVILLE 2 

— LaAVIELLE SUP. 


595 West Main Street 
MEMPHIS 3 

E. C. BLACKSTONE Co. 
600 Madison Avenue 
MINNEAPOLIS 14 

LEON GADBOIS 

2524 University Ave. S.E. 
NEW ORLEANS 12 
MENGE PUMP & 
MACHY. COMPANY 
549 Dryades Street 


LOS ANGELES 58 


DENV! 
E. E. BURTON fe 


EATON METAL PRODS. 


ODESSA, TEXAS 
W. L. SOMMER CO., INC. 


— Long Beach Avenue co. P.O. Box 1626 
one Adams 3-8165 4800 York Street PHILADELPHIA 30 
MILWAUKEE 3 Also Albuquerque, Casper, W. H. EAGAN CO., INC. 
Cc. F. MULLENS Billings and Omaha 2336-38 Fairmount Ave. 
610 West Michigan St. DENVER 17 PITTSBURGH 22 
Phone py 8-0807 HENDRIE-BOLTHOFF POWER EQUIPMENT CO. 
NEW YORK 18 co. Oliver Building 
HERBERT FUHRER 1635 17th Street 
634 W. 44th St. DETROIT 26 RICHMOND 
Phone Longacre 3-3816 KERR MACH. CO. O'NEILL PUMP & ENGR. 
AMARILLO, TEXAS Kerr Buildi co. : 
WILLBORN BROS. EL PASO, TEXAS 601 B. Franklin 8t. 
101-13 Houston Street G. S. THOMPSON SALT LAKE CITY 1 
BALTIMORE 1 611 N. Campbell St. UTILITY ENG., INC. 
Sansceemmmermec | SA Wem «Soe oa mee 

arles mbard Sts. . IND. 
BIRMINGHAM 5 Be ogee 


PUMP SHOP, INC. 
1015 7th Ave. So. 











. Se, MACHY. 
222 Court Bldg. 


DELAVAL PACIFIC CO. 
61 Beale Street 

Also Seattle and Portland 
ST. LOUIS 1 
LANE MACH. CO. 
7th & Market Streets 
TULSA 5 
CHAS. WHEATLEY Co. 
414 So. Detroit Ave. 


CEDAR FALLS 
IOWA 





‘Cartel’ Records 


The showdown tussle probably will 
require at least two days of argu- 
ment before Federal District Judge 
James R. Kirkland, perhaps more. 
Judge Kirkland, during a Dec. 5 hear- 
ing, sharpened the issue by telling DJ 
and company attorneys he wanted 
them to “lock horns” on the foreign 
law issue. 

In essence, the government-company 
conflict boils down to this: 

DJ has subpoenaed a broad category 
of documents and records from com- 
pany files. Some of these are kept 
abroad, generally in the offices of 
subsidiaries and affiliates. The de- 
partment insists that the companies 
can, and must, produce these records, 
although DJ has offered to sit down 
and discuss with any of the companies 
specific problems and procedures of 
securing the records. 

Illegal, Companies Say—The com- 
panies maintain that, in country af- 
ter country, neither these records nor 
copies of them can be removed with- 
out violating the laws of the countries 
concerned. This would subject the 
companies to criminal penalties, loss 
of rights, etc., they declare. This 
point of view has been upheld most 
notably by the British. Earlier, Geof- 
frey Lloyd, British Minister of Fuel 
and Power, notified the Anglo-Iranian 
Oil Co. that compliance with the 
subpoena would violate the British 
Official Secrets Act. 

This week British Foreign Secre- 
tary Anthony Eden certified to Judge 
Kirkland in writing that Mr. Lloyd 
was acting for the British govern- 
ment. Further, Mr. Eden added, it 
amounted to “a claim of sovereignty” 
and was “in the British public in- 
terest, including the economic, stra- 
tegic and political interests.” 

On Dec. 5, Judge Kirkland said he 
would hear arguments Dec. 12 on a 
motion by Standard Oil Co. (New 
Jersey) that would suspend a por- 
tion of his Nov. 10 order. That part 
of his instructions required the pro- 
duction of the documents or a “good 
faith” specific report from the com- 
panies as to their unsuccessful efforts 
to secure them from foreign sov- 
ereigns. 

But he refused to eliminate an- 
other requirement—that the compan- 
ies make the required report by Dec. 
8. 

Reports on Time—The companies 
filed their reports by the deadline, 
most of them late in the day. But 
the reports, generally speaking, re- 
iterated claims that foreign laws pre- 
vent the companies from acting. 

The reports also contained, in the 
case of some of the companies, sug- 
gested procedure whereby the court 
can ascertain the legitimacy of the 
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companies’ claims. In a few instances, 
notably Standard Oil Co. of California 
and Standard-Vacuum Oil Co., some 
legal opinions from a few of the 
countries were included. 

The companies are attempting now 
to have Judge Kirkland set dates and 
take testimony from “expert wit- 
nesses”—nationals of the countries 
concerned—on the nature and effect 
of the foreign laws. 

DJ is resisting this effort. Special 
Assistant Attorney General Leonard 
J. Emmerglick told the court that the 
government does not oppose this prac- 
tice in principle, but that this is not 
the time for such testimony. He at- 
tacked the motion as a “dilatory” 
step to “indirectly postpone for a very 
long time” the Dec. 12 arguments. 

Judge Kirkland turned down Jer- 
sey’s request that Dec. 15 and 16 be 
set for taking of testimony on Can- 
adian law. However, it could well be 
that he might grant the “expert wit- 
ness” motion after hearing the Dec. 
12 arguments. He told the companies 
that, in their Dec. 8 “status reports,” 
they could state that the foreign laws 
prevent removal of the documents, 
then argue the position Dec. 12. 


Contempt Action Looms 
Over Richfield Pacts 


NPN News Bureau 
WASHINGTON—U. S. Attorney 
William C. Dixon said this week he 
expects to push for contempt of court 
action against Richfield Oil Co. in 
the near future as a result of new 
contracts with leased-out service sta- 
tion operators. Mr. Dixon said he 
believes he has. secured Justice De- 
partment concurrence for such ac- 
tion and plans to go ahead shortly 
after he returns to the West Coast. 
He has been conferring with DJ here 
for the past week on this and other 
matters. 

Briefly, here are the points on 
which Mr. Dixon says he believes the 
company can be found in contempt of 
an order by Federal Judge Leon R. 
Yankwich in revising its leased-out 
dealer relationships: 

1. Richfield actually has offered 
two contracts—one for the lease and 
one on products. Mr. Dixon said that 
either taken alone might not consti- 
tute an order violation, but both to- 
gether, in his opinion, do. 

2. Both were offered as a “pack- 
age deal” to operators, in effect. 

3. The lease agreement provides a 
minimum rental, based on gallonage, 
which might be interpreted as giving 
preferential treatment to Richfield 
products. 

4. The products agreement ties the 
operator’s margin or spread to the 
retail gasoline price set by Richfield 
which competing suppliers, as practi- 
cal matter, would find difficult to 
meet on a posted tank wagon basis. 
As a corollary matter, though not 
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part of the contempt subject, Rich- 
field’s establishment of retail prices 
differing throughout state might be 
“questionable” in itself, Mr. Dixon 
said. 

Mr. Dixon said there are other, 
more minor, features of agreements 
which are open to question. He said 
Richfield’s retention of control on 
servicing automobiles and modifica- 
tion of service station facilities are 
two examples. 

Further, he said that the company 
seems to have “rushed” operators on 
contracts. 


G. P. & F. Flexible Spout Utility 
Cans are so handy for so many 
uses—no wonder oil sales go 
up the moment these cans are 
displayed! These sturdy, steel 
shipping containers do more 
than just deliver your product. 
They'll give a real promotional 


push to your sales. 


Synthesis Data Revealed 
NPN News Bureau 
WASHINGTON—A complete bib- 
liography on coal gasification into 
synthesis gas to produce synthetic 
liquid fuels was released last week 
by Bureau of Mines. It lists approxi- 
mately 400 references. A free copy 
of Report of Investigations 4926, “A 
Selected Bibliography of Coal Gasi- 
fication,” may be obtained from Bu- 
reau of Mines, Publications Distribu- 
tion Section, 4800 Forbes St., Pitts- 
burgh 13, Pa. 
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Oil Asks Competition 


COLUMBUS, O.—A report sub- 
mitted to the Ohio Turnpike Commis- 
sion by President E. V. Weber of the 
Ohio Petroleum Marketers Assn. and 
Chairman M. F. Hanning of the Pe- 
troleum Industries Committee of Ohio 
urges “multiple trading areas” which 
would provide several gasoline out- 
lets in each service area along the 
route of the Ohio Turnpike, stretch- 
ing 241 miles from the western ter- 
minus of the Pennsylvania Turnpike 
to the Ohio-Indiana border near To- 
ledo. 


The Ohio oil industry “is unalter- 
ably opposed to the operation of pe- 
troleum_ service facilities on the 
(Ohio) Turnpike under a monopoly 
grant to any one company,” the re- 
port said. “It is also opposed to the 
granting of a monopoly of these fa- 
cilities for any substantial segment 
of the Turnpike. . . We feel the pub- 
lic cannot favorably be served in the 
event any one company or brand of 
petroleum product be granted a 
monopoly.” 


The Recommendations—The com- 
mittee representing the Ohio oil in- 
dustry urged that: 


1. Service areas at the start should 
be about 30 miles apart. Instead of 
16 dual locations recommended in the 
engineering report, there should be 
no more than eight locations on either 
side of Turnpike, whether dual or 
alternating. 

2. Service areas should not neces- 
sarily be dual locations, but should 
be located to afford maximum op- 
portunity for the sale of petroleum 
products. Dual locations were deemed 
more hazardous than alternating lo- 
cations. 

3. In view of the. uncertainty of 
possible future expansion of traffic 
on the Turnpike, and the relatively 
low cost of land acquisition now, the 
commission should acquire sufficient 
acreage on each side of the Turnpike 
and at each of the recommended serv- 
ice area locations to allow for any 
necessary expansion. 

4. Service areas should be large 
enough to allow operation of service 
facilities on separate parcels of land 
by several suppliers who may desire 
to furnish services to motorists on 
the Turnpike. 

5. The Commission lowered the con- 
cession revenue to 4% of the toll rev- 
enue, instead of the 6.7% shown in 
the engineering report. This would 
delay the debt retirement program 
only one year. 

6. All service area facilities, in- 
cluding the building, should be con- 
structed by the commission itself. 
This would aid the competition con- 
cept, in that the Turnpike would be 
open to those whose capital resources 
might make a venture on the Turn- 
pike questionable. 

Conferences are expected to get 
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on Ohio Turnpike 


under way in Columbus next week 
between the Turnpike Commission 
and oil industry representatives seek- 
ing an early decision on a pattern for 
petroleum. sales and service. 

Large oil companies represented in 
the oil industry report to the com- 
mission were: Sinclair, Ashland, Gulf, 
Ohio Oil, Standard Oil (Ohio), Shell, 
Cities Service, Atlantic, Pure, Socony- 
Vacuum, The Texas Co. and Sun. The 
Ohio Petroleum Marketers Assn. rep- 
resented Independent jobbers. 


Hidy Is Elected President 
Of New Jobber Association 


NPN News Bureau 

CLEVELAND—First president of 
new Independent Oil Jobbers Assn. 
is Elmo D. Hidy, Arrow Petroleum 
Co., Norwood (Cincinnati), named at 
organizational meeting in Middle- 
town, Ohio, Dec. 3. Other officers of 
the group, whose aim is to give job- 
bers of the Midwest “a focal point 
for discussing their mutual interests 
and problems ... without supplier 
influence,” are: 

Paul Strahl, Davis Oil Co., Day- 
ton, vice president; G. E. Douglass, 
Champion Service Co., Hamilton, 
secretary; and G. L. Cline, Ohio In- 
dependent Oil Co., Springfield, treas- 
urer—all from Ohio. 

The 14 jobbers at the meeting 
adopted a resolution declaring the 
intent of the association to work 
with Ohio Petroleum Marketers Assn. 
on jobber problems. Most of the 14 
jobbers are members of the latter 
group. 

Next meeting of the Independent 
Oil Jobbers Assn. will be Jan. 8 at 
a luncheon at the Manchester Hotel 
in Middletown. 


States Council Urges U. S. 
To Drop 2c Gasoline Tax 


NPN News Bureau 

CHICAGO—The Council of State 
Governments urged at its 11th bien- 
nial assembly last week that the fed- 
eral gasoline tax of 2c per gal. be 
dropped “as soon as it may be con- 
sistent with the needs of national de- 
fense.” 

The resolution approved by 300 
officials of 44 states declared: 

“It is our firm conviction that more 
efficient service to the citizens could 
be rendered at lower cost if certain 
of the taxes now levied by the fed- 
eral government were abandoned to 
the states in lieu of federal-grants-in- 
aid.” 

Speakers pointed out that the fed- 
eral government distributes to states 
in road building grants only about 
two-thirds of the federal gasoline tax 
funds collected. 

The resolution declared there has 


been “growing encroachment” by 
Washington upon traditional state 
functions and that federal tax pol- 
icies have made it increasingly diffi- 
cult for state and local governments 
to obtain the cash they need. 


Motor Fuel Consumption Up 


NPN News Bureau 
WASHINGTON—The volume of 
motor fuel taxed by various states 
in the U. S totaled 19.6 billion gals. 
during the first six months 1952, an 
increase of 6.2% from the corre- 
sponding total of 18.5 billions in 1951, 
according to the Commerce Depart- 
ment’s Bureau of Public Roads. 


The report showed that states with 
totals over one billion gals. for the 
first six months were: California 
(1.8 billion), Texas (1.3), New York 
(1.2), Pennsylvania (1.2), Ohio (1.1) 
and Illinois (1.1). 

States reporting increases of more 
than 10% from the 1951 period were: 
Arizona (15.2%), Nevada (14.5), 
Kansas (13.7), New Mexico (12.7), 
Florida (11.9), Georgia (11.6), South 
Carolina (11.2) and Maryland (10.0). 


NSRB Urges Industry to Form 
War-Attack Operation Plans 


NPN News Bureau 

WASHINGTON—The National Se- 
curity Resources Board is trying to 
get major industries, including pe- 
troleum, to plan now what they 
would do if an enemy attack dam- 
aged or destroyed essential facilities 
in their areas. 

NSRB said its approach to the pe- 
troleum problem would be through 
PAD, and that its aim was to have 
industry task groups in various re- 
gions work out their own rehabilita- 
tion plans. A “pilot” group already 
has been established in San Francis- 
co, the agency said. 


Comments From Readers 


FROM: Paul Deer 
Bonded Oil Co. 
Springfield, Ohio 


In the Nov. 26 issue of NATIONAL 
PETROLEUM NEWS (p. 41), I was 
pleased to read your article on John 
Harper and the excellent job that 
he has done as chairman of the Na- 
tional Oil Jobbers Council. 

Your editorial was very well done 
and rightfully compliments a man 
who deserves national recognition. 

As an Independent jobber, I am 
very much interested in the National 
Oil Jobbers Council. Unfortunately, 
the state of Ohio is not a member, 
but Mr. Harper as chairman, and the 
other officers of National Oil Jobbers 
Council have been most courteous to 
me in extending invitations to at- 
tend their meetings. 
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Why Not Ban All Stations from Turnpikes? 


It is time again for the oil industry to take another 
close look at the turnpike question and consider care- 
fully whether prevailing and proposed plans for service 
station facilities on the roadway of the turnpike itself 
and on abutting turnpike property are in the best in- 
terests of the industry and the public. 


An oil industry committee has just submitted to 
the Ohio Turnpike Commission recommendations to 
insure at least some measure of free competition 
along the new turnpike now being built, and also to 
assure the limited number of successful oil companies 
of a reasonable profit from the operation of these 
service station facilities. The recommendations—if 
accepted—represent a considerable improvement over 
turnpike setups in New Jersey and Pennsylvania. 


But, are the interests of the industry and public prop- 
erly served even under the admittedly improved Ohio 
recommendations? In the interest of real competition, 
these can stand considerable improvement. 

For example, NPN feels serious consideration should 
be given to the idea of the industry opposing the estab- 
lishment of any service stations on turnpikes, or turn- 
pike property. We have argued this principle before, 
and while there may be objections to any such proposal, 
we think the validity of such objections are question- 
able. : 

Turnpike commissions contend revenue from conces- 
sion royalties are necessary to the financing of turn- 
pikes. This is subject to challenge. In Ohio, engineer- 
ing reports indicate only 6.7% of total revenue will come 
from all concessions—restaurants and service stations. 
The oil committee in Ohio points out that if concession 
revenue were eliminated entirely, it would take only 15 
months longer to retire the bonds. 

It can be well argued, too, that elimination of station 
facilities would mean little or no inconvenience to the mo- 
torist. Currently on the Pennsylvania turnpike only 
about 25% of the gasoline consumed on the pike is pur- 
chased at pike facilities; in New Jersey the amount is 
less than 50%. This shows that most turnpike users 
buy their gasoline before entering the highway. So, if 
the public knows beforehand that no gasoline is sold on 
the turnpike, the inconvenience to the motorist would 
be slight indeed. 


Also, modern cars with gasoline tank capacities of 
15 to 20 gals. can travel from 150 to 250 miles without 
refueling. The Ohio committee contends that stations 
should not be located to take care of the traveler who 
neglects or forgets to fill his tank before entering the 
turnpike, therefore instead of 16 dual stations proposed 
by the Turnpike Commission, the oi] committee says not 
more than eight stations should be built on either side. 
The same logic can be pursued to the point of eliminating 
all stations. 

On any turnpike there easily can be a sufficient num- 
ber of exits so that the motorist will be just as near 
to an exit as he would be to any station on the pike 
itself. The same applies to the personal needs of the 
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motorists—restaurants and restrooms. Such facilities on 
the exits and approach roads would be just as convenient 
as those facilities on the turnpike itself. With no sta- 
tions it would only mean that the motorist must leave 
the pike for services. It would cost him no more in 
turnpike tolls than if he were to drive straight through. 

Elimination of all service facilities from the turnpikes 
themselves would end the threat of service monopolies 
on turnpikes and the ever-present danger of unprofitable 
service bids just for the sake of gaining representation on 
a turnpike. Also, it would eliminate traffic hazards 
which are found wherever service facilities are erected 
and traffic must enter and leave such establishments. 

It would be easily possible in these days of govern- 
ment in business for the state or a commission to decide 
to operate these facilities. And it is possible that this 
might be done in retaliation should the industry carry 
opposition to locating any facilities on these highways 
to the point of not responding to a bid invitation. Such 
an eventuality might prove not only interesting but con- 
structive. Past experience with state or federal opera- 
tion of a business has proved that such ventures are 
both costly and unprofitable. Perhaps one such object 
lesson on a turnpike would put a stop to any future 
ventures in this direction, because turnpikes must be 
able to show a profit and retire themselves in a rea- 
sonable number of years if the bonds are to be sold in 
the first place. 

On this same matter of a state operating facilities 
itself, it must be remembered, incidentally, that such a 
possibility is not foreclosed by the mere act of companies 
responding to an invitation to bid. Under the proposed 
Ohio setup the commission could turn down all bids as 
being “unattractive.” Thus, unless some oil company 
or several companies came through with higher—and 
probably unprofitable—bids, the commission still might 
be tempted to take over operation of the stations itself, 
which of course would give it a larger payroll for politi- 
cal purposes. 

Oil companies should not let themselves be forced 
into any unprofitable turnpike deals out of a mis- 
guided notion that thereby they may be avoiding the 
greater of two evils—more government in business. 
Let the industry meet that issue out in the middle 
of the road when and if it arises. 

While the Ohio oil committee did not recommend 
against any service facilities on the turnpike, it did come 
up with recommendations which are commendable and 
certainly — if adopted —- would make the Ohio turnpike 
situation more attractive for the industry than the con- 
ditions existing in New Jersey, Pennsylvania and Con- 
necticut. 

The committee recommends multiple trading areas as 
opposed to a monopoly grant to one oil company for the 
operation of all stations on the pike. Under this plan no 
company could have more than one station in a trad- 
ing area, and no one company or individual would have 
more than 20% of the stations on either side of the pike. 
Provision also is made for expanding these trading areas 
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to permit more stations and more competition with other 
Stations on the pike, although this also would only increase 
the government-fostered competition with purely private- 
ly-owned stations off the pike. 

The committee also believes the commission should 
erect the station buildings in these areas and, in addi- 
tion, should also pave the parking space in these areas, 
construct sewage and water facilities and make other 
necessary improvements in the area. This is the opposite 
of what the commission proposes, which is that it only 
purchase the land, grade the sites and then require the 
oil company to develop and construct the facilities, 

Generally speaking, the committee report is based on 
the premise that oil companies operating turnpike sta- 
tions are entitled to and will expect to show a profit. 

History indicates turnpike commissions have lavish 
ideas as to the type of facilities needed to serve the 
public. The Ohio commission seems to be no ex- 
ception. In its engineering prospectus, it recommends 

16 dual service stations of the “highest” type. Ap- 

parently this means facilities similar to some on the 

Pennsylvania Turnpike which cost $1,000,000 each. 

Thus, the recommendation seems to call for the spend- 
ing of some $32 million on service stations on the turn- 
pike to handle only 1% of the total gasoline business in 
Ohio. That sum is the equivalent of what one company, 
Standard Oil of Ohio, spent last year on all of its mar- 
keting facilities. In other words, if the turnpike people 
were to give Sohio all turnpike stations, Sohio would 
need to spend $32 million in order to handle a volume of 
product amounting to 3°, of the company’s total gasoline 
business when a like sum last year was adequate for 
100% of that business. 


Industry and States Should Fight 
Attacks on Oil Conservation Now 


What oil conservation, especially under state control, 
really is and all the good that it does for every petroleum 
consumer of this country and even the world, must be 
sold vigorously and plainly to the American people and 
to the people of all civilized nations, else Russia, its 
Communists and its friendly “pinks” are quite likely 
to succeed in their attempt to seize control of the world. 

That is the plain issue before the American oil indus- 
try and the state oil conservation officials who have to 
do with conservation of America’s petroleum and natural 
gas resources. That is the issue that was plainly and 
forthrightly stated last week in a report prepared by 
Gov. Sid McMath of Arkansas, chairman of the Inter- 
state Oil Compact Commission; Jeff Robertson, chair- 
man of the Kansas Corporation Commission, and first 
vice chairman of the Compact; and General Ernest O. 
Thompson, chairman of the legal committee of the Com- 
pact. General Thompson has been a member of the 
Texas Railroad Commission since its entry into oil con- 
servation more than a score of years ago and is—we 
think conservatively speaking—the oldest of the coura- 
geous and pioneer fighters and developers of true con- 
servation. 

General Thompson presented the statement at the 
annual meeting of the Compact Commission at Wichita, 
Kans., when it unanimously approved the report from 
which the General spoke in condemnation of the recent 
attacks upon oil conservation by the Federal Trade Com- 
mission and it also can truthfully be said by the Senate 
Select Committee on Small Business of which the de- 





feated Democratic Candidate for vice president, Senator 
Sparkman is chairman, and, it may fairly be said, also 
by the U. S. Department of Justice. 

That ex-Democratic Vice Presidential Candidate Spark- 
man and the Federal Trade Commission and the Depart- 
ment of Justice made their attacks upon oil conserva- 
tion by indirection is no just defense of their action. 
Senator Sparkman and the FTC et al, approved a false 
and utterly unfair report of the FTC’s staff that seeks 
to eliminate oil conservation. These people are supposed 
to be intelligent and to know whereof they speak, there- 
fore they are equally guilty with the authors of these 
statements in a campaign which has been carried on by 
a group of public officials and others from Washington 
ever since the coming of the New Deal. The Depart- 
ment of Justice backs up this attack on oil conservation, 
at least to the extent that it is trying to proceed against 
oil companies operating overseas for being members of 
alleged “oil cartels’. 


This is all seemingly a part of the policy established 
by Roosevelt and Secretary of the Interior Ickes when 
finally, having discovered the power that lies in the 
necessary state laws to govern oil conservation, they 
undertook to reach across state lines under their theory 
of “interstate commerce” and place a federal authority 
headquartered in Ickes’ office in full charge not only 
of all conservation but, if you read in the proposed law 
the weasel words correctly, of the entire oil industry’s 
every operation even down to the prices at which prod- 
ucts are sold at retail. 

In view of all the “commies”, the “fellow travelers” 
and the “mink coat getters” that honest congressional 
committees have been exposing at Washington, the oil 
industry and the American public is well justified in 
viewing with alarm all attacks to end conservation or 
even to bring it to Washington, in view of the obvious 
fact that Russia would be the great gainer from any in- 
terference with petroleum supply for the U. S. and its 
associated free countries. 


General Thompson last week asked some penetrating 
questions to which the whole country should demand 
answers because the country’s safety is involved. 

Asked General Thompson, on behalf of the Interstate 
Oil Compact Commission representing all the country’s 
oil producing states,— 

“Is it wrong to prevent waste? 
“Is this a scheme (the FTC report and promised 


resulting Department of Justice attack) of some 
bureaucrats to take over the oil business?” 


The whole oil industry and all state conservation of- 
ficials should make every effort to expose just who is 
behind this attack on conservation and what it is that 
they seek to accomplish. 

Is it an effort only by some power hungry bureaucrats 
at Washington to put more power over this country in 
their hands and how far will they go if they get that 
power? Or is someone else behind this drive who would 
seek to disarm and then destroy this country? 

There is no use in mincing words because those clutch- 
ing for more power certainly do not restrain their state- 
ments. 

The Interstate Oil Compact Commission, which is solely 
under the control of the oil producing states, will render 
their fellow countrymen great service if they keep on the 
alert and reply with both fists as General Thompson did 
in speaking for the Commission, against further attacks 
on the conservation of petroleum. 
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MIDWEST 


Return of Farm Price Differential 
Allows Jobbers Profitable Sales Basis 


By Leonard Castle, Midwest Editor 


The Develop- 

ments of the past 

week afford Independent jobbers and 

others who market in rural areas of 

the Midwest a golden opportunity to 

get their sales to farmers back on 

a profitable basis. It is an opportun- 

ity which must not, which cannot, 
be ignored. 

We refer, of course, to the action 
of Indiana Standard last week in 
re-establishing the “normal” differ- 
ential of 1.5c per gal. between con- 
sumer and dealer prices throughout 
most of the Midwest. A careful sur- 
vey by NATIONAL PETROLEUM NEWS 
reveals that the increases were ef- 
fective in parts of 11 of the 14 states 
in Standard’s marketing territory. 
The only states not affected were 
Colorado, Wyoming and Montana, and 
there had been no breakdown of con- 
sumer prices in those areas. 

The responsibility for wiping out 
dump discounts to farmers and main- 
taining the historic consumer differ- 
ential now rests firmly upon the 
shoulders of the Independent jobbers. 
Under Standard’s three-year-old pric- 
ing policy of meeting competition 
on the basis of local conditions, the 
jobbers themselves, in most cases are 
or can be, the price leaders in their 
respective areas. It certainly is ob- 
vious that Standard intends this to 
be the case. 


* * + 


In effect, according to our inter- 
pretation, Standard is saying—on the 
basis of long experience—that it be- 
lieves no marketer of petroleum prod- 
ucts in the Midwest profitably can 
make deliveries to farmers without 
the 1.5c differential. This fact has 
been established over the years by 
numerous profit and loss studies con- 
ducted by majors and jobbers alike. 


There can be no question that if 
the industry is to gain this required 
profit, the consumer tank wagon price 
must be re-established. 


Certainly there will continue to be 
competition, and fierce competition, 
in the marketing of petroleum prod- 
ucts. That is the heritage of this 
industry. But if jobbers desire to 
have that competition on a “profit 
level,” rather than the “go broke 
level” of the past several months, 
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they now are confronted with that 
opportunity. 

On the other hand, any jobber, co- 
operative, or commission agent who 
believes he can persist in granting 
dump discounts without retaliation 
from his competitors is certainly 
guilty of unsound thinking. 

For three reasons, in our opinion, 
there is hope that the evil of the 
dump discount might now, at long 
last, be eliminated. 

First, the timing is good. It is 
nearing) the end of the year, an op- 
portune time for erasing the mis- 
takes of the previous 12 months and 
starting with a clean slate in 1953. 
Agreements or contracts effective in 
the calendar year of 1952 can be re- 
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vised on the basis of sounder business 
practices for 1953. Consumption next 
year will be up, but operating costs 
also will continue to climb. 


Second, jobber thinking has im- 
proved considerably during the past 
several months, as evidenced by the 
numerous letters printed in this space 
during the past several months. Many 
marketers have learned the lesson 
that they can’t distribute profitably 
to farmers at the same price they 
deliver to dealers. 


For this reason, we believe, most 
marketers will be happy at the 
chance to compete on a profit basis, 
rather than to engage in the type 
of cutthroat competition which causes 
them to lose money on farm deliveries. 


Third, during the past several 
months, the state jobber associations, 
and in some small measure the dis- 
cussions in this column, have pre- 
pared the jobbers to accept a rea- 
sonable solution when one was found, 
The opportunity for a solution has 
been presented. It is our sincere 
hope that most jobbers will waste 
no time in taking advantage of it. 


New Jersey Price War Committee 
Hears Plea for Industry ‘Czar’ 


By Raymond E. Bijorkback, Eastern Editor 


Public espousal 

of divorcement 

(of gasoline retailing from whole- 

saling) in Trenton, N. J., Dec, 2, 

treated a legislator-citizen committee 

to a divergence of viewpoints with- 

in the industry on a recurring indus- 
try topic. 

Also, it brought “on the table” the 
somewhat novel idea of having, in- 
stead of divorcement, a czar over 
suppliers, jobbers and retailers like 
the movies’ Eric Johnston. 

Price-war-weary dealers were ask- 
ing divorcement for their segment of 
the industry as a way to cure price 
distress. As their spokesman, John 
Dressler, secretary of the New Jer- 
sey Gasoline Retailers Assn., told it: 

“The immediate advantage, of 
course, would be to stop over-expan- 
sion of service stations in excess of 
what we really need. Such a bill 
could further provide that this com- 
mittee or one similar to it would re- 
new its life next year.” 

Also, suggested Mr. Dressler; 

1. An agency to “carry out the 
intent” of the legislation should be 


created, perhaps within the state’s 
Department of Labor and Industry. 
Consent of this agency would be re- 
quired for cancellation of a retailer's 
lease by a supplying company, or for 
a rental increase. The agency 
wouldn’t allow a rental to be charged 
in excess Of “a fair return” on each 
investment. 

2. A study committee on ways and 
means of completing divorcement 
should hold periodic hearings, invit- 
ing suppliers, retailers and the public, 
on each recommendation it was to 
make to the next session of the 
legislature. 

“Such a program,” said Mr. Dress- 
ler, “would have the effect of im- 
mediately halting the construction of 
new service stations, except where 
it is done by private capital; remove 
all possible pressure by the supplier 
on the dealer; also remove the threat 
which is being used by Richfield (on 
the West Coast) now, of an increased 
rental at their premises in order to 
force the dealer to follow company 
policy...” 

“Unsound,” 


” 


said Jobber Henry 
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Muller, of Muller Fuel and Oil, Wee- 
hawken, N. J. He made it plain he 
doesn’t like certain practices of major 
suppliers; but, he declared, the way 
he saw the dealers’ desire, they “want 
to give the industry to the politicians.” 

And the resulting state control 
would be “far worse than what any 
major company would do to you,” he 
insisted. 

Better, he suggested, would be some 
form of “self-government,” under 
which large companies, dealers and 
jobbers would “form a court before 
whom anyone could come like the late 
Will Hayes, and now Eric Johnston.” 


“I warn you,” Mr. Muller declared, 
“if you don’t do something like this, 
you'll be helping create Fascism in 
the U. S.” 

As for the divorcement asked, he 
pointed out, the dealers had over- 
looked the effects it would have on 
jobbers and distributors who have 
gasoline outlets. 

Also pointing out that the kind of 
divorcement proposed would apply to 
the small wholesaler as well as the 
large one was W. W. Bryan of 
Elizabeth, division manager of Esso 
Standard. 

He suggested that having to divest 
themselves of their service stations 
would work greater hardships on the 


PACIFIC COAST 





The gasoline 
supply situation 
continues to be acute in the Pacific 
Northwest, and some small Inde- 
pendent jobbers have renewed com- 
plaints that they are being “shrunk 
out” by major suppliers. ° 

One jobber reported that he faces 
a complete supply cut-off on Jan. 1, 
just a week after Christmas. And 
he hasn’t yet been able to locate a 
Santa Claus who will keep him go- 
ing, he said. 

One jobber told NPN he knows of 
some small distributors who have 
communicated their complaints to 
the Department of Justice. They 
have charged that major suppliers 
are using the shortage as a pretext 
to build up their branded business 
at the expense of the unbranded dis- 
tributors. 

The method, according to these 
charges, takes the following form. 
A supplier informs a distributor he 
can no longer deliver unbranded 
gasoline. If the distributor will sign 
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smaller wholesalers than the larger 
ones—and that another result would 
be increased service station chain op- 
eration. This, in turn, he said, “might 
lead to more severe price wars.” 

Paul Birmingham, Socony-Vacuum 
attorney, said he had been “amazed” 
at the requests from New Jersey 
dealers over the last several years 
for restrictive legislation, and their 
latest plea for it in the name of 
“freezing up competition.” It just 
would lead to a regulated economy, 
and keep down competition among 
supplying companies, he said, declar- 
ing: 

“It’s a foregone conclusion that 
what you’re asking for would keep 
supplying companies (not now in the 
state) out of this market.” 


The committee’s job will be to 
make recommendations to the legis- 
lature, scheduled to reconvene Jan. 
6. Sen. Wayne Dumont, chairman, 
said the committee hopes to submit 
its report in January, or, at the latest, 
in February. 


There is some speculation that an 
assemblyman member of the com- 
mitee, Andrew A. Salvest, will bring 
out a minority report. Public mem- 
bers of the committee haven’t at- 
tended the series of hearings just 
concluded. 


Gasoline-Starved West Coast Jobbers 
Push Claims of ‘Shrink Out’ by Majors 


By Frank Breese, Pacific Coast Editor 


a long-term contract for the brand- 
ed gasoline, he will receive supplies. 

Distributors have voiced objection 
to price, long-term contracts and in- 
ability to use unbranded gasoline. 
The three factors put them at a 
competitive disadvantage which they 
say, might be damaging in months 
or years to come. 

Justice Department’s West Coast 
and antitrust office has filed the 
complaints but has advised com- 
plainants it can’t do anything about 
their cases. It questions whether 
there is anything illegal about the 
“shrink-out” practices. 

Independent marketers are trying 
to get through to next October 
without making any long-term com- 
mitments. By that time, barring all- 
out war, the shortage is expected to 
be over, or easier, because there will 
be crude oil from Canada and re- 
fined products from the Rocky Moun- 
tain area. 

Meanwhile, suppliers are trying to 
hedge against possibly big surpluses 


by securing as much long-term busi- 
ness as possible. 

In connection with “shrink-out” 
practices, considerable activity is 
said to be going on behind the backs 
of major suppliers. Some _ con- 
signees and wholesale agents have 
been supplying stations unable to 
obtain gasoline from unbranded dis- 
tributors. The consignees use dum- 
my billing forms, and the suppliers 
either don’t detect the operations or 
turn the other way. 

Within the industry, there is dis- 
cussion about the ethics and public 
relations involved. Distributors who 
are being “shrunk out” are hostile 
toward industry public relations pro- 
grams. 

A southern California distributor 
was asked to serve on a local oil in- 
formation committee at a time when 
his supplier had cut his volume and 
was soliciting long-term contracts 
for branded gasoline. 

Said the distributor, “I told those 
OIC people where to head—and fast. 
Those damn suppliers are... . (un- 
scrupulous). And that public rela- 
tions program is .... (cynical).” 

* ” * 

Withdrawal of Union Oil as a hot 
prospect for building a refinery in 
the Pacific Northwest has taken a 
little steam out of refinery specula- 
tion. After General Petroleum an- 
nounced plans for a 35,000 b/d re- 
finery and Standard of California 
bought a site in Washington, the 
area was alive with rumors. 

Tacoma heard that a Minneapolis 
group was planning a refinery there, 
but no confirmation was forthcom- 
ing. An unidentified group was sup- 
posed to be inspecting sites in the 
vicinity of GP’s land. 

ao - - 

New competition for the West 
Coast majors in the Pacific North- 
west is on the horizon. 

The Pioneer Pipe Line Co. project 
from Wyoming to Salt Lake City 
will carry refined products west from 
Wyoming refineries. Since Utah 
doesn’t offer an immediate market, 
the products are expected to con- 
tinue farther west. 

Speculation sees Carter (Jersey 
Standard subsidiary), Continental 
and Sinclair as potential on-the-spot 
competitors to the West Coast ma- 
jors in eastern Washington and Ore- 
gon. Phillips is already there, with 
a refinery at Spokane, but its opera- 
tions have been limited. 

* * 7 

Continental Pipeline Co., owned by 
Continental Oil, plans to build a 600- 
mile pipe line from Billings, Mont., 
to Spokane, Wash. Terminals will 
distribute the 25,000 b/d throughput 
in eastern Washington, western 
Montana and some areas of Idaho. 
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Knotty Question of Price Controls Seen 
Problem of Incoming Administration 


NPN News Bureau 
WASHINGTON — If the public 
statements of the Administration’s 
top brass can be believed, the ques- 
tion of continuing price controls will 
be left strictly up to President-elect 
Eisenhower and the 83rd Congress. 
Defense Mobilizer Henry Fowler 
Seems to have placed a heavy hand 
on the wild speculations that spread 
after the resignation of former Price 
Stabilizer Tighe Woods and dis- 
closure of the “decontrol by de- 
grees” memorandum of Assistant 
Price Stabilizer Phelps (see NPN 
Dec. 3, p. 17). 


Mr. Fowler plans to go ahead with 
normal controls operation and plan- 
ning procedures, on materials as well 
as prices, leaving to the incoming 
administration the decisions regard- 
ing the controls system, although he 
said it was too early to know 
whether price and wage controls 
should be continued beyond their 
scheduled expiration date of April 
30. 

He told newsmen, however, that 
he believes the controls agencies 
should take the necessary prelim- 
inary steps for continuation of the 
program if the GOP decides it must 
be retained. 

The effect of the Eisenhower de- 
cisions regarding the Korean con- 
flict are looked to as the all-impor- 
tant factor in Congress’ approach to 
wage-price controls. ; 

If those decisions look toward a 
bold move or series of moves in the 
Far East, it might well be that the 
emergency might be considered still 
great enough, by March or April, to 
warrant at least a short term, and 
perhaps, modified program. 

Meanwhile, here were the petro- 
leum pricing matters occupying the 
Office of Price Stabilization this 
week: 


Underground Storage—The Lique- 
fied Petroleum Gas Industry Advis- 
ory Committee met with OPS of- 
ficials on the question of whether to 
grant a 2.5c per gal. premium on 
incremental sales of LP-gas from un- 
derground storage located away from 
producing plants. 

At one point, it was suggested by 
at least one committeeman that the 
agency grant a general, over-all price 
boost for LP-gas and let the indus- 
try work out its costs of expanding 
its underground storage facilities. 


There appeared to be a wide dis- 
agreement between producer and 
distributor members of the commit- 
tee on whether an increase is needed, 
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with distributors generally advising 
that it is not. 

Later, Fuels Division Director E. 
E. Fogle said that several factors 
were left unresolved by the session 
and that further information was 
being sought by OPS. These in- 
cluded: 

A proper definition of underground 
storage; whether the industry is in 
position, because of increased vol- 
ume, to handle the costs with cur- 
rent profits; and where OPS is to 
“draw the line” as between under- 
ground and aboveground storage. 

Transportation and Decontrol—Up 
for OPS Clearance Committee ap- 
proval are proposed amendments to 
petroleum price regulations which 
would permit a pass-through of 
transportation costs and a proposal 
that the decontrol of small service 
stations and applications for retail 
gasoline price boosts be combined. 


At press time, the clearance group 
was expected momentarily to ap- 
prove the transportation riders, fol- 
lowing reportedly minor changes in 
language as drafted by the Fuels 
Division. 

The retail gasoline approach would 
give OPS a better base for area-wide 
surveys of margins because only the 
larger stations would remain under 
control and they could be expected 
to maintain the proper records. The 
smaller stations, though decontrolled, 
would be obliged, as a practical mat- 


ter, to follow the lead of the larger 
stations in establishing prices. 

Crude Oil Pricing—The Petroleum 
Branch, at press time, was wrapping 
up its final recommendations on 
West Coast crude and products prices 
increases for submission to Fuels Di- 
vision Director Fogle. 

The matter will eventually be the 
subject of an industry advisory com- 
mittee meeting, probably on _ the 
West Coast. 

The Independent Refiners Assn. of 
America applauded the fact that the 
Petroleum Administration for De- 
fense endorsed a “compensatory” 
products increase to accompany any 
crude price hike, calling it “a sig- 
nificant contribution by government 
to the preservation of the independ- 
ent refiner and a balanced competi- 
tive industry.” 


New England Independents 


Retain Legal Counsel 

BOSTON — Attorney Edward F. 
Connelly has been retained as special 
counsel of the Independent Oil Men’s 
Assn. of New England. He has had 
extensive corporation and associa- 
tion experience including a long con- 
nection with Associated Industries 
of Massachusetts. 

Also, the oil group’s committee 
program has been revamped. It calls 
for a retail advisory committee and 
committees on membership, business 
education and market research, cost, 
labor relations, and executive com- 
mittee, the latter to have one mem- 
per from each of the various mem- 
bership categories—retail, jobber, 
barge, rack and tanker terminal. 





Defense Orders for the Oil Industry 


(Dec, 2-8, inclusive) 

This description of oil defense orders pro- 
vides a weekly summary of government regu- 
lations that may affect NPN readers. We will 
appreciate our readers letting us know when 
they think that we have omitted a regulation. 

Complete copies of the official text of these 
orders can be obtained from Platt’s OIL-Law- 
GRAM Reports, 1213 West Third St., Cleveland 
13, Ohio, a publication which reproduces and 
mails out the orders on oil upon issuance. 
Minimum charge for single copies, $1.00, 
postage paid. One year’s service, $100. Less 
than one year’s service pro rata plus $5.00 
for handling. 

CODE: NPA—National Production Author- 
ity; ESA — Economic Stabilization Agency; 
PAD—Petroleum Administration for Defense; 
ODM—Office of Defense Mobilization; DPA — 
Defense Production Administration; DTA — 
Defense Transport Administration; WSB — 
Wage Stabilization Board; OPS — Office of 
Price Stabilization. 


List of Orders 


OPS—Office of Price Stabilization 

CPR 150, SR 1—Small pneumatic com- 
pressors; outbound transportation rates. 

GCPR, SR 122, Amdt. 1—Dei Credere fac- 
tors in outbound transportation costs. 

GOR 40—Adjustments for Retailers. 

GCPR, SR 29, Int. 1—Certain sales at 


retail and wholesale. 

GCPR, SR 29, Int. 2—Freight Charges in 
determining net invoice cost. 

CPR 30, Int. 22—Carry over prices by manu- 
facturers. 

GCPR, Int. 60—Parity pass through to com- 
pany acting as processor and distributor. 





What Orders Do 
Office of Price Stabilization 


SMALL PNEUMATIC COMPRESSORS 8h 
1 to CPR 150—Authorizes manufacturers of 
small pneumatic compretsors parts and ac- 
cessories to adjust their delivered ceiling prices 
to reflect increases in their outbound trans- 
portation costs resulting from increases in 
authorized rates. 


DEL CREDERE FACTORS—<Admt. 1 to SR 
122 to GCPR—Removes inequity which re- 
quired the factor to absorb the entire increase 
in freight cost from manufacturer to buyer 


ADJUSTMENTS FOR RETAILERS — GOR 
40—Provides that a retailer may use this 
regulation if his sales of articles covered by 
Appendix A of CPR 161 or Appendix B of 
CPR 7 account for 75% of his total annual 
dollar volume, and if his ceiling prices for 
such articles contribute to a current net op- 
erating loss in his over-all operations. 


CEILING PRICES FOR CERTAIN SALES 
AT RETAIL AND AT WHOLESALE—iInts. 1 
and 2 to SR 29 to GCPR clarifies the meaning 
of section 4 adjustment, and the treatment of 
separately stated freight charges in determin- 
ing net invoice cost. 

CARRY OVER PRICES BY MANUFAC- 
TURERS—Int. 22 to CPR 30—Clarifies the 
sections (38, 45 and 46) dealing with carry 
over prices. 

PARITY PASS THROUGH—Int. 60 to GCPR 
Clarifies the parity pats through to a com- 
pany acting both as processor and distributor 
of an item 


















ONE-QUART filling line at packaging pl 


36 


1 
1 













A 1% 
i 
hy 1 i 
vy 
i 
\i \ 


Wi 
Hy 
‘iy 
1 


it 

\ 
‘ . 
wy 
\\ \ \ i 
. 


atte) “it ' 
na 
at i 
ay 
i 
\ 


wey 

Ni 
yt 
| 
‘\ 
; 


uy 
uv 
i} 
i 
v 








cs wisi es oS 
= — ad 
ees ne 
ho ee 
Sie 2 
Sa ee = 2 
et i ed or . - 2 
SST ete ‘ 
a ee oa . = - 
Stic es ~~ = & 
Se = = 
Ss SS eS 
OT a . ad — 
n= — - —_- 
S=sisse = 
=is: 





i 
MA 
fi 


\ 





; 
general sales manager; and John N. Leopold, president 


DISCUSSING problems of Staten Island Oil Co. are (left to right): Andrew Johnson, Jr., packaging manager; Robert W. Dabbs, 


By Raymond E. Bjorkback 
NPN Eastern Editor 
A 20-minute ferry ride, down New 
York Harbor from the towers of low- 
er Manhattan, past the Statue of Lib- 
erty, will put you on Staten Island, 


cradle of an oil distributorship which 
is proving that 


infants can grow 
to lusty size, smack in the middle of 
a crowd of oil giants. 


And fast, too. 
This particular “baby” is John N. 


Leopold’s Staten Island Oil Co. 
It was born of a NATIONAL PETRO- 
LEUM NEWS three-article feature de- 


tailing minimum profit standards for 
bulk plants, tank trucks and service 


Jobber Uses 


stations; $300; a “dog” of a 675-gal. 
tank truck—and a 20-year-old’s surg- 
ing energy, inventiveness, 


ambition. 
The NPN feature helped the youth- 


ful Mr. Leopold persuade an uncle 
and a friend of the uncle that they 
should invest $6,000 so he could con- 
vert a 25-customer fuel oil dealer- 
ship into a full-line distributorship. 


The toddling distributorship near- 
ly died, for lack of capital, when it 
was three years old. But since its 
trouble was that it had outgrown its 
tankage diapers and pocketbook, 
credit was forthcoming to save it. 


Staten Island Oil’s territory was— 


ant appears at left. 





At right is special friction wheel to converge double can line 
to single line 


Profit Standards 


and still is—the lowest-priced heat- 


ing oil area in the highly competitive 
New York City market. 


(From the 
top of its tallest storage tank on a 
clear day, you can see the terminals 
and refineries of eight majors, on 
Staten Island, and rimming the New 
Jersey shore from Perth Amboy to 
Bayonne. Also, Staten Island is the 
“home town” of one of the world’s 
oil behemoths.) 


The Leopold distributorship (The 
Texas Co. products) is only 14 years 


old now, and its founder and presi- 
dent is just 34. 


Average age of the 
20-odd men and women who operate 
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BULK PLANT with capacity of 375,000 gals. and located on Staten Island is shown at left. Hot water boiler for heating 


to Operate Business Efficiently 


it is only 30, the oldest employe, a 
driver, being 49. 

Yet, already, it has volume in ex- 
cess of 1 million gals. of gasoline, 
kerosine, and No. 2 fuel per month. 

It is within two or three service 
stations of tying the dominant ma- 
jor for the honor of having the larg- 
est number of gasoline outlets on the 
island. 

It boasts the largest chunk of the 
under-the-fill business on Staten Is- 
land, supplying 25 dealers (doesn’t 
retail heating oil). 

And it is the proud parent of sev- 
eral wholly owned subsidiaries. 


TWINTUBE 
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light fuel oils is at right 


Yanker Operation—One of these is 
a marine transport company with a 
one-tanker “fleet;” a two-man, 40,000- 
gal. vessel ingeniously contrived so 
that reinforced cylinder tanks of \%- 
in. plate form sectionalized twin 
tubes which at once serve to hola 
product and comprise a large part 
of the hull. Space between the tubes 
also holds product. 


Cans Motor Oil—<Another subsidi- 
ary operates a motor oil canning 
plant, opened last January, whose 
heart is a standard can filling as- 
sembly which Mr, Leopold bought for 
$400 and converted from single-line 


to double-iine filling by adding an- 
other filler and rigging up a track 
switch. 

Incidentally, it was an NPN ad- 
vertisement which sent Mr. Leopold 
uto canning. The ad, in which Sun 
Oil suggested Independent marketcrs 
re-seli its motor oil under their own 
brands, c2me along at a time when 
he was seexing an additional source 
of income. 

A brand new subsidiary has been 
incorporated in New Jersey to extend 
motor oil and fuel oil operations into 
that state. It is negotiating for a 
deep water plant in New Jersey with 
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about 900,000 gals. storage capacity. 

Some of the distributorship’s earn- 
ings with which the subsidiaries have 
been built have been made possible 
by another piece of Leopold ingenuity. 


Heats Light Oils—This is the heat- 
ing of No. 2 and kerosine stocks in 
cool and cold weather so as to de- 
liver product at the loading rack at 
60 degrees F. 

Buying his product in barge lots, 
Mr. Leopold is billed on the basis 
of a supplier’s accounting adjustment 
of volume to 60 degrees. Thus, 
when he takes aboard a capacity 
cargo whose temperature is less than 


60 degrees, he is billed for more oil 
than his vessel will hold (since pe- 
troleum’s volume increases as its 
temperature rises). 

For example, on a previous Dec. 
22, he purchased 25,273 gals. actual 
volume, of No. 2. Temperature of the 
product was 49 degrees. On ad- 
justment in accounting to 60 degrees, 
it went on the supplier’s books as 
25,409 gals., or 136 gals. more than 
actually delivered to him. 

At a harbor price of 9c per gal., 
the difference of 136 gals. represented 
about $12. That would have been 
lost to Mr. Leopold if he hadn’t been 


WITH THIS NEW, 
SELF-CONTAINED 


DRUM RINSER 


This new, low cost unit provides a 
fast, practical method of cleaning 
drums at petroleum bulk plants and 
terminals—eliminating the need for 
returning drums to the refinery for 
every refill. To every industry using 
drums which can be cleaned by petro- 
leum-based solvents, it offers a route 
to large-scale savings. e oil com- 
pany expects savings of $12,500 a 
year after installing a drum rinser 
and barrel filling equipment in a bulk 
plant handling 2500 barrels annually. 

Every inch of the interior surface 
of a drum is scoured in less than a 
minute...sand and similar substances 


are removed without draining. No 
piping of air lines is needed—just one 
electrical connection. 

WRITE TODAY for prices and 
literature. 


Gilbert & Barker Mfg. Company 
West Springfield, Mass. * Toronto, Can. 


| 
| 


able to heat the cargo to 60 degrees 
so as actually to have the same num- 
ber of gallons as were charged to him 
on the supplier’s books. 

But Mr. Leopold five years ago 
installed an automatic hot water cir- 
culating system, operating just like 
the conventional home heating sys- 
tem. At that time, boiler and coils, 
thermostats, etc., for three storage 
tanks with a total capacity of 250,- 
000 gals., and installation cost him 
$5,000. A steam system would have 
required an expensive chimney, and 
the services of three stationary en- 
gineers—three for 24-hour operation. 

He calculates that, at a plant 
throughput of 7 million gals. annual- 
ly, his system pays for itself in 
a year. He adds he would have such 
a system for any throughput beyond 
3 million gals. 


Good Location—Staten Island Oil’s 
375,00-gal. bulk plant is  strategi- 
cally located on the island from which 
it takes its name. The island meas- 
ures 15 miles at its longest, and 8 
miles at its widest. So the company’s 
longest haul to a gasoline outlet is 
only 7 miles. 

The plant is well located as re- 
gards leading highways,. and water 
transport too. Its five-acre site is on 
a creek providing an outlet to the 
whole New York Harbor Waterways 
System. It is in the community of 
Travis, which faces Carteret, N. J., 
across the Arthur Kill. 


Million Gallon Volume—The com- 
pany’s motor oil operations have 
grown well beyond 1 million gals. 
annually in the canning plant’s first 
year, with no drumming to speak of 
—yet. The growth in volume has 
been sparked by the distributorship’s 
private brand 25c seller, Staten Is- 
land Motor Oil, and extended into 
canning for other companies. 

The thought behind the 25c pack- 
age was that the motorist buying 
bottied oil or re-refined oil would 
“go” for a canned virgin product, 
and that motorists with automobiles 
four and five years old offered a siz- 
able market. The idea clicked. 

While Mr. Leopold plans on having 
a substantial drumming activity in 
New Jersey, concentrating on small 
packaging on Staten Island, he will 
have much more tankage in Jersey 
than he’ll need for motor oil. He'll 
put the overage to good use by 
branching out into the neighboring 
state with his heating oil operations. 


Began Oil Career at 18—Mr. Leo- 
pold was introduced to the oil busi- 
ness at Sinclair's Tremley Point, 
N. J., terminal at 18, about two 
years before he launched on his dis- 
tributorship. 

Here, he early demonstrated his 
particular brand of ingenuity. He 
was loading tank cars, and this, it 
seemed to him at the time, required 
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too close attention on his part to 
avoid spilling by over-filling the cars. 

He found that, with a one-gal. can 
and a long stick, he could make an 
acceptable float-gauge for a tank 
car. When the stick showed atop the 
tank car, it was about time to close 
the loading line valve. Soon he had 
half a dozen makeshift float-gauges, 
and was loading as many tank cars 
simultaneously—with 4 minimum of 
attention. 

He pulled some boners, too, at 
Tremley Point. There was the time 
he hooked up steam lines to a newly 
arrived car of heavy fuel for its un- 
loading, and forgot to check the tem- 
perature of the fuel before turning 
on the steam which would make it 
flow well. The car boiled over be- 
fore long, and it was hours before 
the yard and a nearby road were 
cleaned up. 

There also was the time young 
Leopold dispatched an empty car to 
a customer in Philadelphia who was 
expecting a carload of kerosine. 

But his relations with Sinclair re- 
mained good enough that it turned 
over to him a small distributorship 
on Staten Island not long after he 
had left Tremley Point and gone to 
retailing heating oil with that afore- 
mentioned, beaten-up, 675-gal. truck. 

Studied Cost Figures—Mr. Leo- 
pold’s desire to have a distributorship 
was crystallized by bulk plant and 
tank truck operating cost figures set 
out in the April 13, 1938, NPN, as 
the levels a distributor should not 
exceed at that time if he intended 
to stay in business “permanently” 
and at a profit. In addition to the 
figures, the feature layout included 
appearance and cleanliness stand- 
ards which should be met in opera- 
tion of service stations. . 

Mr. Leopold was confident he could 
meet, or beat, the cost standards, on 
the basis of his experience in devel- 
oping his 25-customer heating oil 
dealership and storing up $300 in 
about 18 months. What was more, 
he was able to convince, also, an 
uncle, Felix E. Wormser, now a vice 
president of the St. Joseph Lead Co., 
and a friend of the latter in the ad- 
vertising business, Roger L. Wensley, 
currently chairman of the G. M. Bas- 
ford Co. They agreed to finance him 
to the tune of $6,000, each putting 
up half. 

This $6,000, in 1938, got him two 
25,000-gal. storage tanks, a 1,500- 
gal. gasoline truck, a boat built in 
1909 which could be—and was—con- 
verted into a tug, and set him up on 
the present five-acre plant site. 

With the Sinclair franchise came 
only one gasoline outlet, good for 
6,000 gals. per month, and 13 home 
heating oil accounts, but 20-year-old 
Jack Leopold’s distributorship was 
on its way, albeit as a one-man op- 
eration. 
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By 1941, Staten Island Oil had 
seven gasoline outlets and more than 
200 heating oil accounts—and a 
whopping financial headache. It 
needed $30,000, for another 25,000- 
gal. storage tank, and general financ- 
ing. 

It managed to struggle through 
this crisis, though. In the same year, 
it switched to The Texas Co. as its 
supplier. 

Incidentally, Mr. Leopold’s chain 
of gasoline outlets today numbers 30, 
only two or three fewer than the 
dominant major on Staten Island has 
there. A Leopold station with “dif- 
ferent” mechandising aspects, and a 
novel projected station were described 
in the May 7, 1952, NPN, p. 52. 


Transport Equipment—Staten Is- 
land Oil’s equipment includes three 
1,920-gal. gasoline trucks, two tank 
trailers for lubricating oil, a box van, 
a stake body truck, and a pickup 
truck. 

The 1909 boat, which became a tug 
named “The Susan,” towed an 18,- 
000-gal. barge for the company un- 
til it was replaced last September 
with the new little tanker at an out- 
lay of about $35,000. 

The tanker was a bargain invest- 
ment for Staten Island Oil for several 
reasons. 

Low-Cost Tanker—lIts initial cost 
was as low as $30,000 (about $5,000 
in refinements has been added) be- 
cause its novel design saved about 
30% of the construction e and 
15% of the weight which wo have 
gone into a conventional vessel of ap- 
proximately the same carrying ca- 
pacity. In fact, it is estimated that 
a conventional vessel to carry the 
equivalent gallonage (40,000) would 
have cost twice as much. 

The expense of a $2,000 deck en- 
gine, for pumping product, was saved 
by use of a power take-off from the 
main engine—a Diesel, rated at 138 
shaft horsepower. 

The tanker will haul, and dis- 
charge, more product faster than the 
tug and barge, from the Texaco ter- 
minal at Bayonne, about 10 land 
miles away. Mr. Leopold calculates 
its annual gross carrying capacity 
will equal its cost and a “substan- 
tial” net profit, at the same time 
permitting him to have a minimum 
of storage and stocks. 


It achieves a speed of 6.5 to 7 knots 
per hour, draws 7.5 ft. of water when 
fully loaded, and can be unloaded in 
one and one-half hours. Its eight 
cargo tanks drain centrally to sumps 
from which the cargo pump strips 
product. 

Being less than 65 ft. long (64 ft. 
10 in.), it meed have, according to 
Coast Guard regulations, only a cap- 
tain and deckhand. 

It was constructed entirely of 
welded steel except for its wooden 


pilot house, and represents the latest 
development of a radically unusual 
hull design conceived by Luther H. 
Blount, president of Blount Marine 
Industries, Warren, R. L., shipbuilders. 

Stock Heating System—Staten Is- 
land Oil’s stocks heating system rep- 
resents considerable invention and 
trial and error on the part of Mr. 
Leopold, his employes and others en- 
listed in the task of installing it. 

Its foundation is a high output 
(Cyclotherm) boiler, operated with 
forced draft, and consuming 7 gals. 
of No. 2 fuel per hour. 

Hot water is pumped through coils 
of 1.5-in. heavy galvanized pipe, 18 
in. off the bottoms of the storage 
tanks. The water goes into the 
coils at 190 degrees F., and returns 
at 120 degrees, to provide delivery 
of product at the loading rack at 
60 degrees. 

(Much of the trial and error con- 
nected with the system came into 
play in determining the proper water 
temperatures, pumping speed, etc.) 

A thermostat in the product in each 
tank controls the flow of water, just 
as a wall thermostat in a home con- 
trols its heating system. An alumi- 
num swing line, or arm, on each tank 
provides floating suction for with- 
drawal of product for the loading 
rack. 

Each of the fgur pumps (80 gals. 


. per min. capacity) had to be rigged 


with a by-pass for controlling the 
speed with which the water goes 
into and returns from the coils. 

The boiler is the equivalent of a 
15 h.p. hot water boiler. 

Mr. Leopold estimates the system 
represents a saving of at least 0.625% 
on his annual volume. For example, 
in December, 1951, the company 
bought 1,172,076 gals. of product, on 
which it effected a gross saving of 
6,563 gals. with the heating system— 
which burned about 1,500 gals., for a 
net saving of roughly 5,000 gals. or 
about $450. 

Directors of Staten Island Oil are 
Mr. Leopold, Mr. Wormser, Mr. Wen- 
sley, E. Benson Dennis, Jr., and Mr. 
Leopold’s mother, Mrs. Ilma N. Leo- 
pold. Mr. Dennis, like Mr. Wormser, 
an uncle of Mr. Leopold, is vice presi- 
dent and sales manager of the Kimble 
Div. of Owens-Illinois Glass Co. 

General sales manager of the dis- 
tributorship is Robert W. Dabbs, 34, 
who has been with the company six 
years. Edward Martin, 32, is plant 
manager, and Andrew Johnson, Jr., 
28, is packaging manager. 
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You get much more 


out of a HEIL transport ia 
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than you ever 
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OU can’t just shout quality into a tank—you’ve 

got to build it in. And if it isn’t in the tank you 

buy — you'll pay for it later anyway — many 
times over — in higher operating cost, lower net 
income, more lost time, less years of performance. 
Heil transports are built up to a standard — not 
down to a price. There is no compromising with 
quality — no leaning on laurels. That’s why 
there’s a lot of tomorrow in Heil trailerized tanks 
today — why their sustained earning power has 
made them the most wanted transports — why 
you can divide their price tag by more years of 
dependable service and haul with Heil for less! 


A 


Research at Heil never stops. Nothing is ever 
quite “good enough.” No manufacturer can match 
the 51-year Heil record of profit-making contribu- 
tions to the petroleum industry. And because these 
developments are built into Heil tanks as soon 
as they are proven sound, you're always ahead 
with Heil. 

Almost every major oil company in the world 
uses Heil tanks. They know that Heil transports 
are usually the last ones in the fleet to be replaced 
— and even then bring higher resale prices. That's 
why three out of four buyers of Heil tanks have 


bought them before — and are buying them again! 


THe HEIL co. — 


DEPT. 37122, 3037 WEST MONTANA STREET © MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee — Hillside, N. J. 


District Offices: Hillside, Washington, D. C., Atlanta, Milwaukee, Detroit, Chicago, 
Kansas City, Dallas, Los Angeles, Seattle 











Immediate Delivery on 





Heil Special Purpose Transports for every liquid 
hauling job. Heil has no reason to recommend 
anything but the right tank for your need — 
because Heil makes them all! 


Heil Truck Tanks are available NOW — in a 
complete range of standard models — for city 
and rural delivery — in capacities of 1000 to 
2100 gallons. 
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Deaths 





Mr. Bedford 


Frederick H. Bedford, Jr., 61, a di- 
rector of Standard Oil Co. (New Jer- 
sey) and the Ethyl Corp., and pres- 
ident of Atlas Supply Co., died un- 
expectedly in his sleep Dec. 4 in 
Barranquila, Colombia, while on a 
business trip. 

Mr. Bedford had been an oil man 
for 38 years and since World War I 
had been in the marketing of oil and 
TBA. He had supervised the or- 
ganization of the Atlas Supply in 
1928 and the year before that had 
organized Standard Oil Co. of Penn- 
sylvania. In 1947 as president of At- 
las Supply, he made a business tour 
of 11 Central and South American 
countries in a DC-4, called the Atlas 
Sky Merchant, specially fitted to dis- 
play automotive and aviation acces- 
sories. The following year he made 
a world flight, covering 50,000 miles 
in 100 days and visiting 26 countries. 
In 1949 on a similar flight, he visited 
the principal cities of 17 European 
and North African countries. 


A native of New York, Mr. Bed- 
ford was the son of the late Fred- 
erick H. and Jennie Dingee Bedford. 
His father also served on the Jer- 
sey Standard board from 1911 until 
1926. 

Frederick Bedford graduated from 
Amherst in 1914 and the next year 
was assigned to the Paris office of 
the Bedford Petroleum Co. ‘He re- 
turned to this country in 1916 and 
organized a department in Jersey 
Standard, which later became Stanco, 
Inc., producer of specialty products. 
In 1919 he became manager of the 
company’s lubricating department, a 
member of the marketing commit- 
tee and manager of the specialities 
department. In the early 30’s he co- 
ordinated advertising for the whole 
Jersey organization. 

He was elected a director of Ethyl 
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Corp. in 1948 and had been a direc- 
tor of Jersey for the past 25 years. 

Mr. Bedford was a Commander of 
the French Legion of Honor. 


Survivors include his widow, Mrs. 
Margaret Stewart Bedford, a daugh- 
ter, Mrs. Thomas Bancroft, Jr., of 
Old Westbury, L. L, and a grand- 
child, Margaret Woodward Bancroft. 

Funeral services were held in St. 
James Episcopal Church, New York 
City. 


ee 5 = 


Sherman S. Seltzer, 58, president 
of Royal Petroleum Corp., and South- 
western Oil and Refining Co., died 
Dec. 5 in New Rochelle, N. Y., Hospi- 
tal after a short illness. 

Mr. Seltzer’s oil career began about 
30 years ago with Crew-Levick Oil 
Co. He left that company to join 
the late Frank Sylvestre in Slyvestre 
Oil Co., and when it was made part 
of Colonial Beacon Oil Co., Mr. Seltzer 
became vice president and general 
manager. In 1934 the two men or- 
ganized Royal Petroleum Corp., mar- 
keting petroleum products in the 
metropolitan New York area. Mr. 
Seltzer also was one of the founders 
in 1937 of Southwestern Oj] and Re- 
fining Co. of Corpus Christi, Tex., an 
affiliated company of Royal Petro- 
leum. 

Survivors include his wife, a daugh- 
ter, Virginia, a son, Sherman S&., Jr., 
and two granddaughters. 


. * * 


Herbert P. Bagley, 85, founder and 
president of The White and Bagley 
Co., Worcester, Mass., died Nov. 28, 
at his home in Worcester. 

Mr. Bagley went into the manu- 
facturing of lubricating oils in 1888 
with the late Frederick W. White. 
In 1893 Mr. Bagley bought Mr. 
White’s interest in the company and 
has headed the organization since 
that time. 





Credit has been given to Mr. Bagley 
for the development of the first spe- 
cial coolant for precision grinding. 
He also pioneered a trade name 
“Oilzum” for a line of motor oils, 
gear oils and greases. 

Surviving are his wife Jeannette 
E. Gates Bagley, a son Edwin G., 
a grandson, Herbert P. Bagley II and 
a great-granddaughter Anne B. Bag- 
ley. 


November Is ‘Warm’ 
In Three Heating Areas 


NPN News Bureau 
CLEVELAND—East Coast, South- 
east and Midwest areas were much 
warmer than either last year or nor- 
mal for the month of November, 
while the West Coast-Rocky Mt. area 
was colder than either 1951 or nor- 
mal for November. 


The Midwest area was colder than 
normal but warmer than 1951 for 
the heating season to date (Sept. 1- 
Dec. 6). The Southeast area con- 
tinued colder than either 1951 or 
normal, with the East Coast colder 
than last year but warmer than nor- 
mal. The West Coast-Rocky Mt. area 
was warmer than last year and slight- 
ly codiier than normal. 


Degree Day Summary 
Season Sept, 1-Dec. 6 


Week 

Nor- Nov. 30- 

Fast Coast 19562 1951 mal Dec. 6 
Boston? ......... 1201 1148f 1263t 206 
New York ....... 999 976 1083 190 
Philadelphia ... 946 897 967 185 
Washington . 975 866 1000 163 
Average FO 972 1078 186 

Midwest 
Chicago* . cosse S008 1509 1453 238 
Cleveland ... .. 1254 1125 1344 201 
Detroitt vreseuce Some - 2 1440 236 
Minneapolist .... 1882t 2073 1838 277 
Omahay ......... 1479 1543 1357 244 
St. Lottie ........ 1020 1080 967 200 
Average ...... 1425 1465 1400 232 
t 


Southeas 
Birmingham, Ala.t 775 637 617 142 
Charleston, S. C. 388 362 346 114 


Nashville, Tenn.{. 1023 911 793 166 
Raleigh, N, C 776 684 708 174 
Average ....... 746 649 616 149 
West Coast—Rocky Mt. 
San Francisco 678 622 525 91 
ee Pare 1016 1094 1233 143 
Denver? ......... 1559 1600 1452 227 
Average ....... 1084 ©1105 . 1070 154 
Month of November 
East Coast 1952 1951 Normal 
Bostont .......... 595 665 647 
New York ........ 501 640 594 
Philadelphia ...... 487 633 544 
Washingtont ...... 499 634 553 
Average ........ 520 643 584 
Midwest 
Chicagot ......... 660 957 755 
Cleveland ......... 555 805 704 
Detroit? .......... 660 902 749 
Minneapolist ..... 883 1176 943 
Omahat .......... 777 909 744 
St. Louis ........ 5239 761 558 
Average ........ 677 918 742 
Southeast 
Birmingham, Ala.+ 393 613 408 
Charleston, §. C... 188 311 222 
Nashville, Tenn.t.. 492 662 469 
Raleigh, N. C. ... 378 532 417 
Average ........ 363 505 379 
West Coast— y Mt. 
San Francisco 271 255 223 
Seattle ........... 80 513 558 
ORIEE <b ncnvees ss 971 799 788 
Average . 607 522 523 


Degree days are on 65 deg. F. basis. 

t mgs at airport office. Readings in 
other cities taken at downtown (city) offices. 

t Includes weather bureau correction. 
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Fuel Oil Prices Firm; Supplies Plentiful 


Higher rates paid for water transportation and the 
prospects for higher coal prices helped maintain firm 
prices for light and heavy fuel oils in the principal con- 
suming districts during the first week of December. 

On the other hand, distillate fuel oils were “easy” at 
terminals along the Great Lakes Pipe Line, and many 
refiners in the Mid-Continent said that winter weather as 
yet has done little to spur sales of fuel oils. 


Generally, there was plenty of supply—63 days of 
kerosine on hand and 61 days of distillate fuel oil, ac- 
cording to an NPN computation. Furthermore, the heat- 
ing season through November has been warmer than 1951 
on the East Coast, and in the Midwest and the West 
Coast-Rocky Mountain areas. During the last week 
in November, inventories in the nation (API basis) of 
three principal refined products jumped unseasonally- 
kerosine 104,000 bbls.; distillate fuel oil 156,000 bbls.; 
and residual fuel oil, 920,000 bbls. 

Prices generally were unchanged. There was virtually 
no shading of prices on the East Coast, and many prod- 
ucts still were offered sparingly at the Gulf. On the 
other hand, sales of No. 6 fuel in the Midwest at prices 
ranging down to $0.70 per bbl. still were indicated, and, 
in order to avoid demurrage charges in the Great Lakes 
Pipe Line, sellers appeared willing to part with No. 2 
fuel at “discount” prices. 

Some signs of strength were noted in prices for re- 
fined waxes. However, this was not the case with lubri- 
cating oils, and offers against an Argentine requirement 
for an export cargo at the Gulf were at “discounts” 
ranging from 1.8 to 3c below quotations then current to 
the jobbing trade (see below for details). 

Firmer prices for distillate fuel oils on the East Coast 
reflected higher rates paid for spot tanker transporta- 
tion from the Gulf, according to trade sources. At New 
York Harbor, No. 2 fuel was held for 9.65c, the preva- 
lent barge posting, and “discount” offerings of kerosine 
dried up. There continued to be no decided interest in 
the purchase of spot quantities, however. 

NPN learned that price increases in soft coal as a re- 
sult of wage hikes may range up to 30c per ton in the 
Fairmount, West Va., district, from 50 to 60c per ton 
in Central Penna., and about. 40c in Western Penna. 
While the so-called coal-No. 6 oil “parity” varies at many 
eastern industrial plants—depending on location and the 
efficiency of handling operations—estimates by oil trade 
sources are that No. 6 fuel prices at Middle Atlantic 
points, are averaging, thermally, about l4c ~~ bbl. be- 
low “parity”. 

Two cargoes of No. 6 fuel reportedly were sold at 
$2.00 per bbl., delivered New York Harbor. This price 
was 5c per bbl. above the $1.95 price of principal sup- 
pliers for cargo lots delivered to their New York Harbor 
contract customers. 

At the Gulf, sale of a cargo of bunker “C” fuel was 
reported at $1.50 per bbl. for December loading. This 
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price was the same as generally quoted for spot cargo 
quantities. 

Trading in gasoline was quiet in all areas. Most re- 
finers and distributors had ample supplies. The explosion 
and subsequent temporary shutdown at Pure’s cat crack- 
ing plant at Nederland, Tex., tended to bolster demand 
for premium gasoline at the Gulf, according to reports. 

In retail gasoline markets, lower prices were reported 
at Hartford, Conn., and South Bend, Ind. 


Following a drop at Hartford late last month (see 
Dec. 3 NPN, p. 36), the price of 17.9c for regular-grade 
at many stations handling major brands largely was sup- 
planted by 15.9c and 14.9c postings at many stations han- 
dling major brands. One major marketer cut his East 
Hartford tank wagon price for regular 0.5c to 13.1c. An- 
other was said to have dropped 1c from 13.1c to 12.1c, and 
a third major reportedly offered his dealers a margin 
“guarantee” of 3.25c, which at the time netted his tank 
wagon price at 12.4c. The above prices at Hartford are ex- 
clusive of 6c state and federal taxes. 


At South Bend, Standard of Indiana lowered its dealer 
tank wagon price for Red Crown (regular-grade) gaso- 
line 2.6c gal., while pump prices generally have dropped 
another 0.5c in a retail gallonage fight here, according 
to NPN sources Dec. 8. 

Retail price situation is described as “all messed up” 
with prices at some outlets handling major brands lower 
than those for private brands. Mostly, however, major 
brands are at 18.9c and private brands 17.95c for regular- 
grade, down 0.5c over the weekend. 

Sources said Standard of Indiana has “recognized” this 
intermittent price war of several months duration by 
dropping its dealer price for Red Crown from 16.5c to 
“temporary” posting of 13.9c, effective Dec. 3. Above 
prices do not include 6c federal and state taxes. 


Reports on specialty products other than natural gaso- 
line mostly stressed ample supplies. A cold snap in 
the Midwest had little effect on liquefied petroleum gases 
(see page 53). Export prices for refined waxes remained 
weak and unchanged from those of early fall, but the 
trend toward oversupply appeared to have at least been 
halted somewhat. Spain was in the market for 3,000 
tons of fully refined waxes for shipment in 1953. 


The Spanish oil monopoly was in the market for about 
52,580 bbls. of lubricating oils for bulk shipment in Janu- 
ary, according to lube sources in New York. Bids are 
to be closed on Dec. 13 on two Spanish tenders, one of 
which calls for: 


2,800 bbls. 85 vis. solvent-refined pale oil, 

2,800 bbls. 100 vis. pale coastal oil, 

9,100 bbls. 200 vis. pale coastal oil, 

12,600 bbls. motor oil, SAE 40; and other: 

3,850 bbls. 100 vis. pale coastal oil, 

21,700 bbls. dark cylinder stocks. 

If the recent Argentine lubricating oil bid opening is 
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Summary of Daily Gasoline Prices (Dec. 2 through Dec. 8) 








Monda 
Motor Gasoline 93 Oct, (Premium): Dee 
N, Tex. (Texas & New Mex, sbpt.) .. 13.2-13.25(2) 
W. Tex. (Texas & New Mex. sbpt.) . 12.5 
E. Tex. (Truck Tnsp.) ......+see+- ee 12 
Cent. W. Tex. coe 


Motor Gasoline 90 Oct. (Premium): 


N. Tex. (Texas & New Mex, shpt.) .. 12.75(2) 


Fri 
13.2-13.25(2) 
12.5 


Thursday 
Dec. 4 
13. 2-13.25(2) 
12.5 
12 


Wednesday 
Dec, 3 
13.2-13.25(2) 
12.5 


Tuesday 
Dec, 2 
yaaa 


12.75(2) 12.75(2 12.75(2 12.75(2) 
Ww. a (Texas 3 New Mex. shpt.) .. 12.5-12.75 12.5-12.75 12°5-12.75 12.5-12.75 12.5-12.75 
E. (Truck Tsp.) ...-cescesecee 11.75-12.75 11.75-12.75 11.75-12.75 11.75-12.75 11.75-12.75 
Sent ow. Tex. (Truck TnSP.) «.+seees econ cece osee eoee .* 
Motor Gasoline 88 Oct. aoe 
Okla., Group 3 (Okla. shpt.) ........- (3)11.5-11.875 (3)11.5-11.875 (3)11.5-11.875 11.5-11.875 (3)11.5-11.875 
Okla., Group 3 (Northern shot. ) cccce (6)11.375-11.75 (6)11.375-11.75 (6)11.375-11.75 11.375-11.75 (6)11.375-11.75 
Midwestern (Group 3 basis) ........+. (4)11.375-11.75 (4)11.375-11.75 (4)11.375-11.75 11.375-11.75 (4)11.375-11.75 
(T & New Mex. shpt.) .. or, (2)12-12.75 (2)12-12.75 12-12.75 (2)12-12.75 
a heme {geese @ Mow Mex. chet) -. 100) 1s (214 40-12 2) 11 75-12 2) 11 7-12 2)11 75-12 
Cent. W. Tex. (Truck Tap.) sscssis. a2 iz ba Or Or 
Motor Gasoline 86 Oct. (Premium): 
N. Tex, (Texas & New Mex. shpt.) .. 12 43 12 12 12 
W, Tex, (Texas & New Mex. shpt.) oe 12 12 12 12 
B. Tex. (Truck Tasp.) ...ccccccceses 11.75 ih 15 11.75 11.75 11.75 
Motor Gasoline 84 Oct. (Regular): 
& Tex. (Texas & New Mex. shpt.) .. 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 10.75-11.7 
. Tex. (Texas & New Mex. shpt.) .. 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
E Tex, (Truck in ceccecccocesce 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 10.75-11.25 
Cent, W. Tex. (Truck Tnsp.) ..... eee cove sees econ eee sees 
Motor Gasoline 82 Oct. (Regular): 
Okla., Group 3 (Sia, rinera boi (4)10.5-10.875 (4)10.5-10.875 (4)10.5- ery (4)10.5-10.875 44)10.5-10.8 
Okla.: Group 3 pt. + (6) 10.375-10.625 (6)10.375-10.625 (6) re ae 38 625 (6)10.375-10.625 (6)10.375-10.625 
Midwestern tesup 3 bas oescevoece (5)10.375-10.5 (5)10.375-10.5 (5) 10.375-10.5 (5) 10.375-10.5 (5) 10.375-10.5 
N, Tex. (Texas & New Mex. shot. > oe 10.75-11.25 10.75-11.25 10. tit. 4 10.75-11.25 10.75-11 
y: Tex’ (truce t Foo), nner spt (210: feet (aloe (2)10. Teil (2)10-45-11 (2) 10-48-11 
Gent W. Tex x truck Tnsp.) ..--- ‘8 10.75 10.75 10.75 10.75 10.7 
Motor Gasoline 80 Oct. (Regular): 
Sei. b 4 3 (lela, shot. ghuccses evee eee sooo * 
oe Trou 0! ern eave sees ee sees sees . 
see mestera, » Group basis) - nd cocece esos . os eses . 
ex. (Texas & onow Mex, shpt.) .. 10.75-11.5 10.75-11.5 10:75-11. 5 10.75-11.5 10.75-11.5 
W. Tex. (Texas & New Mex. shpt.) es 10.75-11 . 75-11 10.75-11 10.75-11 75-1 
Motor Gasoline 60 Oct, M & below: 
Okla,, Group 3 (Okla. shpt.) ........ 625-10. 9.625-10.125 9.625-10.126 .. 626-10. 125 9.625-10.125 
Okla.” Group 3 (Northern Pt.) «+s. 9.5-9.875 9.5-9.875 9.5-9.875 9.875 9.5-9.875 
Midwestern (G p 3 basis ee -625-9.75 9.625-9.7. .625-9.7: §:825-9-75 -625-9. 
N, Tex, (Texas rg New Mex. shpt.)" ee 9.75-10.8 9.75-10.8 . 75-10. 9.75-10.8 9.75-10.8 
Ww. Tex. (Texas & New Mex. shpt.) .. 10.25-10.5 10.25-10. 10.25-10.5 10.25-10.5 10.25-1 
Ra” (Track b)_secse eoscccece 9.875-10.5 br ae ee oe 5 9.875-10.5 
13. 15 85- 13.85-15 85-15 13.85-15 
13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 13.75-14.9 
15.15-15. . 15- 15. 15-15,2 15-15.2 15.15-15.2 
15.06 05 15.06 06 15.06 
12.9-15(2) 12.9-15(2) 12.9-15(2) 12.9-15(2) 12.9-15(2) 
128 8 12.8 12.8 
3.85-14.35 13.85-14.35 13.85-14.35 13.85-14.35 13.85-14.35 
is teiaae 13.75-14.25 13.75-14.25 13.75-14.25 13.75-14.25 
15.15 15.15 15.15 15.15 15.15 
Etre Baas 28.25 res Fa 2 
12.8-13 12.8-13 12.8-13 12.8-13- 12.8-13 
3)12.85-13.6 3 33.06-13.6 (3) 12.85-13.6 12.85-13.6 (3)12.85-13.6 
‘ et tw a is , +138 12.5-13.4 12.5-13.4 
13.7-13.9 37. 9 13.7-13.9 13.7-13.9 7-13.9 
ies eds eis eds Beis 
11.8-12 11.8-12 1.8-12 118-12 11.8-12 
13.75-14 13.75-14 13.75-14 13.75-14 13.75-14 
12.75(2) 12.75(2) 12.75(2) 12.75(2) 12.75(2) 
13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 13.75-13.9 
12.75-12.9(2) re et tien 12.75-12.9(2) 12.75-12.9(2) 12.75-12.9(2) 
13.92) 13.9(2) 13.9(2 13.9(2) 13.9(2) 
12.9(2) 12.9(2) 12:92) 12.9(2) 12.9(2) 





any criterion, interest by suppliers in obtaining a portion 


of the Spanish business will be marked. 


Twelve companies—five majors and seven Independents 
—placed bids with Argentine Oil Fields, Ltd. in New York 
to supply that agency’s government with about 81,000 


a7 


prompt lifting at Gulf; next lowest, 27.05c, also Gulf load- 


ing. However, a telegram bid of 26c (tied to acceptance 


bbls. (13,000 cubic meters) of lubricating oils for early 


bulk and drum shipments. 


Buenos Aires. 
nate bids in dollars and sterling. 


On 2,000 cubic meters of solvent bright stock in bulk, 


Other bids also were being 
opened at the same time at the government office in 
In New York, one company placed alter- 


of supplier’s neutral offerings) also was placed, with 
gravity exception to specification, 
single lifting. 

On 2,000 cubic meters of 300 vis. solvent neutral oil, 
apparent low bid in dollars was at 15.75c, FOB Gulf port, 
with other bids ranging up to 19.95c. 


On 3,000 cubic meters of 500 vis, solvent neutral oil in 


and stipulation of 


bulk, apparent low bid in dollars was at 17.9c, FOB 


apparent low bid in dollars was at 26.92c per gal. for 








Gulf port, with others ranging up to 22.95c. 
On 5,000 cubic meters of 310 cylinder stock, in drums, 
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bids ranged from 42.73c, FAS U. S. port, up to 48.8c. 
However, some bids, with exceptions to certain specifica- 
tions ranged down to 37.81c for 300 s.r. cylinder stock, 
with still others placed on 270 cylinder stock as an al- 
ternate product. 

On 1,000 cubic meters of 150 cylinder stock, apparent 
low was 33.5c, drums, FAS New Orleans. 

Sterling bids (on basis of $2.80 exchange rate) of one 
supplier were: solvent bright stock in bulk, 29.79c gal; 
300 vis. solvent neutral in bulk, 18.65c; 500 vis. solvent 
neutral in bulk, 20.62c; 300 cylinder stock in drums, 
41.51c; and 150 cylinder stock in drums, 37.14c. 


One company stipulated a discount of 1.5c for recon- 
ditioned drums on his offers of cylinder stock; another 
stipulated shipments at rate of 400-500 drums per month 
on the cylinder oils; a third company bid “Platt’s low, 
date of shipment” on the bulk items. 


CHICAGO DISTRICT 
Prices Unchanged; Trading Quiet 


Prices were unchanged and all products went through 
a period of quiet trading in Chicago District last week. 

While some suppliers said there was an “abundance” 
of both light and heavy fuels in the area, some open 
market traders said there was a “definite” note of firm- 
ness in prices even though demand was slack. 

Trade sources generally attributed firmness in light 
and heavy fuels to closure of river locks at Starved 
Rock, Ill., for repairs from Jan. 19 to March 2. Be- 
cause of added costs in using temporary lines around 
lock repairs, most river shippers are holding storage of 
light and heavy fuels at capacity in order to save on 
throughput charges that have averaged about 5c bbl. 
in previous years. 


CENTRAL MICHIGAN 


Inter-Refinery Purchases Spark Trading 


Two sizeable inter-refinery purchases sparked trading 
reports in Central Michigan last week. Otherwise, how- 
ever, demand for light fuels tended to subside with milder 
weather. Refiners said gasoline remained in snug supply, 
but demand had dropped and it was easier to meet a 
“still good” call for product. Prices were unchanged. 

A “double” inter-refinery purchase was disclosed of 
more than 1,000,000 gals. of high-octane gasoline along 
with, 1,000,000 gals. of No. 6 fuel at 6c, FOB Central 
Michigan. Price of the gasoline was not disclosed. 

Another inter-refinery transaction in No. 6 was re- 
ported by buyer who said he purchased 100,000 gals. at 
6c for immediate shipment. Refiners’ prices for No. 6 
to the trade ranged from 6 to 8.25c. 


MIDWESTERN (Chicago-E. St. Louis Area) 


No. 6 Fuel Prices Firmer 


Reports in Midwest last week indicated No. 6 fuel 
was in a period of transition from a relatively “soft” to 
firmer market. Because of somewhat milder weather, 
meanwhile, jobber interest in burning oils dwindled. Re- 
finers said call for gasoline was “about normal” for early 
December. Refiners’ prices were unchanged for all prod- 
ucts. 

From reports of most refiners and tank car marketers, 
it was apparent that open market prices for No. 6 fuel 
generally ranged 5c bbl. higher than in November. On 
the contrary, however, a reseller disclosed purchase of 
30,000 bbls. of No. 6 (no sulfur guarantee) at $0.70, Group 
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3, and another marketer said he still had “a few" cars 
of No. 6 (max. 1% sulfur) he could sell at $0.75, but 
added it was the last of an old order. 

A number of traders said suppliers mostly were holding 
their No. 6 fuel for “at least” $0.75 to resellers with 
low-sulfur grades ranging in price up to $1. Two large 
marketers said all grades of No. 6 (except for material 
with 0.5% sulfur, or less) were “plentiful” at $0.80. Quo- 
tations reported by refiners to the trade continued to 
range from $0.90 to $1. 

Only one transaction was disclosed in an otherwise 
quiet light fuel market. A marketer reported selling 
two cars of No. 2 fuel at 7.625c; refiners’ quotations 
ranged from 7.625 to 8.125c, Group 3, 


GULF COAST 


Balance Held Between Supply, Demand 


Seldom in the past five years have supply and demand 
appeared so well balanced at the Gulf as during the past 
week, according to reports of refiners. Contract ship- 
ments of all products were heavy, and the temporary 
shutdown of Pure Oil’s refinery at Nederland, Texas, 
with resulting requests for loans and sale of a wide range 
of products, tended to drain off any surplus that might 
have developed. 

Quotations of refiners were reported unchanged, with a 
continued firmer trend noticeable in heavy fuel. A sale 
of a cargo of bunker oil was reported at $1.50 per bbl., 
the generally posted price, and bids for product at “off” 
prices found no offerings. In fact, a number of reports 
were that spot “C’” fuel was becoming hard to find. 

There were many reports that orders for distillate fuel 
oils were falling below refiners’ expectations. However, 
offerings continued relatively scarce, and bids of 9c and 
8c, respectively, for kerosine and No, 2 fuel still were 
reported open. In addition, a domestic inquiry for gas 
oil was unfilled, as was one for export to northern Europe. 

Even gasoline was no drug on the market, a develop- 
ment that many traders found “surprising” in early De- 
cember. As one source put it, the shutdown of Pure’s 
cat cracking plant was “just one more reason for a ready 
market for premium gasoline.” There were some reports 
that both regular-grade and premium were available for 
January shipment, but apparently with no easing in gen- 
erally quoted prices. 

The bottleneck in barge transportation persisted, this 
time owing to fog on the lower Mississippi. Between 
low water and fog, with a few ice storms thrown in, many 
refiners during the past few weeks have been forced to 
curtail their shipments somewhat to upper Mississippi 
terminals. Contract orders from the Chicago area in- 
cluded heating oils and low sulfur heavy fuel oil. No 
open market sales, however, were disclosed. 


ATLANTIC COAST 


Prices Firm in Quiet Trading 


Firm, but quiet, oil markets generally were reported 
along the eastern seaboard the first week in December. 
The month of November was warmer than normal] at 
many terminal points, with slower heating oil sales than 
anticipated. On the other hand, higher rates paid for 
clean tanker transportation from the Gulf, together with 
the prospect of higher prices for soft coal, made for 
steady prices for both light and heavy fuel oils. 

Trading was unusually quiet, according to most re- 
ports. Against the possibility of a “normal” winter, sup- 
pliers continued to withhold offerings of No. 2 fuel from 
other than their regular customers. On the other hand, 
few buy orders were in the market, for many terminal 
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NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W Tank Car 
I OR Sy Po ae 15.26 11.64 
eS are ee err : 15.32 11.64 
Pe a > nc atuee a opawaiee 15.30 11.63 


Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 


Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif.. N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 











operators and resellers already were receiving shipments 
at an entirely adequate rate from their suppliers. 


At New York Harbor, “discounts” on kerosine tended 
to fade out as spot tanker rates climbed to “plus 70%” 
for Gulf to North of Hatteras voyages. No. 2 fuel gen- 
erally was held at 9.65c, the prevailing barge quotation 
at New York, and trade sources said that few sales were 
taking place other than withdrawals by regular custo- 
mers. 

Negotiations for No. 6 fuel mostly continued at “dis- 
counts” ranging up to 5c per bbl., although little activity 
in the way of sales was reported. For delivery in cargo 
lots at New York, two steamer loads were reported to 
have been sold at $2.00 per bbl. This price compares 
with the $1.95 contract cargo price, and $2.10 barge 
— of most New York Harbor suppliers for No. 

uel. 


With coal prices already higher generally than oil on 
a thermal basis, many sources looked for strong residual 
prices, particularly with the prospects likely for another 
boost in coal prices. There continued to be stiff competi- 
tion for new bunker oil accounts, however, and this was 
especially noticeable at New York and Boston. One large 
Independent at New York was making a “strong bid” 
for new bunker oil customers, according to trade reports. 

At Boston, the entry during the past few years of sev- 
eral additional suppliers into the residual business was 
evident in greater attempts to find new customers, While 
most Boston sources said that there was no “shading” 
of the $2.15 price generally posted for No. 6 fuel, “dis- 
counts” and “allowances” on truck transportation to 
the consumer's storage were widespread. 


MID.CONTINENT 


Residual Fuel Prices Firm Up 


Distillate fuel withdrawals at northern pipe line termi- 
nals picked up during first week of December, accord- 
ing to Mid-Continent refiners, but not enough to relieve 
“surplus” stocks in Great Lakes Pipe Line system. Gaso- 
line sales also improved locally, but were off in northern 
states, while residual fuel showed slight improvement. 
Little change was reported in status of lubricating oils. 

“Discounts” on burning oils were still available at a 
number of pipe line terminals as refiners made offerings 
to avoid demurrage charges on material in the line 30 
days or longer. Generally speaking, refiners said it would 
take a much longer cold spell in the northern states to 
firm up distillate picture. 

Meantime, however, a few scattered inquiries for burn- 
ing oils to be shipped in tank cars were reported by 
refiners in Oklahoma and Texas. Resellers disclosed a 
few small transactions, including a one car sale of No. 
1 at 8.25c. Offers of No. 1 to resellers generally ranged 
upward from 8.125c, while No. 2 was available at 7.5c, 
for resale. 

No. 6 fuel looked “10c to 15c better” to one Oklahoma 
refiner, and others said market had picked up. In Okla- 
homa, offerings of low sulfur fuel to resellers at $0.75 
were disclosed, although material reportedly was scarce 
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at that price. Previously, low sulfur No. 6 had been 
available at $0.70, for resale. Several inquiries were in 
market for both low and high sulfur residual. 

Cycled gasoline was “freely available’ at 9.25c, with 
little demand “at any price,” according to reports. In 
northern states, gasoline sales were off and some refiners 
in Kansas said their local shipments had slipped due to 
bad weather conditions. Toward end of week, however, 
weather was fair over most of the Mid-Continent, and 
local sales were improving. East Texas refiner said his 
local shipments had reached record level for this time 
of year. 

Two refiners reported reductions in their solvent lubri- 
cating oil prices. However, only highs of price ranges 
were affected, and for most part, prices for all refined 
products were unchanged throughout the Mid-Continent. 


WESTERN PENNA. 
Lube Oils Freely Offered 


Virtually all grades of lubricating oil were freely avail- 
able in Western Penna. the first week in December, and 
some signs pointed to steadily increasing supplies with 
“shading” of prices for nearly all grades. Confirmation 
of lower prices was lacking, however, and quotations 
reported by refiners were unchanged. 


Domestic scale wax demand continued fairly steady. 
Export petrolatum inquiries picked up slightly. Distillate 
fuel oil demand was seasonal and supplies adequate at 
most plants. 

Refiner and buyer sources generally reported that while 
as yet there had been no pronounced “break” in lube 
prices, trading advantage was swinging to the buyer and 
some price “consideration” frequently could be obtained 
with firm buying order. Most subject to price “shad- 
ing” were 650 s.r. and 600 flash cylinder stocks, and 150 
vis. neutral oil, all of which reportedly were being of- 
fered 0.5 to 1c off low quoted prices. Due to general lack 
of spot trading (discounting inter-refinery sales and sales 
to resellers) price levels were difficult to determine, 
trade sources said. 

Refiners differed on vulnerapility of prices for bright 
stock and 200 vis. neutral. Bright stock had been held 
for 30c, low quoted price, and 1c lower on sales to refiner- 
buyers and resellers, most refiners said, although some 
indicated jobber sales also had been made at under 30c. 
Despite reports of “discounting” on prices for 200 vis. 
neutral, some refiners reported active jobber demand and 
firm prices for this grade. 

Most refiners stated they were sold up into January 
on scale wax to their domestic trade although one said 
he was seeking prompt buyers. Sales were disclosed 
at 3.75c, low quoted tank car‘ price; also sales netting 
3.875c to Midwest buyers and 3.65c to East Coast re- 
sellers. Price weakness for most part was confined to 
“poor quality” material. 

Colder weather brought stepped up demand for No. 2 
fuel. Several refiners with railroad Diesel contracts re- 
ported “exceptionally heavy” shipments. Gasoline de- 
mand continuted good for season. 

Small export inquiries for finished petrolatums were 
more numerous. Export sales were disclosed as follows: 
snow white at 7.25c and “slightly lower” FAS New York; 
lily white at 6.75c, FAS Atlantic Seaboard: amber at 
5.25c, FAS New York. 





Crude Oil Prices 


No changes were reported in crude oil prices 
during week ended Dec. 6. For complete crude 
price schedules see p. 64-65 in Nov. 26 NPN. 
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Prices at Refineries and Terminals and by Tank Wagon 
PRICES IN EFFECT DEC. 8 


Prices herewith are reproduced from Platt’s OILGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose rep- 
resentatives in all NPN-OILGRAM offices devote their time exclusively 
to reporting oi] industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge; prices applying to 
barges or cargoes or truck transport lots only, so d ted; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per pound; ex all fees and taxes; 
for crude oil and its products lawfully produced and transported; re- 
ported as received by OJILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


WESTERN PENNA, 
Bradford-Warren: 
90 Oct. Prem. 


GASOLINE 


OKLA., Group 3 (Okla, shpt.) 


86 Oct. Reg. 
88 Oct. Prem. ... (3)11.5-11.875 “ 
82 Oct. Reg. (4)10.5-10.875 CB Civ: 
80 Oct. Reg. Sng te Sate 90 Oct, Prem. 
60 Oct. M & below 86 Oct. Reg. 


Pittsburgh: 
90 Oct, Prem. 


OKLA., Group 3 (Northern shpt.) 86 Oct. Reg. 


(6)11.375-11.75 
(6)10.375-10.625 
5-9.875 


MIDWESTERN (Group 3 basis) 


(4)11.375-11.75 
e+ ee ee 6 (5)10.375-10.5 
9.625-9.75 


82 Oct. Reg. eccce 
60 Oct. M & below 


Ohio points: 


TEX. (Texas & New Mex. shpt.) 
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San Joaquin Valley dist.: 


shpt.) 90 Oct. Prem. 


Oct. 12.5 80 Oct. Reg. 
Oct. b wee P 12.5-12.75 

Oct. 5 ws ses 12(2) 
Oct. . 12 
Oct. 5 10.75-11.25 
Oct. . 10.75-11 
Oct, Reg. 10.75-11 
Oct. M & below 10.25-10.5 


. TEX. (Truck transport lots) , 


No. 1 fuel 
No, 2 fuel 
No. 3 fuel 


12 

. 11,75-12.75 
(2)11.75-12 
11. 


10.75-11.25 
(2)10.75-11 
9.875-10.5 41-43 w.w. 
42-44 w.w. 
Range oil 


W. TEX. (Truck transport lots) : fuel 

12 No. 
. Reg. 10.75 No. 
. M & below 10 ma. 


ARK. (For shipment te Ark. & La,) 
11.75 
10.75 
9.625 


KANSAS (For Kansas destinations only) 
90 Oct. Prem. .........++. 


Ww. 


58 & above D.I. Diesel... 


No, 2 fuel 
No. 6 fuel 
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CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 


KEROSINE, GAS & FUEL OILS No, 


58 & above D.I, Diesel.... 
(2)7.625-7.875(2) 


OKLA., Group 3 (Northern shpt.) 


MIDWESTERN (Group 3 basis) 


ai‘aied N. TEX. (Texas & New Mex. shpt.) 
11.6~12.375 , Berry te 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 
posting of firm prices but give OJLGRAM the prices they otherwise 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM, Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. 8.: $150 per year, payable in advance. 
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(*) Prices of some Bradford-Warren District 

sellers to bulk commercial consumers are 0.15¢ 

higher than prices shown above. 
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CENTRAL MICHIGAN 

(FOB Central Michigan refineries.) 
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(2)$1.00-1.50 No. 6 fuel . 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT DEC. 8 
KEROSINE, GAS & FUEL OILS LUBRICATING OILS 


(Continued) 


WESTERN PENNA. 
Slee eee of 8.0. Ohio for delivery to 
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Marketer of Petroleum Products 
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Dle—=c «UNITED REFINING COMPANY, WARREN, PENNSYLVANIA SCAU 


FIFTY YEARS OF 
LEARNING HOW 


@ Into every gallon of 100% Pure Pennsylvania 
lubricating oil refined by UNITED, goes fifty years 
of experience. Constant devotion to quality of 
product, plus the fine spirit of cooperation which 
characterizes all relations with UNITED, have 
made many friends of long standing among jobbers 
and marketers. May we show you what our Fifty 
Years of Learning How can mean to you? 


ee a 


100% PURE PENNSYLVANIA OIL 


MEMBER P. G. C. O. A. PERMIT No. 24 
1 ee ™ 








REFINING ' COMPANY 





MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 

Neutral Oils—Conventional 

Pale Oils Col. 


60-85 vis. as 12-12.5 
86-110 vis. Bi vs 12.5(2) 
150 vis. 3.. 13(2) 
180 vis. Bus 13.5-14 
200 vis. Bi 14(2) 
250 vis. 3.. 14.5(2) 
280 vis. 3.. 15(2) 
300 vis. 3.. 15.5(2) 
Bright Stock—Conventional 
200 vis. D: 

|S * ae re 28 
150-160 vis. D: 

OBO DB. cco cdecvcssccs 25(2) 

10-25 P.D. ..ccecccsscece 24.5-25 
120 vis. D: 

NA eke res ataan 24(2) 
Bright Stock—Solvent 
150-160 vis. 0-10 p.p., 95 v.i. 29(5)x 
Neutral Oils—Solvent (95 v.1.) 
UTFO<2BO VIB, 2 ccccccccceces (2)17-17.5(3)x 
BOO-BRD WIS, 2ccccccccess (2)18-18.5(3)x 
300 vis. .... veer aee+ (€2)19.5-20.5x 
Cylinder Stocks 
600 s.r., olive green ...... 20 


GULF COAST—Solvent Refined Labes. 
From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 
Bright stock—Vis. at 210° 
150-160 = , 010 pour 


test, OB Vib, wor ccvescces 29-30(3) 
Neutral Oils—Vis. at 100°; 95 v.i.; 0-10 p.t. 
TOO WIS. wcccecscccccccssce (2)16-17(2) 
BOO Wis. . ccccsccceseceses'’s (2)18-20(2) 
ff eae (2)19.5-21(2) 
 .. ar rerrerrr rrr rete 20.75-23.5 


SOUTH TEXAS LUBES 
(Vis. at 100° F, FOB 8. Tex., refineries for 
domestic and/or export shipment.) 


PALE OILS: 

Vis. Color 

200 194-BYH 2 ncccccccove (4)11-12(2) 
beuwabuedéaes 13(6) 


(3)11-12(2) 
13(6) 
14(6) 
15(6) 
16/6) 
17(6) 

(5) 18-19 





WAX 


WESTERN PENNA, (T.C., in Bulk) 
White Crude Scale: 


122-124 A.m.p, ......+.+-+. (3)3.75-3.875 
BDG-ERS AUB. cccicccesecs (3)3.75-3.875 


SEABOARD 


Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in "bags or bbis., fully refined 
in bags or cartons. 


Crude Scale N.Y. Domestic N.Y. Export 


124-126 white 5.6(2) (2)4.8-5.6(2) 
Fully Refined: 

123-5 ...... 7.45 ee 

196-7 ...... 7.45(3) 7-8.15(3) 
7 eee 7.45(3) 7-8.15(3) 
130-32 ..... abes 7.1-8.25 
WB: cc.cn 7.55(3) 7.1-8.25(2) 
eee 7.55(3) 7.25-8.4 
138-40 ..... 7.55(3) 7.6-8.75 
> een 7.55-8.3 7.8-9 
149-51 ..... 9.55 11.2 
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OIL PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT DEC. 8 


ATLANTIC & GULF COASTS NATURAL GASOLINE 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal rators, (Group 3 & Breckenridge prices are to biené 
FOB their terminals, Ships’ bunkers prices F~ ade of lighterage. — ers on freight basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
92 Oct. 90 Oct. Keresine turing district.) 
District Prem. Gasoline Prem. Gasoline Res. Euntine Reg. c= No. 1 Fuel* FOB GROUP 3 
Grade 26-70 ........+++-.. 6.875(Quotations) 
. 13.85-15 13.85-14.35 me 85-13.6 ° 10.75(19) 
13.75-14.9 5-13.4 10.65(19) FOB BRECKENRIDGE 
soeee  14.2-15.2(8) .2-15. via. . 13.7(5) 12.7-13.7(2) 11.05(9) Grade 26-70 6.375( Quotations) 
— ee tains x 1 11.9-13.5 11.9-13.5 10.85( 10) 
© barges . 12. . 11.8-12 eee 10. 75(5) 
one eons 11.1 9.7 LPG PRICES 
14.95-15.7 14.95-15.2(2) 13.7(7) 12.7-13.7 10.95(16) (Of refiners, FOB refineries, in cents per gai., 
Charleston .. 13.3-14.475 13.3 12.3-12.475 12.3-12.45 (3) 10.7-10.9(2) tank cars or transport trucks) 
Corpus Christi 12.5-13.5 5 11.5 11.5 ry Commerical Industrial 
Houston .... 12. 25-13.3 be 3. (2)11.25-11.3 11.25-11.5 i le District Propane 
do barges . 12.25-13.3 11.25-11.3 11.25-11.5 9-9.25 N. Y. Harbor ... 8(2) 8«2) 
Jacksonville . 13.6(4) 12.6(7) 12.3-12.6 - Philadelphia .... 8(3) 8(3) 
occce 12.6 eves ° Baltimore . oeee sees 
13.4(3) . 12.4(2) 12.4 . Hastings 
15(3) 13.5(2) 13.5(2) . New Orleans .... 
ow 4 ‘ 11.25-11.3 5 . Houston 
do barges . 12 11.6 11.2-11.25 -7-9. Toledo .....se005 
Norfolk .... iz rf 14.6 . . ° . 11.9-12.6 
Beg ae oes 13.4 13. 2. eens . 
hiladelphia > yaa 2 > ‘ i 13.7 
do barges . 15. . J 13.6 10. 75(10) NAPHTHAS & SOLVENTS 
Pt. Everglades 13. 83) 13.6 . _— 11.5(5) (FOB Group 3) 
Portland .... 15.05-15.3(3) 15.05-15.3 . 13.8 11.05(9) Stoddard solvent 11.375(3) 
Providence .. 14.95-15.2(3) 14.95-15.2 . 13.7 10.95(9) Cleaners naphtha 11.875(2) 
Savannah ... 13.6(3) 13.3(2) 12.3-12.6(4) 12.3-12.6 11.45(7) V.M.&P. naphtha 11.8754) 
Tampa 13.4(3) 13.3-13.4 12.4(4) 12.3-12.4 11.1518) Minera! spirits 10.875(4) 
Wilmington, Rubber solvent 11.875(3) 
MH. OG. cece 13.05-14.55(2) 13.05-13.2 12.06-12.55 12.05-12.55 (3)10.T-10.9(4) Lacquer diluent (2)12.125-12.375 
Benzo] diluent (2)13.125-13.625 


WESTERN PENNA, 
Ou City: 


Diesel Ol Light Diesel Stoddard solvent 
Gas House No. 5 Fue No.5 Fuel Shore Plants* * Bunkers 
No. 2 Fuel* Gas Oil* (@10 p.t.) (15-60p.t.) (S0cet.,654.1.) (45 cot., 45 dt.) 


Pittsburgh: 
9.75(19) 9.85 (10) $3.06-3.56 $2.61 (8) 10.15-10.25 $4.24(4) 
2.58 


olve: 15(3) 
9.65(18) ve. (41)3.08-3.46 ae a ar eee ; 
10.05(12) 10.45 3.75 10.45(4) sess OHIO— Quotations of 8.0. Ohio for delivery to 
9.85(11) 9.95 3.06(3) 2.61 10.25(5) 4.74(4) Ohio points: 
9.75(6) cae 3.03(3) 2.58 fis aad V.M.@P. naphtha ; 
— : 8.8 ‘ete = 8.8 3.49 Minera] spirits & stoddard solvent 16.0 
9.95(16) 10.35 Jan 3.07(5)  10.35(6) 4.27-4.28(2) RuBBer stivENs 20.000. a 
. bie eae 2.50(2) 10(2) 4.18(2) 
oeus ian’ eas 8.5(2) 3.49(6) E, TEXAS (Truck Trnspt. lots) 
oes 2.35 oes eece cece Stoddard solvent ........+.. 11.25 
a ams aye 10.4(6) 4.431(5) 
cess tee 10.5(2) 4.473(2) CENT, W. TEX. (Truck Trnspt, lots) 
3.195 ae my 35(5) pine Stoddard solvent ......... 10.5 
nade ¥ 8.7-9.1(2) 3.49(3) 
aed 2.06 eens Sane KANSAS (For Kans, Dest’n, only) 
3.01 — 4.19-4.24(2) Stoddard solvent .. 11.8 
do barges. 9. — See. ee ATLANTIO COAST 
Pt. Everglades . aie . 10.5(5) 4.473(3) V.M.&P. Mineral 
Portiand ... . 


eee 10.45(4) cece Naphtha Spirits 
a ° x 3.05 . 10.3514) 4 


.28 
10.45(5) 4.452(5) Harbor 17 16(5) 
10.25(6) 4.368(5) Philadelphia .. 16.54) 15.515) 
Baltimore .... oes 15.5(3) 
10(2) 4.18(3) Boston 17.5(4) 16.515) 
oe eves 16.514) 


eens 


No. 6 Fuel No. 6 Fuel Prices to jobbers & distributors in tank car 
>o No Sulfur ghey Max. 1% and/or truck transport lots FOB refineries, 
Sulfur Guarantee Max Sulfur pipe ~~ na prac and inland waterway barge 


N. Y, Harb.. = — $2.10(13) $2.20-2.25(3) $2.20-2.25(4) $2.10(11) 


sea oasis ces 40% . " 12.85-13.75 
2 13:6) 2. 10(4) 2.28 . . 4 (3)12.1-12.75 
215(7) 2 15(8) . . e (3)10.9-11.375 
2.00(3) coee duce i ° (3)9.9-10.375 
1.60 ove 1.60(2) Otis 

:. 60(4) ones dae - . No. 5, low sulfur 6.8 
1.97(6) eens eos 1.97(6) ? 5, high sulfur ...... (2)6.8-7.1 
1.92(2) eons abe J eee No, 6, low sulfur (2)5.9-6.175 
1.65 eees eees 1.65 owe No. 6, high sulfur 5.6-5.95 
2.12 cece weer . 

New Orleans. Le po tet sess eeee J 

Norfolk .... (3) (4) eece sess cee PETROLA 

Pensacola .. esee 1.85 cose sou8 1.85 aM TUMS 

Philadelphia . 2.13(8) 2: 10(8) 2.28(5) WESTERN PENNA. 

Pt.Evergiades 1.95(2) _ 92(2) sees tee . oe (Bbis., carloads; tank car, 1 to 1.5 less.) 

Portland ... 2.18(2) 2.15 TTT cess . eee 

Providence... 2.11-2.12(3) 2.12 2.30 

Savannah .. 2.03(5) 2.00(4) osee 

1.90(5) 1.87(4) eoce 


Tampa ..... 
Wilmington, 


(*) At me Coast refineries and terminals, and at Albany ont ae, prices ot some sellers to 
bulk s are 0.15¢ higher than prices shown above 





4.5-4.75(2) 
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Oil PRICE SECTION 





Refinery & Terminal Prices (Continued) 
PATENT CHEMICALS, [i PRICES IN EFFECT DEC. 8 


N RPORATE 


porerion 4, New Jersey i GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOB ship at U. S. Gulf, minimum of 20,000 bbis., 7 are by refiners only to 
other refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
price indicates the number of companies quoting that price. 

Aviation Gasoline (MIL-F-5572) 





| 
| 
| 














| Grade 115/145 .......... ocveveces Coccccccccces 17.75 
| GEORG DOOIED Kaicsccdecic cc cvsscdce ccocsccccces 2-38. 
REPUBLIC OIL REFINING CO. GEASS O1/96 oo. ccccscccceccccccesccevens cesses 15.75 
— Gasoline 
Refiners ot 92 Oct. Premium 2.4.2... .60-sseeceesceeeseecees 12-12.25(2) 
end Petroleum 90 Oct. Premium .........cee0s ek cncecces eees 11,75-12-12.25 
a BLIC OM MMONE, cic cncavenesvccecome se entpet < 11(2)-11.25-11.5(2) 
Marketers Products I chin ce 03h 0dananspaekanecanant 10.75-11-11.25 
PU Aid ates eae Abdo se 6<cksCehoee ees ceseeeee 10.5-11(2) 
Main Offices: Refinery, nie tae isates Rbsctce eV netxahWaenes os Ke 10-10. 25-10. 75 
5 * t 
Pittsburgh, Pa. Texas City, Texas SE SLE MIEN 4 9 a.c'n-c <cc.si sacchunadoeceess 9(3) 
| Be ED 0 cc tows steve cevccccobsdocsies Séeecee 8(5)-8.25 
| & Gas Oils 
no ON Tee < e ee, BRN GUE og 604666 00 cvccieccbissivecos eeees 8-8.125-8.26 
SE MUONS MED. 6 ce cwcs tec cs pccccccd beceesces 8.125-8 . 25-8 .375-8.5 
ee SD Eo beac cacesccssteabsbidbiec cones 8.25-8 .375-8 .5-8 .625 
| Heavy Fuels—Cargoes 
| Sa A SEE MA” Cn’ 0d vaccc cee vadaudresaten $2.35(2)-$2. 
EP DUE nies bd here ceeccnvesttews oacaee $1.50(4)-$1. 72-41. 85(2) 







“MIDDLE EAST CRUDE PRICES 


} Posted Export Prices of Socony-Vacuum Overseas Supply Co. for Sale in Cargo Lots. 


LUBRICATING OILS 





for (Prices are per bbl. of 42 U. 8S. gals., exclusive of local port or other governmental 
| sales taxes, eic., if any; FOB point indicated, for gravities shown; 2c per bbl. differential aa) 
Tank Car | degree of gravity applies for gravities below and above those shown.) 
| Type of Price API Effective 
Buyers | Crude Per Bbl. FOB Point Gravity Date 
| Arabian $1.75 Ras Tanura, Saudi Arabia 36-36.9 Nov. 1, 1950 
UNIFOR Qatar $1.81 Umm Said, Qatar 39-39.9 Nov. 1, 1951 
we M Arabian $2.41 Sidon, Lebanon 36-36.9 April 1, 1951 
| -Kirkuk $2.41 Tripoli, Lebanon 36-36.9 April 1, 
H QUALITY | Araq-Basrah $1.67 Fao, Iraq 32-32.9 Dec. 24, 1951 
P.O Bex 1051 Atlas Life Building ON | Prices are of Creole Petroleum Corp. for sale and/or purchase of cargo-lot quantities FOB 
ee | deepwater terminals at ports named, and are subject to crude availability and company’s require- 


ments; 2c per bbl. differentia! per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs. Purchases not subject to contracts with 
Venezuelan government are made at es tablished by schedule shown below less ic a ai bbl. 


















INDUSTRIAL Orude bee ee g/marre FOB Date 
| Bachaquero ......... ee 14-14.9 1.66 Las Piedras or Amuay Bay Oct. 11, 1952 
| Tia Juana Heavy ..... 19-19.9 2.03 Amuay Bay Oct. 11, 1952 
Lagunillas Heavy ..... Flat 2.05 Las Piedras or Amuay Bay Oct. 11, 1952 
Tia Juana Medium ....  26-26.9 2.20 Amuay Bay July 24, 1952 
- 26-26.9 2.44 Amuay Bay July 24, 1952 
SPECIALISTS 30-30.9 2.28 Amuay Bay July 24, 19523 
| 30-30.9 2.33 Las Piedras or Amuay Bay July 24, 1962 
Py | 48-48.9 3.10 Tucupido Oct. 11, 1952 
7 te | 42-42.9 2.91 Puerto La Cruz Oct. 11, 1952 
et | 32-32.9 2.57 Puerto La Cruz July 24, 1953 
™ . | 35-35.9 2.63 Puerto La Cruz Sept. 1, 1952 
\ A ay 32-32.9 2.57 Puerto La Cruz July 24, 1952 
18-18.9 2.29 Caripito Oct. 11, 1952 
WATER TRUCK RAIL 20-20.9 2.33 Caripito Oct. 11, 1952 
| 20-20.9 1.27 Capure (Pedernales) Sept. 1, 1952 
‘PHOENIX oll CORPORATION am AVIATION GASOLINE PRICES 
higaa Ave, Chicage 5 (Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specification 
ormla Ave | MIL-F-5572, unless otherwise noted.) 
WA bash 26322 District Grade 100/138 Grade 91/96 Grade 80 
casi | New York, N. Y. ee 17.6-18.6 16.1-17.2 15.6-16.2 
m, Mass. .. é 6.7 15.95 
| Portland, Me. .. es covcee 
pas oes ae Philadelphia, Pa. pepe ~ Spaee alan: See Se eee 
| Baltimore, Md. ° ° 15.85 
| Norfolk, va. epne . ° d 15.6 
| Charleston, Cc. 15.75 
| New oy ‘La. (Baton Rouge) beccece 17 14.75 
HA | | Houston, Tex. .........000. as a 16.5-17.25 14.5-15 
| 
a ett an, LAKE PORT TERMINALS 
ETROLEUM (@)'4 10) 's-BElel. i Detroit Toledo 
INDEPENDENT MARKETERS im 88 Oct. pis sherhbepepeee a tram soe oo 
Maine ¢ South alina | BTOSING 2 occccccccccscccecccccess -45(5) cove cece 11 
e oa? Caroli . PEE ateinsocadsavoureca$ 11.95(3) she 10.35-10.96 10.25 
FIFTH AVENUE, NEW YORK 20. N.Y PoE  caak ins eealhwia panese eda sone 11.2-11.7 10.75-11.1 
| No, 2 Fuel eo ee 11 .45(4) cose 10.2-10.95 10-10.1 
No. Be éurhgedeewsceeulececee eee 8.5(a) 7.3514) 7.25(3) 
No. 6 Fuel ........ bepsctcvcccess | OC) 8.1(a) 7.104) 73) 
| (a) Delivered Cleveland. 
| 
MEXICAN BUNKER PRICES PACIFIC COAST 
U. 8. LLARS BBL. LITERS 
% Be wie SP ao ae Diesel (In Ships’ Bunkers, Diesel Fuel Banker O Fue 
(Ships Bunkers) or Deep Tank Lots) (P.S. 300) (P.8. 400) 
0 rT n 2 Mexican Gulf San Pedro, Calif. $3.44(5) $1.70(5) 
WOME ccc cccsses $1.65 $3.75 San Francisco oe 3.65(4) -75(4) 
'> 4 -tel: TT WOORIEEE cca csckes 1.65 éegn Portland, Ore. .. 3.86(4) $2.00(4) 
sou .O} | Minatitlan ........ ; 3.75 Seattle, Wash. .. 3.86(4) $2.00(4) 
MMI Ss Facile 
MING Guaymas ......... $2.50 $5.00 
ST. NEW YORK CITY 146 NY Manzanillo ....... 2.50 4.10 
Salina Cruz ....... 2.50 4.10 
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OIL PRICE SECTION 





Tank Wagon Prices 


Prices for gasoline do not include tazes; they do, however, include 
émapection fees as shown in next column. Gasoline tazes, shown in Ala. 
separate column, include 2e oo and ‘ae tazes; also city and 


county tazes as ind 





also do not include tazes; kerosine tazes where levied are indicated in 
footnot Di ts, if any, are shown in footnotes. These prices in 





ATLANTIC pon oo Kero.& 


REFINING (Regular Grade) No. 1 
Dir. Cons. Fuel 

T.W. + W. Taxes boty 

Allentown, Pa. 15.3 5.3 
cots Saw i 6 


a 


~ 

oo 
4 
* 
4 


Greensburg ... 15.6 
Harrisburg .... 15.3 
Philadelphia .. 14.7 
Pittsburgh 


et 
Oe 
oa 


Wilkes Barre .. 
Williamsport 
York 


£3 Eo Eo Go Bo bo be Bo Oo 


Seoeaeooeese 


Oren: 


~ 
+. 
we 
> 


Bridgpt.. 

Hartford 
New Haven ... 
Boston, Mass. . 
Fall River .... 
Springfield 


~ 


Conn. 


Watertown .... 

Baltimore, Md. 

Richmond, Va.. 

Charlotte, N.C. 

Jacksonville, 
Fla 


eet et te et et ee et et et et ee 


PPRAOKA Ee eS Ore he: FS. FSSSer?. 
OUAAsIwmnawnsaaeleQoOoOw-. © Ca: 


ee 
Oo AE PAOANITO Re POO ee 


a 
_ 
SC ecoeoeoSoOoeoSoOOOSowWWNWS: oo So: oooooo: 


Se ROMA UDEDAMAlHawoenD: Ba Ca: ww 
© CPASASPSAMPSEYFASSeo, On AN, AIANAA, AA 


se 


15.2 


Mineral Spirits 
T.W. 
Philadelphia, Pa. .... 16.5 
Pittsburgh .......... 20.0 


Heavy Fuel Olls—T.W. 
Neo. 5 
Philadelphia, Pa. 


Notes: 
Kerosine—Thru Penna. & Del., add 2c per 
gal. for t.w, deliveries of less than 25 
at one time. Camden—aAdd 1c for deliveries of 
100-299 gals., 2c for less than 100 
Spirits prices also apply to ” Stod- 
dard Solvent. 


CONT'L (N. B. Prices are Continental's 
tankwagon prices. Current — 

OIL prices may vary from those sho’ 
because of local conditions.) 


N-tane 
(regular 


" 
a 


UkeobwobobwNaaour~ : 


Denver, Colo. 


ee 


Cheyenne ... 
Billings, Mont. 


SESESSSSREESESESS 


Muskogee, Ok'a. 
Oklahoma City .. 
Tulsa 


DHHS pBOADDHDWOMOOOW 
veocouunoooooooocooo 


Gasoline tax column includes these city taxes: 
Albuquerque & Roswell, 0.5c; Santa Fe, ic; 
Cheyenne, ic; Casper, ic. 


Discounts: 

Salt Lake City and Twin Falls gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 gals., deduct 0.5c; 
400 gals. and over, deduct ic. 

Notes: 
T.W. prices are to consumers and dealers. 


DECEMBER 10, 1952 


effect Dec. 8, 1952, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction. 
Inspection fees per gal., included in both gasoline and kerosine prices, 


tank wagon prices 


Be LDF oy hy 
Regular) Av. 80/87 
T.T. 


STANDARD OF | 
CALIFORNIA f.2. 


400 Gals. & over 
San Fran., Cal, ... > 18.0 
— Angeles ...... ‘ 17.5 


Gaso- 
line 


Taxes 


= 
J 
w 


Hohe Uewot aw 


Portiand, Ore. 
Seattle, Wash. 
Spokane . 
Tacoma ..... 
Boise, Idaho 

Salt Lake, Uv. 
Honolulu, Tr. ; 
Fairbanks, Alaska. 
Juneau 


ed hd he a 
SIAAQaIAG=- 
ear powoorw 

RYE ERENE EEE 
SOSCSH MH HDS 

A RDAIDNDOHOWDIAKDAS 
SCOMOCSCHUaBotVouEe 


San Fran., Cal. .. 
Los Angeles 
Fresno 

Phoenix, Ariz, 
Reno, Nev. 
Portland, Ore. 
Seattle, Wash. 
Spokane 

Tacema 

Boise, Idaho 

Salt Lake, U. .... 
Honolulu, T, H. . 
Fairbanks, Alaska 
Juneau ee 


Taxes: 

Boise—8c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5c state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu—8.5c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial. Standard Diesel/furnace oil price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 


Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals.; 
0.5¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 

, except at Honolulu add 4.5c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 . 
Prices for Chevron Supreme (Premium) are 
2.0c gal. higher than Chevron (Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 gals, de- 
liveries, add 4.5c gal. to 400-gals.-and-over 
price, except at Honolulu, 


9 ee oo 
HH Oro wotur tenon 
+ ROM DOD wnneo 


dd 
80/87 quantity delivered A. &., 2.0c for 91/98, 
5.0c for 100/130, and §8.0c for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: add 4c; 
200-399 gals., gals ¥ 
deduct 4c; tank car-truck trailer, deduct 5.5c. 
Salt Lake City posted tank truck price is for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Oil & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; 200-399 gals., add 0.5c; less 
than 40 gals., add 5c. 


Denes. Tex.. 


Sl cell sel eed 
aa8-3 
coco 


are to all classes of dealers and 


unless otherwise specified, are as follows: 
1/40¢ on gasoline; Ark. 
2/25c; Kans. 1/100c; La. 1/32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/1000; 
Nev. 1/20c; N. C. 1/4c; N. D. 1/20c; Okla., 2/25¢; 8. C. 1/8¢; 8. D 
1/40c; Tenn. 2/5c; and Wisc. 3/100c. 

Kerosine inspection fees only: Ala. 


1/20c; Fla. 1/8c; Til. 3/100c; Ind. 


1/2c; Iowa 1/50c; Mich. 1/5¢ 

Esso Gasoline 

(Regular Grade) 
Gasoline 

Cons. 

T.W. Taxes 


ESSO 
STANDARD 


sd 
a5 


Atlantic sped N. J. 
Newark 
Baltimore, 
Cumberland 
Washington, D. C.. 
Danville, Va. . 
Petersburg 
Norfolk 


Roanoke 
Charieston, w. Va. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N., c. 
Hickory ..... 

Mt. Airy 

Raleigh 

Salisbury 
Charleston, 8. C. .. 
Columbia 
Spartanburg 

New Orleans, La. 
Baton Rouge 
Alexandria . 
Lake Charles 
Shreveport .... 
New Iberia .. 
Knoxville, Tenn. 
Memphis 
Chattanooga 
Nashville 

Little Rock, Ark... 


Naphthas-T. 


Min. Spiri 

Newark, N, J. 

3,600 gals. & over. 17. 

Steel bbis. 23 
Baltimore, Md. 

3,600 gals, & over. 15. 

Steel bbis. ... 24 
Washington, D. Cc. 

100-499 
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19 
18 
16. 
25 


ecroo ws co 


Steel bbls. ......... 


FUEL O1NS—T.W. 

No.1 No.2 Ne.4 Ne. @ 

Atlantic City, N.J. 14 13.0 vwox “ 

Newark, N. J. ... 13. 

Baltimore, Md. .. 13. 

Washington, D. C. 14 

Norfolk, Va. .... 
Danville 


“656 
2.59 
2.64 


Richmond 
Roanoke 
Charlotte, 
Hickory .... 


Ro. aa. OeeEo 


clude ie state tax. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for min. delivery 
of 1,060 gals.; for min. delivery of 2,500 gals 
price is $2.58 per bbl. 


(Prices are per imperial te 
gal. 


IMPERIAL arrive at price per U. 


OlL subtract 1/6th.) 
Esso Gasoline 
(Regular Grade) Kere 
Dealer Gasoline sine 
T.w. 
. John’s, Nfld, .. 
Halifax, N. 8. .... 
St. John, N, @... 
Charlottetown,P.E. L. 
Montreal, Que. ... 
Toronto, Ont. 
Hamilton, Ont. 
Winnipeg, Man... 
Brandon, Man. 
Regina, Sask. .. 
Saskatoon, Sask. 
Calgary, Alta. ... 
Edmonton, Alta. .. 
Vancouver, B.C. . 
(*) Price is for Esso Extra (premium), 
Taxes: Gasoline taxes are provincial taxea 
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22 
22. 
24 
24 
23 
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Oil PRICE SECTION 
Tank Wagon Prices (Continued) 












soc 
ONY VACUUM er 
Mobilgas Aircraft Mobilfuel MOBILHEAT No.4 Ne.6 
Grade Grade Grade Mobiigas (Regular Grade) Mobile Kerosine (No 2 Fuel) 0 
Gasoline 80 91 100 ©6Cons. Dir. . Dkr. T.C. Yard T.W. T.C. T.W. T7.C. Yard T.W. T.W. Ww. 
Taxes T.W. T.W. T.W. T.C. T.C. T.W. T.W. 

New York City: 97 
| TE Tee 6.0 dees 6 aee oeee oe eoee ST 3.2 eons ecee 14.4 cece 13.6 eeee eece 13.2 10.69 5. 
eG. kindecav ads 6.0 eeee sees eeoe esee cove 14.7 14.7 ease 11.6 14.6 eeee 13.6 oeee 10.4 13.3 10.69 5.97 
TIME cccduesccocs 6.0 eeee0 eee eeee cece cose 14.7 14.7 10.85 11.4 14.4 10.4 13.6 9.85 10.3 13.2 10.69 5.97 
GROOMS. o ccctvcccss 6.0 eees eee eee vee eoce 14.7 14.7 ee ease 14.4 PTT 13.6 os cece 13.2 10.69 5.97 
Richmond ........ 6.0 oes awe Sees eee once 14.7 14.7 10.75 11.2 14.2 10.3 13.3 9.75 10.2 12.9 10.69 5.97 

Albany, N. Y. ..... 6.0 21.5 22.5 eeee 13.7 13.7 14.7 14.7 11.05 11.4 coos 10.6 13.4 10.05 10.4 13.0 9.42 6.36 

Binghamton ........ no ases eae gees 14.7 14.7 15.8 15.8 12.45 12.8 15.7 12.0 14.8 11.35 11.7 14.3 ...- eoce 

| ae 6.0 21.0 22.0 24.2 14.5 14.5 15.5 15.5 12.45 12.8 15.9 12.1 15.2 11.45 11.8 14.7 se 10.2 

Jamestown ......... 6.0 coos cove eoee 14.7 14.7 15.8 15.8 12.45 12.8 16.1 eeee 15.1 11.85 12.2 14.6 ecee eoee 

Mt. Vernon ........ 6.0 eeee veoe Seee odes esse 15.0 15.0 11.35 11.7 14.7 ° 13.9 eeee 10.5 13.5 10.71 cece 

Plattsburg ......... 6.0 oaee obese épee eees cece 16.1 16.1 12.35 12.7 cece oe sees 11.45 11.8 14.4 cece eeee 

Rochester ..:...... e 6.0 29 21.9 23.9 14.4 14.4 15.5 15.5 12.55 12.9 16.0 ecee 15.1 11.55 11.9 14.6 oes cece 

BONED. occconccece 6.0 cece eese eeee 14.4 14.4 15.4 15.4 12.25 12.6 cece 11.9 14.8 11.25 11.6 14.3 ° eens 

Bridgeport, Conn. * eee eee rae rere: * we * 90.05. WO.08 cece  soese doer 9.95 9.95 13.1 eee 

Danbury ........6+. BM aces: 3 ' eens: 8 ee see's hele ideo: gaen! gece” Uline <inatnh edad. Coe’: Maes 

CN: ausapescas 6.0 seee ssee 13.8 13.8 15.1 13.6 11.35 11.5 Seco 10.9 13.8 10.35 10.5 13.6 ° cece 

de rr 6.0 20.5 ooee 13.5 13.5 14.8 14.8 10.95 10.95 .... 10.5 13.5 9.95 9.95 13.1 ° cece 

Bangor, Me. 8.0 eeee Sees 14.5 14.5 16.2 16.2 11.75 os 15.9 11.3 14.4 10.75 ..c- 14.0 ° cose 

Portland 8.0 22.4 23.4 13.8 13.8 15.0 12.4 11.05 oe 15.2 10.6 13.7 10.05 ° 13.2 . 

Boston, Mass. 6.3 19.0 20.0 13.7 13.7 14.9 14.9 10.95 es 15.4 10.5 13.8 9.95 13.4 ee cece 

Concord, N. H. . (© Se Sens ror ened oven 16.0 16.0 eéne on ase sobs 14.3 s« 13.9 m 

Lancaster .......... 7.0 cece oeee cece oe eee 17.4 17.4 er o* eee ee 15.8 14.3 sees 

Manchester ........ 7.0 or es sooo ces eee 15.7 15.7 case wd 16.1 es 14.4 14.0 . 

Portsmouth ........ ae & oe Yt Cee 14.4 14.4 15.3 15.3 SR asc. aees 1.1 13.9 13.5 

Providence, R. I. .. 6.0 19.8 20.8 22.8 13.7 13.7 14.9 14.9 10.95 een 15.0 10.5 13.7 cece 13.3 eoce ° 

Burlington, Vt. 7.0 eeee eevee eee 14.6 14.6 15.6 15.6 12.25 12.25 .... 1.9 14.5 11.35 14.1 coe 

SNELL in'ae todo sss 0% 7.0 ane ease 16.3 16.3 wees 2.9 peed woe 15.0 11.9 14.6 oose 

Tank Wagon Prices Buffalo N. ¥. City Rochester Syracuse Bos! Hartf Providence 

PE I. ns. oul ops'e bohedes a's Ubeaibiae somes 18.5 17.0 20.0 21.0 18.0 19.0 18.5 

Wes : vw cnn csndhabeccnebens cents 20.5 18.5 21.5 27.5 19.5 20.5 20.5 

ee es prices do not include 3% city sales tax applicable to price of gasoline (ex tax). 

unts: 


Mobil Kerosine—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, 0.5¢ for T.W. deliveries of 800 gals, or more. 
ma Mobilheat—Mt. Vernon T.W. less 0.5¢ for deliveries of 300 gals. or more. 
28: 
Syracuse V.M.&P, price is in stee) barrels. Jamestown T.C, prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


Mobil Kerosine and Mobilheat tank car prices are to bulk plant operators; tank car prices to commercial consumers are 0.15c higher. 
Mobilfuel Diesel tank car prices are to al ; 





cl. : car prices to bulk plant operators are 0.15c less, 
OHIO STANDARD 
Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. « ) Naphthas & Solvents—Cons,. T.W. 
Sehio Sehio Sohio Con- Re- 8.R. D.C. V.M.&P. Sohio 
Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- WN Varne- Sol- Kerosine No, 1 No. 2 
Taxes 80 91 100 T.W. ers 8.8. vent tha vent T.W. Sohio- Sohio-Heas 
Akron ..... cocccsee 6.0 22.0 23.0 26.0 18.2 14.7 18.8 20.0 21.5 21.5 20.5 20.5 13.9° 13. 12.9° 
CORREE ccccveccdce 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Cincinnati ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12. 
Cleveland ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Columbus ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
DAFOE  cecceccscecs G0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13. 12.9 
BRDR cccsccriscoces OM 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Mansfield ......... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
BUD. eds ccocpecs ) OD 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Portsmouth ........ 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Toledo .......+04.. 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9 13.9 12.9 
Youngstown ....... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
Zanesville ....... 6.0 22.0 23.0 26.0 19.0 15.5 19.8 20.0 21.5 21.5 20.5 20.5 13.9° 13.9° 12.9° 
pany? ~ cpeetens can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax Exemption Form 
- supplier. 
: Sohio A contract to hangar operators and resellers, 2c off consumer t.w. 

Kerosine, Nos. 1 & 2—Prices with asterisk (*) are for t.w, or drum deliveries of 100 gals. or more; less than 100 gals., 0.5c higher. Prices at 

other points are for t.w. or drum deliveries of 50 gals. or ; less than 50 gals., 0.5¢ higher. 

Naphthas—To con consumers off t.w. prices (except 


Lucas County) 300 to 999 gals., 0.5c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1¢; 
50 gals., tank wagot price, 50 to 249 gals., 0.5c; 250 to 499 gals., 1c; 500 gals. or over 1.5c. 
as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 


5000 or more gals., 1.5c. Lucas County: 
Notes: Renown (third-grad 
INDIANA STANDARD 

Tank wagon prices listed below were obtained 
Indiana bulk plants where the company’s prices 


less 
@) gasoline prices are same 


by NPN correspondents who visited Standard of 


are publicly posted. Kentucky 

















Red Crown (Reg. Grade) 
Red Cr’n. Red Cr’n. 8 iex Furnace Oi1_————— Standard K 
c— an — 1-99 100 gals. 100-174 175-999 a gals. = ~y _ ine 
WwW. WwW. Ww. gals. & over gals. gals. over 
Chicago, Ill. ... 17.3 i 6.0 iss cone see aye AED one Dealer Taxes T.W. 
South Bend, Ind. 18.0 ,13.9* 6.0 16.6 15.3 14.3 Covington, Ky, ........ 14.4 9.0 14.5 
Detroit, Mich. .. 16.9 14.8* 6.5 15.5 14.6 13.6 Lexington ......+..-.-. 16.5 9.0 15.1 
Mpis.-St. Paul . 17.5 15.5° 7.0 16.4 15.0 PREY. EEN 0 00 6.068650 00% 15.2 9.0 14.4 
Des Moines, Ia.. 16.9 15.4 6.0 15.8 14.2 13.2 Paducah 14.7 9.0 14.1 
St. -Louis, Mo... 16.7 15.2 6.0 15.5 13.6 12.6 Jackson, Miss 15.7 9.0 14.3 
Wichita, Kans, . 14.4 14.0 7.0 14.0 12.2 11.2 Vicksburg 15.2 9.0 13.8 
Omaha, Neb. .. 17.0 15.5 7.0 15.5 13.9 12.9 Birmingham, Ala. 15.7 9.0 14.6 
Fargo, N. D. .. 18.3 16.8 7.0 17.3 15.6 14.6 pets adpa Mobile .. 15.0 10.0 14.3 
Huron, 8. D. .. 18.2 16.7 7.0 17.2 15.5 14.5 a cha’ Montgomery -- 15.8 10.0 14.7 
Milwaukee, Wisc, 17.6 16.1 6.0 16.5 15.0 14.0 aes ae: ihe Atlanta, Ga. .......... 15.9 8.0 14.3 
BMRB occ ccvevssces 16.4 8.0 16.0 
Fuel Oils—T.W.—Chicago, Ill, TEXAS Macon .....e.ceee cocoe BD 8.0 14.4 
Standard (Regular Grade) Kerosine Savannah ......... once WS 8.0 15.1 
Heater Oi! Furnace Oil co. Dealer Jacksonville, Fla. ..... 15.2 9.0 15.05 
1-99 gals. ........ % 15.8 14.8 T.W. Taxes T.W. Miami .......... Feekes 15.2 9.0 15.15 
100-149 gules. ........ 14.8 esse Dallas, Tex. 14.0 6.0 12.80 PORERGGER.. 600080 o0 00000 15.0 10.0 14.0 
150 gals. & over .... 14.3 sips Fort Worth ..... 14.0 6.0 12.80 Tampa ........ coscesee 15.0 9.0 15.0 
100-399 gals. ........ choo 13.8 Wichita Falls ... 14.0 6.0 12.80 
400 gals. & over .... isa 13.3 Amarillo ........ 14.0 6.0 12.80 Taxes: 
ery — Fp vases sues --4r ry aie Gasoline tax column includes these city & 
1-749 gals. ......... 10.15 9.0 San Angelo ..... 14.0 6.0 12.80 county taxes: Mobile, 2c city; Birmingham, 1¢ 
750 gals. & over... 94 8.25 A aaa capitals 14.0 6.0 12.80 county; Montgomery, 1c city & 1c county; Pen- 
Taxes: St. Louis, Mo., gasoline tax includes 1c Austin |... pene 6.0 12.80 ee ee oe ee 
city tax. Des Moines, Ia., kerosine and furnace Houston ........ 14.0 6.0 12.80 prices: oe erosine, 1c; Montgomery, ker- 
oil prices do not include 4c state tax. State San Antonio .... 14.0 6.0 12.80 osine 1c; Mississippi, kerosine 0.5¢c. 
sales, occupation, consumer & use taxes to be Port Arthur .... 14.0 6.0 12.80 Notes: 
added where applicable. Notes: Dealer t.w. prices apply also to all - ° 
* ‘"Temporary”’ price. classes of consumers with minimum delivery Consumer t.w. prices are same as net dealer 
x Effective Dec. 3. of 50 gals. prices. 
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DISPLAYED: Sévestiooments set in special type or with border— 

$13.50 per column inch. 
UNDISPLAYED: “For Sale” a. F to Buy”, “Help Wanted” 
ous classifica- 


dons set in te thin aise wid t border—30 ts d. Minim: 
out borde: cen w 
charge $7.50 per inserti ates ie 


CLASSIFIED 





‘Positions Wanted’’—15 cents a word. Minimum charge $3 per insertion. 
Box niuimber counts 2 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 
No agency commission or cash discounts on classified advertisements. 





For Sale 


FOR SALE: 3750 Gal.—3 Comp.—1941—Freu- 
hauf—single axle trailer—2 Grav. meters— 
Excellent condition—Best offer. BURKE OIL 
CO., Franklin & Circle Sts., Forest Park, Il. 


For Sale 


For Sale: Model 702 Diamond T. Tank Truck 
5 compartments Streamlined Tank 1340 Gal. 
Capacity, A-1 condition price a, 00. E, D. 


LLOYD, Box 351, 
FOR SALE: 1952 Ford 6 cy F-6 practically 
new, 3025 gallon tank trailer 4 compartments 
air over hyd brakes, Marlow pump and meter. 
GODFREY SMITH, P.O. Box 
see, Florida. 

gation. BOX 731. 
1946 GREAT DANE, 5000 gallon capacity, 3 
compartment—2000, 1000, 2000, 3” combina- 


2-25% original, 2-75% recap 11:00 x 24 tires, 
Budd wheels, 6” West, air brakes, telescopic 
landing gear. Price. .$1950.00. 1946 Fruehauf, 
3000 capacity, 3 compartment, 2%” combina- 
tion cross and check valves, meter with by 
pass, 75% original 9:00 x 20 tires, cabinets 
on both sides, good red paint, 6” vacuum 
brakes, steel spoke wheels, vertical landing 
gear. This unit is very clean. Price. .$1850.00 
Contact M. 8. SWIECICKI, 534 Washington 
Terrace, Audubon, New Jersey, Phone Lincoin 
37-5387; or GArfield 6-4140 in Philadelphia. 


For Sale: Anti-Freeze, 
tion cross and check valves, cross-over line, cases). Nutrozone Permanent type. This anti- 

P freeze is first class. We have sold it for four 
seasons, Special low price $1.25 per gallon, 
freight prepaid, minimum order 450 gallons. 
HARRY HUBER OIL CO., Lake 


1700 gallons (6-1 gal. 


Position Open 


Wanted: Experienced refinery operators, will- 
ing to travel, college education advantageous 
but not required. Reply to BOX 727, 


Position Open 


Wanted—Qualified man as Assistant Superin- 
tendent of large and growing Terminal Chi- 
cago area. Starting salary $6,000. Address full 
outline of experience and background to BOX 
729. 


Garden State location, established fuel oil bus- Plant Mngineer—Must be graduate or me- 
iness in Northern New Jersey, one quarter mil- 
900, Tallahas- lion gallon storage, office, 
trucks in fine condition. Worth your investi- 


chanical engineer. To supervise plant mainte- 
nance, lay-out, equipment and process design 
ease sone Coerery material handling, etc. Opportunity to de- 
velop into production management lines Con- 
tact A. J. DANIEL, PRESIDENT, BATTEN- 
FELD GREASE AND OIL CORPORATION, 
3148 Reanoke Road, Kansas City, Missouri. 


Unusual opportunity for advancement for man 
between 28 and 42. Major oil company desires 
sales representative for New Mexico-Arizona 
territory. Essential to have sales experience 
including knowldge of application of oils and 
greases. Compensation includes salary, bonuses, 
car allowance, and travel expensés. Travel by 
automobile and commercial aircraft. Suggested 
residence to be El Paso or Albuquerque. Replies 
confidential. All of our sales representatives 
are aware of this ad. BOX 730. 


Charies, La. 





Oil Price Index Unchanged 


WASHINGTON—Bureau of Labor Statistics’ whole- 
sale oil price index, based on Platt’s Oilgram quotations, 
was unchanged for third straight week. Current index 
is shown below in comparison with corresponding week 
a year ago (1947-49 equals 100): 


Dee. 2, 1952 Dec. 4, 1951 
Crude and products .. ee > 110.8 
Crude oevs — 9. 109.0 
Refined petroleum _ cosh ae . 111. 
Gasoline .... sovgeman a 114. 
Kerosine ‘ hiesegcms 5 112. 
Distillate fuels Sav scnenen ous . 113. 
Residua] fuels ......... sesocsea ‘ 99. 
BORON GED occ ccrcsccscacees 96.5 102. 
Natural gasoline ...... coco SRA 101. 


oe oou-cte 


Bureau’s wholesale price index for other commodities 
was up 0.2% to 110.2 for week ended Dec. 2. Bureau 
corrected last week’s figure to 110.0. 


Spot Quantities of LP-Gas Available 


TULSA—Cold weather over much of the Midwest area 
as yet has not tightened supplies of liquefied petroleum 
gases, according to Mid-Continent sources Dec, 3. Sup- 
plies of most products still can be purchased in spot 
quantities. 

In spite of sleet storms that have slowed operations 
at a number of natural gasoline plants, only one pro- 
ducer says that he has experienced any delay in filling 
orders—one day’s lag at shipping points in Texas. On 
other hand, most reports are that propane and butane- 
propane mix can be bought spot at prevalent contract 
prices. One reseller cited offering of propane held for 
4.25c, up 0.25c from recently, adding, however, that in- 
asmuch as he has made no sales past week the boost 
in his opinion appeared “hasty.” 

Prices of principal producers are unchanged at 4c for 
propane, 4.5c for butane-propane mix, and 5c for butane, 
Group 3. 

Butane is more closely held than other products be- 


cause of its use currently for motor fuel blending, trade 
sources report. 


In the East, production snags have been eliminated 
at two plants that recently were shut down for several 


DECEMBER 10, 1952 


days; propane is closely held at New York and Philadel- 
phia. In the Southeast, a few cancellations of orders 
placed previously by jobbers were reported. 


IPAA Crude-Products Price Spread Drops 


WASHINGTON—November spread between crude oil 
and refined products price averages as computed by In- 
dependent Petroleum Assn. of America for nine refinery 
markets and eight crude petroleum areas including Cali- 
fornia, narrowed by 1c per bbl., while spread for area 
East of California was unchanged for fourth straight 
month, report of association Dec. 8 showed. 


With California included, gasoline average was down 
0.07c gal., effecting decline of 0.02c (1c Dbl.) in average 
for four principal refined products and, with crude av- 
erage unchanged at $2.56 bbl., crude-products spread de- 
clined from $1.02 to $1.01. Spread for November last year 
was $1.14. 

With California excluded, crude-products spread was un- 
changed at $0.88 bbl., as compared with spread of $1.03 
for November 1951. 

“IPAA’s averages for November 1951, and October and 
November 1952, compare as follows: 


Table I—California Included 

Refinery Markets 1951 
Refined products in 9 Nev. 
Motor Gasoline (c gal. ) « ohae 11,41 
Kerosine (c gal.) .... 0 ontede 9.84 
Light Fuel (c gal.) ..... ob 8.62 
Heavy Fuel (c gal.) .... — 4.39 
Average above 4 products: 
Cents per gal. .. 4 8.81 
Dollars per bbl. dee « 3.70 
Crude Pet. in 8 areas (§ bbl. y wed» 2.56 


Table Il-—-California Excluded 

Refined products in 8 Nov. Nov, 

Refinery Markets 1951 1952 
Motor Gasoline (c gal.) ......... ; od 11.30 
Kerosine (c gal.) eer - ‘ 9.3 9.4! 9.43 
Light Fuel (c gal.) ......... : a 33 8.41 
Heavy Fuel (c gal.) ‘ : A 3.26 3.26 
Average above 4 earnest 
Cents per gal. .. ; “4 . 36 8.36 
Dollars per bbl. i a-é2 3. 3.51 3.51 
Crude Pet. in 7 areas’ ‘$s bbl.) ; 62 2.63 2.63 


Prices shown above are weighted averages based on low quotations 
as published in NATIONAL PETROLEUM News, and prepared by IPAA to 
reflect trend in oil prices and should not be interpreted as showing 
actual sales realization for producers or refiners. 

(See Oct. 15 NPN, p. 63 for weights allotted by IPAA to the various 
refinery districts, products and crude). 
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GASOLINE STOCKS DISTILLATE—KEROSINE STOCKS COMBINED 
160 
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¥ wv 
z 
Be. 5 
= 404 2 
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04 
1948 1949 1950 1951 | SEPT. ocT. NOV 1948 1949 1950 1951 |SEPT. oct. NOV 
NOVEMBER 1952 NOVEMBER 1952 
Gasoline Stocks Distillate and Kerosine Stocks Combined 
a eres ~' 78 Re East of Rockies West of Rockies 
? x Bbis. Bbis. 
1948 (Nov. 30) 84,233,000 11,356,000 1948 (Nov. 30) 93,855,000 15,883,000 
1949 (Nov. 30) 87,598,000 17,109,000 1949 (Nov. 30), 97,853,000 15,626,000 
1950 (Nov. 30), 94,134,000 14,871,000 1950 (Nov. 30) 99,552,000 12,087,000 
1951 (Nov. 30) 98,369,000 13,659,000 1951 (Nov. 30) 115,993,000 8,872,000 
1952 (Nov. 30) 112,242,000 14,591,000 1952 (Nov. 30) 137,337,000 12,843,000 
1952 (Oct. 31) 106,148,000 14,415,000 1952 (Oct. 31) 140,733,000 13,104,000 
1952 (Sept. 30) 106,492,000 14,499,000 1952 (Sept. 30) 140,274,000 11,999,000 
280 4 
240 
w wn" 
iu Fr 
@ 200- « 
a a 
< < 
ao a 
ae re) 
“ “w 
z z 
Oo 1204 ° 
2 : 
= = 
80 - 
40 + 
" 19 1949 1950 =—*1951 T NOV 0 
PT. 
2 a et 1948 1949 1950 1951 |Sepr. OCT. NOV 
NOVEMBER 1952 
NOVEMBER 1952 
Crude Oil Stocks 
East of Rockies* West of Rockies Residual Stocks 
Bbls. Bbis. East of Rockies West of Rockies 
1948 (Nov. 30) 214,938,000 35,128,000 Bbls. Bbls. 
1949 (Nov. 30) 218,728,000 37,282,000 1948 (Nov. 30) 40,267,000 36,766,000 
1950 (Nov. 30) 219,921,000 30,095,000 1949 (Nov. 30) . 28,593,000 36,519,000 
1951 (Nov. 30) 232,469,000 28,631,000 1950 (Nov. 30) 28,556,000 16,492,000 
1952 (Nov. 30) 1951 (Nov. 30) 30,735,000 14,643,000 
1952 (Oct. 31), 236,941,000 31,594,000 1952 (Nov. 30) 33,233,000 19,768,000 
1952 (Sept. 30) 233,983,000 30,740,000 1952 (Oct. 31) .. 33,819,000 19,473,000 
* Includes foreign. 1952 (Sept. 30), 36,566,000 19,634,000 
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RUNS TO STILLS—CRUDE PRODUCTION Crude Runs to Stills 


East of Rockies West of Rockies 
far RUNS TO STILLS b/d 
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Crude Oil Production 


East of Rockies 
b/d 


SSS 
SS 


SS 


SS 


S 
SSS 


1948 (Nov. 30) 4,721,500 
1949 (Nov. 30) 4,337,900 
1950 (Nov. 30) 
1951 (Nov. 30). 
1952 (Nov. 30) 
1952 (Oct. 31) 
1952 (Sept. 30) 
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MILLIONS OF BARRELS DAILY 
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(Figures used for charts and tables are from Bureau of 
Mines report for 1948-51 and September, 1952. The fig- 
ures for October and November 1952 are from API 
: weekly statistics—figures used are for date nearest to 
1948 «1949-1950 1951 | SEPT. ° end of month and will be revised as Bureau of Mines 
NOVEMBER 1952 reports become available). 
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Gasoline Consumption by States August 19521 


(Ameri Petrol Institute Figures) 








Month of. 
o 


f ——8 Months Ending With—— 
duly 1952 August 1952 August 1951 
Gallons Gallons Gallons 


August 1952 August 1951 
Gallons Gallons 
451,372,000 426,462,000 
200,900,000 174,221,000 
296, 266.000 281,487,000 

2,974,140,000 2,902,786,000 

: 331,290,000 

359,402,000 

73,087,000 

136,871,000 

650,027,000 

565,833,000 

146,563,000 140,127,000 

,611,752,000 599,419,000 

923,320,000 877,604,000 

682,617,000 657,177,000 

564,841,000 526,304,000 

437,640,000 407,472,000 
418,546,000 
166,591,000 
425,258,000 
688,271,000 
404,058,000 
669,189,000 
328,797,000 
891,339,000 
174,141,000 
348,419,000 
63,343,000 
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Alabama 

Arizona ... 

Arkansas 

California 

Colorado .... 
Connecticut 

beep SLE 
District of Columbia .... 
Plorida ............ 
Georgia .... 

ne twee 

Illinois 

Indiana .... 

Iowa 

Kansas 

Kentucky . 

Louisiana .. 

Maine ... 

Maryland ....... <. 
Massachusetts .......... 
Michigan 

Minnesota 

Mississippi 

Missouri 

Montana . 

Nebraska 

BONNEY iab6 a6 ben his asco 
New Hampshire ........ 
New Jersey ...... 

New Mexico .... 
ae eee 
North Carolina ... 


North Dakota .. 
Ee S bas cecasee 


57,781,000 55,718,000 56,391,000 
23,837,000 21,534,000 
36,341,000 37,941,000 
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136,643,000 
25,659,000 
284,871,000 
88,349,000 


31,992,000 36,105,000 
225,381,000 212,682,000 
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58,190,000 57,214,000 
227,219,000 226,335,000 
17,603,000 

49,107,000 

34,377,000 

65,915,000 

314,545,000 

23,595,000 

11,926,000 

87,798,000 

73,820,000 

36,877,000 

106,781,000 

18,224,000 18,503,000 


379,718,000 364,874,000 
,633,182,000 568,832,000 
124,336,000 

384,791,000 

197,272,000 269, 
547,202,000 524,282,000 
2,494, 031,000 2,347,111,000 
157,279,000 , 

70,954,000 

657,917,000 

504,707,000 

267,489,000 

725,543,000 

100,503,000 
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Total 47 States and D. of C. 4,222,623,000 4,081,876,000 . 30, 115,082,000 28, 762,389,000 
Daily Average 136,214,000 131,673,000 . 123,422,000 118,364,000 
Change from previous year: 
Total change psusesibess'’s + 16,285,000 + 1,352,693,000 
Percentage change in Daily Av. +.4% +4.27% 


t These are State tax rates per gallon. In addition there is the federal tax of 2c per gallon. 

* Not available at time of publication. Oklahoma, July, 1952, 70,620,000 gals. 

t In general, these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or 
nontaxable purpose. 
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Teamwork at the Top Sells More TBA 





BY W. J. MATSON 


There are many advantages to 
both TBA supplier and oil company 
in the sale and distribution of TBA 
merchandise. Among the advantages 
benefiting a supplier that an oil com- 
pany offers are: 


1. Distribution—Through the co- 
operation of an oil company, a sup- 
plier gains distribution through a 
dependable source of dealer outlets. 
But a supplier must not assume that 
because the oil company is sold on 
the product that all dealers will au- 
tomatically buy it. 


2. Product Prestige—Display in a 
group of service stations gives im- 
mediate recognition to the quality of 
a product. While additional selling 
effort may be needed to ring up the 
sale, the familiarity with the product 
gained by the consumer by repetiti- 
ous impressions, greatly enhances 
the possibility of a sale. 


3. Sales Promotion—Many oil com- 
panies provide sales promotional ma- 
terial on TBA products without com- 
pensation or assistance from the 
supplier in addition to what the sup- 
plier provides. 


4. Supplemental Sales Force —— 
Most oil companies expect their en- 
tire force of field representatives, 
merchandisers, or other salesmen or 
supervisors to further the sale of 
TBA items at every opportunity. 
The supplier gains substantially in 
the number of at least “part-time 
salesmen” in the field. 


5. House Organ Publicity—Most 
oil companies distribute a house or- 
gan to dealers and sales personnel, 
and suppliers benefit from the ar- 
_ ticles which describe their products 
or successful methods of selling and 
installing them. 


6. Retail Credit Facilities—oOii com- 


How do oil companies and their TBA suppliers pull 
together to boost sales? 

This was the question answered by W. J. Matson, 
TBA supervisor of Tide Water Associated Oil Co. at 
the recent Oil Industry TBA Group meeting in St. 
Louis. He took a close look at mutual advantages 
in the oil company-TBA supplier relationship. And 
he discussed in detail what it takes to keep field sales 
effort running smoothly. Following is a partial text 
of Mr. Matson’s talk. 


panies offer the consumer convenient 
credit so often necessary to the con- 
clusion of a sale. 


7. Minimum Credit Risk—In sell- 
ing to an oil company, the manu- 
facturer reduces credit risk to a 
minimum. 


8. Geographical Inventory Distri- 
bution—Those oil companies that not 
only maintain TBA stocks in their 
own warehouses, but also set up 
their petroleum distributors or job- 
bers as their sub-jobbers on TBA, 
provide greatly expanded geograph- 
ical distribution of wholesale inven- 
tories available to the retail trade. 


9. Stability as Customer—<An oil 
company usually gives careful con- 
sideration to an item or line before 
including it in its TBA program, and 
such deliberation assures stability 
after the item is approved. 


Any oil company has a consider- 
able investment in its service sta- 
tion personnel, whether they be com- 
pany employes or lease operators. 


It is difficult to measure this cost, 
not only in the time spent by oil 
company people in the development 
of the dealer or employe, but also in 
the loss of profit due to the lower 
interim throughput of the station. 

In present service station opera- 
tions, the profits from TBA are a 
necessity to the dealer’s livelihood. 
Therefore, to make certain that the 
dealer has sufficient income to re- 
main satisfied and enthusiastic about 
his occupation, it follows that the 
oil company must help him develop 
and maintain a suitable TBA volume. 

The average oil company repre- 
sentative, being petroleum-minded, 
is not as efficient selling tires, bat- 
teries, or accessories as the tire 
salesman, the battery salesmen, or 
the parts house representative. His 








advantage lies in his close relation- 
ship with the dealer. He is usually 
able to sell TBA along with petro- 
leum products during the same call. 
This results in an efficient selling 
operation—when TBA selling effort 
is confined to the oil company’s own 
dealer. 

Promotion Limited—In the prep- 
aration of promotional material, in- 
cluding window posters, banners, 
“A” boards, handouts, tire racks and 
stands, battery stands, and other 
similar material, the oil company 
usually follows a design and color 
continuity that corresponds to its 
over-all program. This limits the 
use of such material to the regular 
outlets of the company. 


It is now a well-accepted fact that 
tires and batteries are definitely an 
integral part of service station op- 
erations. Only the development of 
more sales on these items is consid- 
ered by the oil company TBA de- 
partments. However, all acces- 
sories are not necessarily good items 
for service stations or oil companies 
to handle. In evaluating an item, 
we must analyze it from the follow- 
ing standpoints: 

Is it a functional part of an au- 
tomobile ? 


Most items in an oil company’s 
accessory line are successfully sold 
only if they are functional parts of 
an automobile or are necessary for 
its maintenance. Such accessories 
as spark plugs, fan belts, lamp bulbs, 
oil filters, and brake fluid can read- 
ily be sold to the service station op- 
erator by the oil company salesman 
and can likewise be readily sold by 
the station operator to his custom- 
ers. 

Additional service products, such 
as car polish, radiator chemicals, 
and tune-up oils—although not ac- 
tually functional parts of a car— 
can be included in this category. 
These things are normally sold in 
substantial volume by the station 
operator. 

Accessories that are not function- 
al parts of a car—including such 
items as sun visors, wheel rings, or 
other units used to decorate a car— 
are much harder for the oil company 
salesman to sell. 


Nevertheless, some oil companies, 
especially those operating on an 
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..- take the handcuffs off your business 


You are free to run your business as you choose when 
you sign up with Cooper. There is no outside inter- 
ference, no meddling in your affairs. 


For example: You set and maintain your own fair 
retail prices. Cooper doesn’t force you to participate 
in any special discount sales. Doesn’t water your 
profits down at peak selling seasons of the year. 
And your profit margins will be-consistently higher 
because Cooper gives you a double service guarantee. 
You sell guaranteed tire performance, rather than 
price. You make the first sale easier. You get the 
repeat business easier. 


TIRE & RUBBER COMPANY 


Factories at Findlay, Ohio 
TIRES © TUBES + BATTERIES * ACCESSORIES * REPAIR MATERIALS 


DECEMBER 10. 1952 


There are many other sound reasons why a Cooper 
franchise takes the handcuffs off your business. Full 
details are yours— without obligation, of course. 
Write today . . . right away. 


dealers go ahead .. . 
when they go Cooper 
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TIRE RECAPPING can be important part of oil company TBA programs when stations are equipped Jike this. 
recapping facilities of big Tide Water truck-car station in Fresno, Calif., which can handle any size tire up to 11.00 x 22 
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Picture shows 





override basis and not involved with 
their own stocks, have, through some 
of their dealers, sold a considerable 
volume of home supplies and appli- 
ances. A few oil companies have 
marketed with satisfaction such 
items as outboard motors and fish- 
ing tackle. 

There are some non-automotive 
items which have proven good sell- 
ers in service stations and good prod- 
ucts to be handled by an oil com- 
pany. These items include flash- 
lights and flashlight batteries, house- 
hold oil, and lighter fluid. In this 
latter case, however, merchandise of 
this type has been handled success- 
fully by service station operators 
over a period of years, and the.pub- 
lic has become accustomed to find- 
ing it generally available at service 
stations. 

Can it be easily installed by serv- 
ice station help? 

A successful accessory item, re- 
quiring installation on an automobile, 
must be one that is not complicated 
nor difficult for the average service 
station operator, and especially his 
less-trained help, to install. While 
most of the accepted accessory prod- 
ucts can be installed without too 
much difficulty, it is important that 


the catalog and installation data be 
available and understandable to the 
operator. 

The damaging effect on an oil 
company’s reputation caused by ig- 
norance or carelessness in the in- 
stallation of accessory items is suf- 
ficiently important to discourage the 
sale of those items that are likely 
to bring on this problem. While 
there may be dealer outlets with 


qualified help and suitable equipment | 


to make complicated installations 
and delicate adjustments, an oil 
company cannot take on the handling 
of such items and restrict their sale 
to only certain specified accounts. 
It is forced to limit its accessories 
stock to those which can be success- 
fully sold without difficulty to all 
classes of dealers. 

Is it an expendable item? 

To have good turn-over in an oil 
company TBA line, the item should 
be one which wears out or ceases to 
function in a reasonable length of 
time. Again we can include oil 
filters, fan belts, spark plugs and 
light bulbs in this category. 

Can it be sold with minimum deal- 
er effort? 

The average service station op- 
erator, being primarily concerned 


with the sale of gasoline and motor 
oil, will not expend the sales effort 
necessary to sell many TBA prod- 
ucts. Items of strictly a preventa- 
tive or insurance type, which require 
a great deal of sales effort, have 
proven impractical in service sta- 
tions. It is difficult to convince a 
customer who has never had a fire 
in his automobile to buy a fire ex- 
tinguisher. 

Is it available in a minimum num- 
ber of grades or types? 

A service station operator cannot 
afford to carry an unlimited number 
of items in a particular category in 
order to be able to serve the many 
makes and models of cars among his 
clientele. Those manufacturers who 
have been successful in limiting the 
inventory requirements of the deal- 
er by product design, have general- 
ly been the most successful in ob- 
taining dealers’ business. 

If the item is a chemical, can it 
be sold by simple demonstration or 
selling story? 

The most successful way to sell 
an auto polish is by demonstration, 
and demonstration is also possible 
with many radiator chemicals. To 
have good sales possibilities, a chem- 
ical product should be easy to dem- 
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FLEXIBLE, rubber. 
mounted posts ab- “NONSPILL” safety vents 
sorb shock, prevent ' prevent acid spilling over 
battery leakage —\ —protect adjacent vehicle 
and snapping of 


terminals. 4 ~ aB ? e534 {7 








HIGH - POROSITY sepa. 
rators permit quick 
release of power. 


PEBBLED SURFACE 
and staggered con. 
struction of inter- 
locking V-shaped 
grid bars hold 
superactive oxides 
in place — assure 
longer life. ‘ 





sa? : CHEMICALLY SET 
If it's engineered and made itis eceamin eee 


by Globe Union—it's RIGHT eee : | @ power, prolong bat- 


ale ce os 





Builders of quality batteries 
for original equipment and for 
mass merchandising under the 
trade names of GLOBE-UNION 
and leading private brands. 


GLOBE-UNION ING. wuwavxee 1, wisconsin 


Battery Production Plants At: ATLANTA, GA. © BOSTON, MASS. ® CINCINNATI, O. © DALLAS, TEXAS ® EMPORIA, KANS. © HASTINGS-ON-HUDSON, 
N. Y. © LOS ANGELES, CALIF. © MEMPHIS, TENN. © MINERAL RIDGE, O. © OREGON CITY, ORE. © PHILADELPHIA, PA. © REIDSVILLE, N. C. 
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More than a new tire... 


BRAND NEW BUSINESS FOR YoU ! 





With this great new Armstrong Rhino- 
Flex Premium you can grab off the biggest 
chunk of the high profit premium market 

. because this tire is loaded with new 
patented sales features—yes, 4 “world’s 
firsts” found in no other tire! 





Call your Armstrong distributor today! 
He’s got the product... he’s got the pro- 
motion. Spreads in Saturday Evening 
Post, Look, Time, Collier’s, plus traffic- 
building mat ads, direct-mail, window 
and point-of-sales displays! Armstrong 
Rubber Company, West Haven 16, Conn.; 
Norwalk, Conn.; Natchez, Miss.; Des Moines, 
lowa; 601 Second Street, San Francisco, 
Calif. Export Division: 20 East 50th Street, 
New York 22, N. Y. 


Did. most powerful 


persuuder in tire history . . . 
a oe GUARANTEE 


FOR 3 YEARS* 
against all road hazards! No limit on mileage! 


*Unserviceable tire will be replaced by comparable 
new tire with full credit for period of guorantee not 
realized. 











NEW INTERLOCKING SAFETY NEW INTRA-TREAD BUMPERS! On curves, NEW UNI-CUSHION CONTOUR! Armstrong NEW SILENT TRACTION DESIGN} 
TREAD! Provides 2640 ordinary tires vibrate, squeal. In Arm- Premiums’ broad-shouldered construction (A) Tires “sing” when traction slots 
extra gripping edges for strong Premiums, intra-tread bumpers con- distributes pressure evenly, places uniform ond design follow same vibration 
greaterhold forward,back- tact tread ribs—mvuffle annoying noise. load on each rib. Eliminates fast wear, pattern. Armstrong's (B) opposing 
wards, sideways. Called world’s first squeal-proof tire. bumpy rides, and hard steering. vibrations cancel noise, hum. 
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SERVICE PLAQUES are presented by William R. Kelley, sales promotion manager for Sinclair Refining Co. to Sinclair dealers 


at one of a series of fall dealer meetings held in connection with Sinclair's new advertising and point-of-sale program. 


Left to 


right: M. P. Gill, assistant branch manager, Charleston; W. H. Boulware, sales representative southeastern South Carolina; C. 
M. Altman, Jr., Sinclair dealer, Summerville, $.C.; Mr. Kelly; H. E. Douty, dealer at Mt. Pleasant, S.C.; and F. A. Quarterman, 


dealer at Charleston, S.C. 





onstrate or, at least, have a simple, 
effective selling story. 


TBA Supplier's Role 


We have reviewed some of the ad- 
vantages to the supplier in the oil 
company-supplier relationship. To 
earn these advantages, the supplier 
should co-operate by providing mer- 
chandise and services as follows: 

1. Quality Merchandise—Some oil 
companies have extensive quality 
control facilities to guarantee the 
performance of the merchandise they 
handle. Others depend on past ex- 
perience, plus the reputation of the 
supplier. Nevertheless, it is manda- 
tory that the supplier keep his prod- 
uct not only of the highest quality 
but also up-to-date. 

“Up-to-date” means two things: 
First, it must be suitable or adap- 
table to new cars as they come on 
the market; and, secondly, it must 
be up to the quality and advanced 
designs of its competition. This is 
particularly important in tires and 
batteries. 

2. Sales Material and Advice—The 
supplier can, and usually does, de- 
velop sales promotional material to 
aid the movement of his merchan- 
dise. As a specialist, and because he 
can concentrate on the subject, he 
is normally able to produce more ef- 
fective selling aids. 

8. Service Engineering Aid — The 
supplier can offer valuable field as- 
sistance through sales engineers, es- 
pecially when called upon for tech- 
nical advice or malfunction of the 
product on the consumer’s vehicle. A 
first-class supplier not only has such 
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engineers available, but also uses 
their field experience to further im- 
prove the quality of their product. 

4. Field Assistance — To achieve 
maximum sales volume, a reason- 
able amount of missionary work is 
necessary. By “missionary” work, I 
mean not only the first or initial 
field coverage by salesmen of both 
oil company and supplier, but also 
repeat calls made from time to time. 

One of the most difficult problems 
facing oil company TBA departments 
and suppliers is the efficient use of 
the field men available for mission- 
ary work. 

Meetings with salesmen should be 
small ones, allowing for informality 
and questions by the salesmen. Nat- 
urally, the salesman with few ques- 
tions or doubts remaining in his 
mind is better able to make sales. 

TBA warehouse personnel should 
not be overlooked in this meeting 
schedule, as they often deal directly 
with the dealer and should also be 
well-versed in the features and ap- 
plication of the product. They com- 
pare with counter salesmen of the 
auto parts store and can aid sub- 
stantially in dealer sales contacts. 

Salesmen’s meetings should be as 
short as possible for two reasons: 
First, to conserve the time of the 
oil company personnel; and second- 
ly, to prevent boredom from reduc- 
ing the effectiveness of the presenta- 
tion. They should be informative 
and accompanied by cut-away mod- 
els, charts, or other available mate- 
rial for complete product coverage. 
“How to Sell the Dealer” is an impor- 
tant theme to be presented at these 
meetings, but most important are 


the best methods by which the deal- 
er can sell the item to his customers. 

Dealer Calls—We have found that 
these meetings, followed by dealer 
calls by the oil company salesman 
in company with the supplier’s man, 
are most effective. We have also 
found it necessary for the number 
of such calls to be limited to those 
that can be made in one day or even 
a half day. Such limiting of calls 
allows the supplier representative to 
arrange companion calls with all of 
the salesmen at the particular 
branch, while at the same time not 
detracting too much from the reg- 
ular duties of the salesmen. 


Oil company sales personnel who 
call on the dealer trade usually have 
other responsibilities besides selling 
TBA. Such responsibilities take a 
great deal of time, and it is there- 
fore necessary that the time spent 
with the supplier’s representative be 
utilized. efficiently. One way to do 
this is to let the supplier representa- 
tive make the sales presentation and 
answer the questions on the first 
couple of calls and to allow the oil 
company salesman to do likewise on 
the next several calls. 

This policy gives the oil company 
salesman the “feel” of selling the 
product. 

A good method of getting over a 
product and sales story is the dealer 
meeting. It may not be practical 
for a single supplier or the oil com- 
pany, or both, to undergo the ex- 
pense of such a meeting, but the 
combination of two or three sup- 
pliers and the oil company justifies 
the pro-rated expense to each. 

Through the informal type of 
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meeting, the specialist can get his 
point over without interruption; he 
can answer questions that will clarify 
in the dealer’s mind any of the prob- 
lems lingering there. The specialist 
can often draw upon the experiences 
of one of the dealers present to help 
get over the point, so that other 
dealers give the story more credence. 


The Missionary—We can’t change 
our physical make-up, but we can, 
on occasion, select the right type of 
individual to perform a particular job. 

The ideal specialist is a friendly, 
helpful but effective salesman who 
understands successful station op- 
eration, likes to travel and work 
hard, and takes great pride in doing 
this particular job well. I know that 
many suppliers are looking for this 
man right now and that he is hard 
to find. But to trust that the job 
will be done by just any individual 
is a great mistake. 

Up-to-date information in clear, 
easy-to-find form is necessary for 
the average service station operator. 
Without such information he will 
shy away from potential sales. 


Inventory Guidance—One of the 
most important contributions that 
can be made by a supplier is compe- 
tent inventory guidance. The usual 
oil company sales organization is en- 
thusiastic only over current, fast- 
moving lines. 

Their limited time does not allow 
for the extra effort required to clear 


obsolete, slow-moving items from in- 
ventory. 


The constantly changing nature of 
the American automobile produces 
continual changes in the popularity 
of specific items in the TBA field. 
These changes, together with the ob- 
solescence of once popular items, can 
often upset the most careful plan- 
ning of the oil company-supplier 
team. The method and promptness 
of disposing of the obsolete prod- 
ucts is important and should be ac- 
complished with little or no loss to 
the oil company. 


Product obsolescence in the petro- 
leum business is rare and is difficult 
for oil company TBA men to under- 
stand. 


I am sure that a solution can and 
will be found to inventory and ob- 
solescence problems. My confidence 
is based on our own experience this 
past year. 


Ever since my company has been 
in the accessory end of the TBA 
business, we have been struggling 
with the problem of maintaining the 
proper stock balances of the items 
we carry. The more complicated the 
line, the more difficulty we have had 
with overstocks in some numbers 
and shortages in others, while ob- 
solescence has reared its ugly head 
on many occasions. One of the most 
complicated of these lines is fan 
belts and radiator hose, both straight 
and curved. On one hand we were 








DOUBLE CELEBRATION was enjoyed recently by Daniel J. Jakle (Jeft)—first, for 
his appointment as Pacific Division petroleum sales representative of the B. F. Good- 
rich Co. replacement tire division, and second, for his 25th anniversary with the 


company. Congratulating him is L. T. Greiner, Pacific division manager. 
will be responsible for tire sales to oil marketers in 11 western states, with The 


Texas Co. an important customer—signified here by Texaco dealer cap 
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Mr. Jakle 


being told by our field personnel to 
either order stock and really get in 
the business, or get out of it. On 
the other hand, we were looking at 
the inventory figures of some items 
that reflected a six to 10 years’ 
stock, based on current sales volume. 
All this was occurring while we were 
depending upon our warehouse people 
to originate orders for stock, and we 
were editing those orders. 


Supervision Aids—We realized that 
our warehouse personnel, and even 
those of us heading up the depart- 
ment, could not properly control this 
stock. We felt that someone more 
expert than us should be governing 
the quantity and the numbers we 
should be stocking. 


We appealed to our supplier, and 
they soon came up with a solution 
that has been in effect for the past 
year and thus far has been very suc- 
cessful. Their program placed the 
responsibility of maintaining fan 
belt and radiator hose stocks on their 
local district manager. They used 
an inventory and ordering system 
that had already been in use with 
many of their automotive jobbers. 


They not only order the stock 
which they feel, from their every- 
day experience in the area, will sell, 
but they also arrange for the re- 
turn, without penalty, of stocks that 
prove to be unprofitable movers. At 
least once a month, and sometimes 
oftener, the district. manager in the 
area checks the inventory and the 
movement in each of our 14 West 
Coast warehouses. Included in this 
inventory check is a recommended 
order. 


A copy of the complete report 
goes to the supplier's headquarters, 
where supervision is exercised, and 
a copy comes through to our office 
in San Francisco. As we depend en- 
tirely on the representative’s judge- 
ment, our purchase order is for- 
warded to the supplying delivery 
point without any additions or cor- 
rections. The supplier’s district man- 
ager receives a commission on our 
purchases, but any returns he is re- 
quired to make are deducted from 
those commissions; therefore, he is 
cautious in his ordering. Neverthe- 
less, we have found that he is far 
more expert in the knowledge of 
what items should be carried and in 
what quantity. 


We have also found that he is in- 
clined to give greater assistance in 
moving slow stock, as he has a defi- 
nite stake in seeing that we move 
it, not through the unprofitable meth- 
od of a return to the supplier, but 
through a profitable sale to the 
trade. Our supplier has given us 
their guarantee in writing that we 
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Here's how 
| made my 


‘forgotten service’ 





Schrader Products 


sell your dealer top quality 

“Air service is a must with all of us, but I decided to make ‘free’ air every time! 
pay its way. I put the easy-to-follow Schrader Certified Air Service 
Plan to work. That means I use this Schrader gauge the same way I 
do the oil dip-stick, and apply the sensible, industry-approved heat 
build-up formula to show my customers how my service really helps 
them. That all adds up to customer interest. And customer interest 
turns ‘once-in-a-whiles’ into ‘steadies’ .. . and rings up sales!” 

That’s typical of what more and more dealers are telling us about 
the results they’re getting with Schrader Certified Air Service. You, 
too, can make more sales . . . when you put Certified Air Service in 
operation. Certify your air service with genuine Schrader products. 
Ask your Schrader supplier for them now. 


A. SCHRADER’S SON 
Division of Scovill Manufacturing Company, Incorporated 
470 Vanderbilt Ave., Brooklyn 38, N. Y. 


4000—Vaive Cores 


FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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GOULD-NATIONAL OPENED this branch factory in Kankakee, Ill., last month, 

bringing to 21 the number of plants operated by the company in the U.S. and Canada. 

This includes new plants in operation this year at Monroe, Mich., Fort Erie, Ont., 
and Calgary, Alberta 





will suffer absolutely no inventory 
losses through this system. In ef- 
fect, we have the results of a con- 
signment without the accounting 
headaches that go with a consign- 
ment. 

Co-operation—Another outstanding 
example of inventory guidance and 
assistance is provided us by our bat- 
tery supplier. Through efficient de- 
livery service from four well-located 
factories, we have been able to main- 
tain a .48 monthly turnover ratio av- 
erage for the past three years. In 
other words, we completely turn our 
battery stock more than twice a 
month, or about 25 times a year. 


When you stop and analyze this 
type of co-operation, you will recog- 
nize that it is no more than the 
same selling practices used by many 
successful concerns, and ones that 
we would like our own sales force to 
use more effectively with our deal- 
ers. Through this type of inventory 
guidance, we are allowed more time 
to concentrate on sales efforts, while 
at the same time the seller enjoys 
the maximum volume of our busi- 
ness. 


There are several ways in which a 
supplier can help the oil company 
improve the results of its TBA pro- 


The tire industry has for many 
years recognized the growing im- 
portance of the service station as 
an outlet for tires. But the indus. 
try has ignored basic problems fac- 
ing the dealer. It supplies him with 
price lists and discount schedules he 
can’t understand. It puts on sales 
but does not allow him enough profit 
to enthusiastically participate. He 
is more or less continually confused 
by the activities of the professional 
tire dealer, the mail order house, or 
the company store. 


It may be said that one company 
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can’t discontinue such practices that 
may be detrimental to the service 
station operator, because the others 
in the field will take advantage of 
the situation. Nevertheless, some- 
one has to take the lead, and here 
is a place where leadership would 
really mean something. 


Suppliers can help by providing 
inventory guidance and obsolescence 
protection, not only to oil companies, 
but also to all of the supplier’s other 
distributors. 


Suppliers can help in another way 
by always remembering that the 
series of TBA transactions is not 
completed until the service station 
dealer has rung up the sale and that 
this “last sale” is the most impor- 
tant of all transactions between the 
factory and the consumer. 





NEW SAFETY KIT is being advertised 

to the consumer in national media. It 

is an elaboration of the automobile ex- 

tension light, which plugs into the cigaret 

lighter in the dash, supplemented with a 

steel snap-on stand, and a 16-in. Scotch- 
lite Caution sign 


Shock Absorber Sales Push 


Standard of Indiana, one of the two 
major oil companies which has been 
giving detailed consideration to add- 
ing shock absorbers to its TBA line, 
has arranged to carry Monroe shocks. 
Strictly speaking, this is not Indiana 
Standard’s first venture into shock 
absorber selling, because the com- 
pany has marketed them before. But 
this time a comprehensive training 
program has been laid out, which 
is being announced to the company’s 
sales organization in December. 

Starting in January, meetings will 
be held in one territory after another 
in the company’s marketing area. The 
aim will be to show dealers the grow- 
ing size of the shock absorber mar- 
ket, the ease and speed with which 
modern shock absorbers can be re- 
placed, and the good profits avail- 
able to dealers who sell shock ab- 
sorbers. 


Dispenser Redesigned 


American Grease Stick Co. is go- 
ing after more resale business with 
a@ new 8-ounce dispenser can for its 
RuGlyde. The new container says 
RuGlyde is a triple purpose product, 
good for dressing up tires and all 
other rubber products, natural or 
synthetic, and of any type or color; 
for use in mounting tires; and as a 
rubber lubricant. 


Develop Skid Chain Links 


Another new tire chain is called 
an emergency skid chain and uses 
a metal band with a patented lock- 
ing device which is said to snap into 
positive lock position with no straps 
to tighten. It is made by Precision 
Gasket & Quincy Metal Products, 
Inc., 1928 N. Leamington Ave., Chi- 
cago 39, Ill., in cross link units only, 
and not as complete chains. 


Emergency Tread on Market 


Another piece of emergency equip- 
ment being offered to the car owner 
is a flexible steel tread which can 
be shoved under a spinning tire. Sold 
in pairs under the name of Sno-Go 
Rut-Pavers, the treads are described 
as 30-in. long by 8-in. wide, stamped 
in an open-ribbed herringbone pat- 
tern, and weigh less than a pound 
each. 

The mail address of the manufac- 
turer, who is making a bid for serv- 
ice station business, is: Sno-Go, 808 
N. 3rd St., Milwaukee 3, Wis. 


Sales Booster for Sealed Beams 


Auto-Lite’s Bull’s-Eye sealed beam 
unit has been dressed up in a special 
merchandiser to call the attention of 
the motorist to his lighting needs. A 
standee, done in four colors, is now 
available to dealers wishing to utilize 
point-of-purchase sales help. 
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Compare your present batteries with the Exide line... 
and see how much more you can get with Exide: 


DEPENDABILITY — batteries so good you rarely get a FULLY GUARANTEED — nation-wide. 

comeback. Instead, they create confidence in you 

and in the other products you sell. More business! COMPLETE LINE—with a price range that gives all 
More money! classes of battery buyers more for their money. 


LONGER LIFE— more months and miles of trouble-free PROVED SERVICE-ROUTINE—a sure-hit business 
service—what all car owners want. booster and money maker for you. 


A FAMOUS NAME— known to millions through years AND THIS BIG PLUS— The Exide Distributor is an ex- 
of national advertising to your customers . . .over cellent supplier. You can count on him for fresh stock 
130,000,000 Exide messages to car owners in 1952. ... prompt, fair adjustments. . . quick deliveries. 


ACT TODAY... 
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ULTRA START—New leader 
of the famous Exide line. 


THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 + Exide Batteries of Canada, Limited, Toronto 


“EXIDE” Reg. T.M. U.S. Pat. Of. “ULTRA START” T.M. Reg. applied for 
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the experiment would fail, so I waited 
a week. 

On a late Sunday afternoon I saun- 
tered down to this station. In a week’s 
time I found the sale of two or three 
bulbs. I was discouraged. Darkness 
had set in as I walked down the street 

-it was Sunday evening and home- 
ward bound cars were streaming by 
me in the direction of the service sta- 
tion. Now and then one would pass 
with a headlight out. Presently I ap- 
proached a cop, and asked him to 
notice the number of one-eyed cars 
passing up the street. Our conversa- 
tion drifted into radio. The cop won- 
dered where he could buy a radio 
cheap. So I said: “Mr. Officer, I will 
make a deal’—‘“you stop the one 
eyed cars and caution the motorists 
to drive into that service station up 
there and get a bulb replacement- 


AUTO BULB CHECK CARD is die-cut for easy attachment to the steering wheel, i wil have’ a ‘cheep radio in your 


if the customer is not present. It should be a standby in the lube room of every 


home tomorrow.” It was a deal. 


service station, and the bulb inspection should be a routine part of every lube job Monday morning I called on the 


service station and found that Sunday 
night they really did a bulb business. 
To keep the experiment going I or- 
ganized a little contest among the 
service station salesman paying some 


Soon I had a call from the service 
station superintendent to come to his 


Selling Car Light Replacements slight bonus on each bulb sale. 


office. There the branch manager 
called me in and told me — “young 


How auto lamps were first sold in service stations and man, we like your aggressiveness in 
ideas on selling them today were described at the last trying to merchandise your product 
Midwest Oil-TBA Conference by Frank Paeske, sales man- in our service station—but we don’t 


ager, Westinghouse Electric Corp., Bloomfield, N. J. Ex- 


need the help of the police depart- 
ment, nor do we want our service 


tracts from his talk are reproduced here. station employes looking to Westing- 


By FRANK PAESKE 


Westinghouse Electric Corp. 
Bloomfield, N. J. 


Twenty-five years ago I started 
calling on several major oil compan- 
ies. Our company saw the great pos- 
sibilities of merchandising our prod- 
uct through the service station. I ap- 
proached the purchasing department 
of a large oil company with my plan. 
Its answer then was—we are in the 
petroleum business, not that of selling 
accessories, or what have you. How- 
ever, one day the purchasing depart- 


ment sent me to the service station 


supervisor in the Newark, N. J., 
branch. 


Let me tell you—I was not received 
with open arms by this gentleman. 
Some one higher up had passed the 
word to the service station supervisor 
that he was to place an order for a 
few auto bulbs with me and these 
were to be placed on the shelves on 
one of their large service stations 
selling 70,000 gals. of gasoline a 
month. He gave me an order for a 
few boxes—but cautioned me—no 
signs, no display material—put them 
on the shelves—that was all, This 
was not merchandising and I was sure 
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ee IS A 
TBA PIONEER Frank Paeske, left, manager of Westinghouse Lamp Division’s minia- 
ture lamp sales, receives a gold pin from Russell E. Ebersole, staff assistant to the 
vice president in charge of the division, for 40 years’ service with the company, 
during which he pioneered the idea of merchandising auto-type lamps in gasoline 
service stations 
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BUILT-IN 


BUILDS UP 


For top-quality tires with 
public acceptance that pays off 
in profits —sell Kellys! 


figs: more than ever, tire buyers are looking for, 
and insisting on, quality—quality that assures safer, 
smoother driving at lower cost per tire-mile. 


That's why today, more than ever, a Kelly Distributorship 
can pay off . . . BIG! 

For Kellys are famous for quality. They’re backed by 
58 years of tire-building “know-how”’—built to deliver 
extra thousands of worry-free miles! This is quality you can 
sell, and at top prevailing prices! 


You have a complete line when you carry Kellys—the 
right tire for every car, truck and farm vehicle. 


Sing ty Tha Cot Baten! (KELLY 


Cruiser 


Sure-Stop 
Passenger 


Passenger 


Super Flex 
Passenger 


a 
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DECEMBER 10,. 1952 


G e Trac 
xtra 


You have an ample trading area—one that gives you 
plenty of room for growth. 


And, with Kellys, you get the continuous support of 
extensive national advertising plus strong sales-promotion 
help at the local level. 


You get, in short, everything you need to develop a big, 
steady volume of business. Find out now about a money- 
making Kelly Franchise in your area. For complete de 
tails, just write: 


THE KELLY-SPRINGFIELD TIRE COMPANY 
Cumberland, Maryland 


Proved 
and Improved 
for 58 years! 


TIRES 


Cruiser 


Truck 


True Trac 


Truck 


Dual Trae 


Special Service 


Commercial Heavy 


Tread Truck 
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house for a part of their compensa- 
tion. We are about ready to throw 
you and your bulbs out—-however, we 
like your spirit of seeing things 
through—go back to the service sta- 
tion superintendent tell him what you 
want to carry out with your mer- 
chandising ideas. If satisfactory he 
will co-operate with you.” 

That was the beginning of trying 
to merchandise accessories in service 
stations. It was an up-hill effort to 
convince many of our prospects that 
the service station was the ideal place 
to take care of the motorists replace- 
ment needs for his car. But how things 
have changed. All suppliers have 
plenty of ideas and sales promotion 
material. The problem is how to put 
it to work to bring results. 


Talking about our own product I 
think the dealer can point out the 
need when filling the gas tank by 
checking whether the tail light or 
stop light has burned out — sell if 
there is a need. Particularly at night 
when the motorist drives in, service 
station salesmen should observe his 
headlights. There may be need for a 
new bulb to replace the burned out 
one. When the car is left for lubri- 
cation is the time to check all lights 
and inform the customer of the need 
of any new bulbs for safety’s sake. 


Such a program of pointing out the 
need is basic in merchandising acces- 
sories at service stations. All suppliers 
have quantities of sales promotional 
material and workable merchandising 
ideas available to your TBA depart- 
ments. It is up to the TBA manager 
to tell us how to work them out with 
him. 


Some of you may prefer to have us 
supply you with plans of merchan- 
dising programs, ahd you in turn car- 
ry on from there through your TBA 
representatives in the field. 


Another company makes the job 
a little easier for the manufacturer 
or supplier by holding a meeting or 
clinic of several days’ duration. At this 
meeting each supplier is allotted suf- 
ficient space to set up his display 
and merchandising material and then 
groups of TBA representatives, job- 
bers and dealers are brought into a 
meeting for each supplier for a 15 
to 25-minute demonstration covering 
the important features of the sup- 
plier’s sales promotion plans. 


Several of your TBA managers use 
the product-of-the-month program. 
We believe this too is an excellent 
plan—pushing the sale of one or two 
accessories items for each supplier 
one month of the year. 

The month previous, preliminary ef- 
fort is devoted by the supplier’s repre- 
sentatives in meetings with the TBA 
representatives, jobbers and groups of 
dealers at which meeting the manu- 
facturer covers the outstanding fea- 
tures of his product together with 
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sales promotion and merchandising 
ideas. 

Still others organize meetings of 
TBA representatives and dealers at 
which meeting each supplier has a 
booth or a place to exhibit and dem- 
onstrate his line. 

With another group we organized 
a series of meetings at the oil com- 
panies’ various branches and at these 
meetings TBA representatives and 
salesmen are given the features of 
various products and the sales promo- 
tion and merchandising items cover- 
ing that product. 

You cannot merchandise accesso- 
ries by putting them on a service sta- 
tion shelf—you must see to it that the 
dealer and his salesmen have a fair 
knowledge of your product and how 
to merchandise it. This means using 
good merchandising ideas such as 
pointing out the need and using effec- 
tive sales promotion display. 





Mr. Faunce 


Mr. Mead 


Promotions at Firestone 


In two Firestone shifts, Gordon V. 
Mead has been made general mer- 
chandising manager, succeeding Vic- 
tor D. Kniss, resigned. Since 1935, 
he has been in charge of the home 
and auto supply division. He will be 
succeeded as general manager of the 
division by J. F. Faunce, who has 
been group merchandise manager for 
home supplies. 


Spray for White Tires 


There is now on sale a liquid for 
chemically cleaning white sidewall 
tires. It will be sold under the trade 
name of “Spray White” and is made 
by the Kelite Products Co., Inc., 1250 
N. Main St., Los Angeles 12, Calif. 
It will be sold with a finger pressure 
spray device operating through the 
bottle cap. 


Heavy Duty Batteries 


Electric Storage Battery Co. has 
brought out a new line of Exide heavy 
duty batteries, known as the XF line, 
for Diesel trucks and off-the-highway 
equipment. The line includes a 6-volt 
battery with 21, 25, and 41 plates 
per cell rated respectively at 168, 200 
and 336 ampere hours at the 20-hour 
rate; and a 12-volt battery with 13, 
21 and 25 plates, with ratings of 100, 
168 and 200 ampere hours. 





Improved Bead Breaker 


Bishman is offering an improved 
bead breaker for use on the new hump 
type safety rims, as well as on all 
other types of safety rims. On hump 
type rims, when the tire is mounted 
on the wheel, the hump holds the in- 
side of the bead firmly in place, so 
that it is difficult to break loose with 
ordinary methods. The new tool em- 
ploys two levers, one to insert the 
jaws, and the other to break the 
bead. 





New Battery Case 


A blue battery case is being adopt- 
ed as standard by Sun Oil Co., for 
its private brand battery. The case 
will be of the new plastic type 
claimed to have greater heat and im- 
pact resistance than hard rubber 
cases. Greater electrical capacity is 
also said to be possible, because the 
walls of the new case are thinner, 
so that a battery of the same size 
holds 21% more electrolyte. The ad- 
ditional electrolyte is claimed to per- 
mit a higher current output without 
any increase in plate area. The blue 
Sunoco battery is one of three new 
private brand batteries designed by 
Globe-Union, Inc., for oil company 
customers. The others are also being 
made in solid blue. All make use of 
the new one-piece covers, heat-fused 
to the case, thus eliminating sealing 
compound. Sun’s new battery will be 
equipped with newly-developed plastic 
separators. W. M. Schmitt, Sun’s TBA 
manager, says that because of lim- 
ited supply, the new batteries will 
be offered at the start only to deal- 
ers in the Grand Rapids, Mich., area. 
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es Why let the high costs 


of warehousing and 
middleman commis- 
sions cut into your own 
profit margins when 
you can buy direct- 
from-the-factory at 
attractive distributor 


<a Lo 
DISTRIBUTOR PRICES (and shipments) DIRECT-FROM-FACTORY-TO-YOU 


CORDUROY ’S ESTABLISHED POLICY 
Weane CARLOAD SAVINGS o« coe Wheelbarrow Orders 


You don't have to order a car or truckload of premium 
quality CORDUROY tires and tubes to get distributor 
prices. CORDUROY'S direct-from-factory policy en- 
ables you to realize big savings on even the smallest 
order. You get rock-bottom distributor prices, far 
lower than comparable quality tires would cost you in 
any other brand. You get the widest possible profit 
margins . . . with CORDUROY tires and tubes. 


Now YOU CAN GET FAR BETTER 
THAN 100-LEVEL QUALITY 
AT FAR LOWER DISTRIBUTOR PRICES 
That Make Possible More Sales and Bigger PROFITS 


You get the finest quality replacement tires when you 
handle the CORDUROY line . . . tires with many ex- 
clusive extras . . . bead stapling, splice joint bonding, 
mercury balancing, scientific skid-proofing, more and 
better rubber. Real premium quality that assures re- 
peat sales . . . and low distributor prices that mean 
extra profits. 


Write tor full_information eee, CORDUROY'S 


successful plan for independent distributors. 


CORDUROY RUBBER COMPANY 
FACTORY and OFFICES — GRAND RAPIDS 1, MICHIGAN 


Premium Quality Tires Since 1919 





CORDUROYS 
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TBA TOPICS 





What is prob- 

~ > > ably one of the 
phases of oil company TBA mer- 
chandising least understood by TBA 
manufacturers had a lot more light 
shed on it in St. Louis last month 
in a talk by William P. Marquam, 
manager of sales promotion and 
training for Pure Oil Co. Some of 
his comments are quoted in the re- 
port of the convention carried in Nov. 
26 issue, p. 71. Since much of his 
presentation referred to a variety of 
sales helps and point-of-sale material, 
it is not practical to reproduce all 
of it on the printed page. 


But in the course of describing 
some of this material and its func- 
tions, Mr. Marquam dwelt briefly 
on the mechanics involved when a 
big oil company concentrates its 
energies on promoting TBA goods. 
After he got through, it is safe to 
say that a large number of the men 
present representing TBA manufac- 
turers (and perhaps a few oil men, 
too) really grasped for the first time 
just what goes on in an oil company 
sales promotion department. 


Of course the term “sales promo- 
tion” means many different things 
to business people, including again 
both oil men and TBA men. Men 
who have spent some time with the 
marketing activities of the large rub- 
ber companies are most familiar with 
it, since they live with and talk 
about sales promotion in connection 


Major Company TBA Sales Promotion 
Calls for Planning and Teamwork 


By Frank C. Sturtevant, TBA Editor 


with the related activities of adver- 
tising and selling, as much as, if not 
more than they talk about their 
products. 


But aside from tire men, and those 
oil men similarly situated in large 
oil companies, many people are in- 
clined to group sales promotion, sell- 
ing and advertising as confusing and 
overlapping functions without any 
definite boundaries or precise mean- 
ings. 


This is often true. In many busi- 
nesses these activities do not need to 
be separately departmentalized, but 
may be mingled in a single depart- 
ment with good results. In still 
other businesses, administrative re- 
sponsibility for more than one of 
these three functions is in the hands 
of a single department head. Then 
too the term “sales promotion” is 
not very descriptive, and to many 
salesmen, and others as well, the idea 
of distinguishing between sales pro- 
motion and advertising is just hair 
splitting. 


It is not too hard for anyone to 
see where actual selling has a fair- 
ly well defined occupational niche in 
almost any business, although the 
oil company salesman who calls on 
dealers has a far from simple job. 
Whether to draw a dividing line 
between sales promotion and adver- 
tising is often largely a question of 
how much volume there is to be 
planned and produced. In modern 


times, large oil companies use a lot, 
and it is common to find a separate 
department for sales promotion. 


A rough distinction made in many 
advertising departments places all 
selling messages carried through 
some external medium outside of the 
control of the advertiser in the cate- 
gory of advertising. Radio, news- 
paper, magazine and outdoor cam- 
paigns are the most common forms. 
Selling messages put in show win- 
dows, on counters or elsewhere at 
the point of sale, or in packages, plus 
a host of sales aids ranging from 
lollipops to $10,000 electric signs 
are classed as sales promotion ma- 
terial. 


When Mr. Marquam threw on the 
screen a series of photographs of 
Pure Oil committees meeting to work 
out sales promotion plans many 
months ahead of the period of actual 
use, he got across quickly a simple 
but useful story. He pointed out how 
representatives of Pure Oil’s sales, 
advertising and TBA departments 
were represented on the committee. 
Then he described how tentative ideas 
were exposed to the reactions of the 
sales organization in the field, includ- 
ing seven or eight. channels of com- 
munication, 


For the makers of TBA goods, 
it was made apparent, as nothing 
else could, why products sold through 
oil marketing channels, and the sell- 
ing aids used with them, have to 
be fitted into a general program on 
which many people work, and through 
which many others things, including 
gasoline, are sold. For this particu- 
lar audience, the story had more 
than normal reality, because they 
could recognize in some of the pic- 
tures the faces of Pure Oil men 
personally known to them, including 





ARMSTRONG DEALER COUNCIL met last month at the Des Moines plant of the Armstrong Rubber Co. Shown here address- 





ing the meeting is Paul L. Giblin, vice president in charge of sales, while other Armstrong executives seated at the table, left to 
right, are: C. K. Novotny, vice president in charge of production; Frederick Machlin, president; James A. Walsh, chairman of 


the board; Robert Gunther, manager, Des Moines plant; 
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and Leo Sklarz, Jr., advertising manager 
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such men as C. W. Henking and 
Paul Heal. 

It may also be hoped that this 
detailed study of how a sales pro- 
motion department operates, as- 
sembled in this manner in one large 
package, furnished a better impres- 
sion of the selling resources of the 
oil marketing industry. It should 
also bring to mind the thought that 
when an oil company takes on a 
TBA line it can thereafter add much 
variety and flavor to its promotion ef- 
forts, not possible when gasoline and 
motor oil are the only products. TBA 
is not the cause of added promotion 
expense as some accountants seem 
to think. It is rather the source 
of inspiration and opportunity for de- 
vising new ways to attract customers 
to service stations. 

Thus TBA helps to sell gasoline as 
much as gasoline helps to sell TBA. 


U. S. Rubber to Fight 
Tire Discount Ruling 


NPN News Bureau 

NEW YORK—U. S. Rubber Co. 

will appeal the recent court decision 

upholding the Federal Trade Com- 

mission in the carload limit tire dis- 
count case. 


Last week, the Federal District 
Court for the District of Columbia 
granted an FTC motion to dismiss 
suits brought against FTC by tire 
companies and distributors. These 
suits sought to block the Commis- 
sion’s tire quantity limit rule (see 
NPN Dec. 3, p.19). 

A definite decision to appeal has 
been made by U. S. Rubber, one of 
the plaintiffs in the district court. 
Pending the outcome of the appeal, 
the status quo will be maintained on 
rubber industry pricing practices, ac- 
cording to J. C. Ray, vice president 
of U. S. Rubber. 


Safety Lock Unveiled 


A new type of safety lock for 
rear car doors has been developed by 
Semco Research, Inc., 212 W. Flor- 
ence Ave., Inglewood 1, Calif. Chief 
advantage from a dealer’s standpoint 
is the fact that it replaces the door 
lock button, and thus can be in- 
stalled without drilling or use of 
other tools. Trade name is “Safety 
Kid”. 


New Merchandiser 


Stant Manufacturing Co., Conners- 
ville, Ind., is now offering a display 
merchandiser for its new line of 
Stant Evrsceal oil filler caps. The car- 
ton contains 19 caps of seven differ- 
ent models best calculated to meet 
dealer needs. 
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Spray Aids Starting 


A device which has been suggested 
as a TBA item is a small gun made 
by Starting Aids, Inc., 1530 W. 
Rovey Ave., Phoenix, Ariz., which 
fires a propane spray into the air 
cleaner of any spark-ignited engine. 
Cold engines thus draw a fully-va- 
porized, explosive charge of fuel into 
the cylinders on the first turn. It 
will be promoted in northern areas 
where winter starting of all passen- 
ger cars and trucks is a problem. 


The idea is not new, since cart- 
ridges for Diesel starting have been 
in use for some time, particularly 
on the West Coast. Starting fuels 
for Diesel cartridges, with ether as 
a principal component, are produced 
by some western oil companies. 


Each cartridge is claimed to give 
as many as 15 cold weather starts. 


Name Vice President 


Harry Noznesky is now vice pres- 
ident and sales manager of Price 
Battery Corp., Hamburg, Pa. He 
has been in the battery business, or 
related industries for the past 17 
years. 


Appoints Manager 


The United States Rubber Co. has 
established the post of manager, oil 
marketer sales-dealer brands. Filling 
the post is Herbert D. Smith, who 
has been active in this field in recent 
years. 


72 





Handy Tube for Leak Sealer 


Allen Products Corp., Detroit, has 
developed a dispensing tube with an 
applicator tip for its leak sealer, 
bonder and adhesive sold under the 
brand name of Seal-All. The applica- 
tor tip is said to make it easier to 
seal leaks in gasoline tanks, fuel and 
oil lines, to repair cracked battery 
cases, and to waterproof ignition sys- 
tems and spark plugs. 


Box Holds Spare Bulbs 


A round metal box with a hinged 
lid has been developed by Yankee 
Metal Products Corp., of Norwalk, 
Conn., as a spare bulb and fuse kit 
for trucks. The metal box is large 
enough to hold one spare sealed beam 
unit, and through use of what would 
otherwise be waste space, it holds 16 
bulbs and eight fuses. The manufac- 
turer calls attention to current ICC 
regulations making it mandatory to 
carry replacement bulbs on each ve- 
hicle subject to ICC regulations. 
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Flexible Radiator Hose 


Durkee-Atwood has added flexible 
radiator hose to its line of straight 
and curved hose. It is called Kwik- 
Flex, and employs a steel coil con- 
struction and a bellows-like design, 
permitting the hose to be bent, 
stretched or compressed to fit each 
application. Hose ends are of molded 
rubber and take standard hose clamps. 
All 1936-52 passenger cars can be 
serviced with 18 sizes, while most 
truck and bus applications can be ser- 
viced with 12 heavy duty sizes. 


Filter Catalog 


DeLuxe Products Corp., of La 
Porte, Ind., has issued a 52-page cat- 
alog on the DeLuxe oil filter line, 
which combines instructions on re- 
placement cartridge diagnosis with a 
number of other useful facts on oil 
in heavy-duty service. 
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New Winter Tread Tire 


Firestone now has a new winter 
tire known as the Town and Country, 
with a design said to be easier rid- 
ing and more silent than many mud- 
snow treads, It is also offered in 
either black or white sidewalls, thus 
making Firestone the third maker to 
come out with white sidewalls on 
winter tread tires. 


Giveaway Thermometers 


Ohio Oil Co. is offering its dealers 
a thermometer which can be im- 
printed with the dealer’s name and 
address, for use either as Christmas 
gifts to preferred customers or as 
a general goodwill builder. 





Chain Innovation 


Columbus McKinnon Chain Corp., 
of Tonawanda, N. Y., have intro- 
duced a new design for their Claw 
brand tire chains. Cross chains point 
downward and inward, providing a 
grip in opposite directions. Other 
features are a new method con- 
trolled depth case hardening to ob- 
tain better resistance against wear 
and breakage; and finger-pressure 
fastening device which only requires 
that the rim chains be drawn up 
taught and locked. 
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Introduce Fog Lens 


A new accessory, described as an 
“amber-colored Poloray lens” has 
been developed by Safety Industries, 
Inc., 1577% W. Washington Blvd., 
Los Angeles. It is called “Head- 
light-Foglite” and consists of a lens 
which can be snapped onto a car or 
truck headlight, said to give an un- 
reflective, fog, snow and dust pierc- 
ing light many times the value of 
ordinary foglights. 


out of 


Waterproof Ignition Sets 


Electric Auto-Lite has added to its 
cable line a waterproof ignition set 
with spark plug terminal covers de- 
signed to protect the plugs from mois- 
ture and prevent flashover. H. R. 
Butts, sales manager, reports that 10 
sets in the line give complete cover- 
age for all makes of cars. At the 
same time Auto-Lite also has added a 
23-in. battery ground cable and 51- 
in. switch-to-starter cable. 


major oil companies 


specify this new, improved 
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| Tool Lights Plugs 


Champion Spark Plug has put on 
the market a new spark plug inspec- 
tion tool, which is a _ombined flash- 
light and magnifying glass. It throws 
a high intensity light into the bore 
of the spark plug, and permits a close 
examination of both insulator and 
electrode surfaces. The tool. can be 
mounted near a bench by means of 
a ring installed in one end. 





Light Is Disposable 


Can-O-Lite is the name of a new 
entry in the flashlight field, described 
as a “disposable thrift light.” In- 
stead of a metal or plastic case into 
which refill batteries are inserted as 
they wear out, this flashlight is in 
effect a large battery with a built- 
in reflector and bulb. The whole 
unit is just discarded when the bat- 
tery wears out. 

The manufacturer, Sta-Rite Gin- 
nie Lou, Inc., Shelbyville, Ill., says 
this disposable flashlight is intended 
to fill the demand for a low cost 
light, cheap enough so that several 
may be located in handy places. Be- 
sides price appeal, the disposable 
light has an additional advantage: 
it does not present the common prob- 
lem of flashlights remaining out of 
service over long periods because 
the dead condition of the batteries 
is not apparent to the eye. The dis- 
posable flashlight can be entirely 
junked as soon as it is dead. 
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Truck Roller Chains 


The Roll-O-Matic Chain Co., of 
Kansas City, Mo. is now pushing its 
tire chain roller assemblies for heavy 
trucks. In the past they have been 
available only for passenger cars and 
light trucks. For trucks, Roll-O- 
Matics are not sold as complete 
chains, but the roller assemblies are 
designed to be attached to the side 
chains of any truck tire chain now 
in use. 

The advantages claimed are fast, 
low-cost cross link replacement, and 
longer cross chain wear. It is 
claimed that the roller action per- 
mits the cross chain to turn and dis- 
tribute wear on both sides, and that 
the rollers are made so that cross 
links can be snapped on or off by 
hand. 


Directional Lights Marketed 


A new line of truck directional 
lights is being offered by Auto Lamp 
Manufacturing Co., 2901 S. Indiana 
Ave., Chicago 16, Ill. No reflectors are 
used, since a new type of lens, made 
of Stimsonite-Lucite, does not require 
them. One bulb throws an amber 
signal forward and a red signal to 
the rear. 

Marketed under the brand name 
of Pathfinder, there are six sets of 
lamps in the line, said to fit all truck, 
‘ tractor or trailer needs. All sets are 
complete with wiring, flasher and 
either manual or self-cancelling 
switch. 


BLACKMER 


HEART OF LIQUID 
HANDLING SYSTEMS 


BLACKMER PUMP COMPANY . 
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Mr. Baker 


Mr. Byall 


Staff Changes at Dill 


B. S. Byall is the new sales man- 
ager of Dill Manufacturing Co., suc- 
ceeding W. C. Holmes, retired. He 
has been with Dill since 1929, start- 
ing as a salesman, and becoming as- 
sistant sales manager in 1940. H. W. 
Baker, formerly western division 
manager, has been made assistant 
sales manager. 








New Battery Filler 


E. Edelmann & Co., is now market- 
ing a new battery filler called “Wa- 
terboy” made of polyvinyl chloride, 
claimed to be tougher but lighter 
than rubber formerly employed for 
this purpose. The jug holds over one 
gallon of liquid and has a large mouth 
for holding a hydrometer. When the 
long, flexible hose is not in use it 
is secured to the top of the jug handle. 

A new feature is known as a Safe- 
Grip Tread base, which is claimed to 
prevent marring of fenders, as well 
as slipping and spilling. The manu- 
facturer is located at 2332 W. Longan 
Blvd., Chicago 47, Ill. 


SELF- 
ADJUSTING 
FOR WEAR 


GRAND RAPIDS, MICH. 


FTC Hits Advertising 
Of Battery Conditioner 


NPN News Bureau 
WASHINGTON—Federal Trade 
Commission hearing examiner issued 
initial decision Dec. 1 that certain ad- 
vertising claims for storage battery 
conditioner, “Sav-A-Battery,”’ must be 
discontinued. Courant Distributing Co. 
of Kansas City, would be ordered to 
stop representing that “Sav-A-Bat- 
tery” will end recharging batteries, 
or will add “years of satisfactory 
service” to battery, or will make auto- 
mobile lights whiter and brighter or 
that it will double efficiency of new 
batteries or restore life to used bat- 
teries and “eliminate” dead batteries. 
The initial decision will become the 
commission decision in 30 days un- 
less appealed or set for review by 
FTC. 

In other action, FTC ordered C. G. 
Whitlock Chemical Co. of Spring- 
field, Ill., to stop advertising that its 
product, “Frigid-O-BG,” is an anti- 
freeze containing an effective rust in- 
hibitor, that it will not be lost in 
normal car operation, that it will 
maintain radiator water level to pre- 
vent engine overheating, or that it 
is a permanent type antifreeze. 


HOW 
TO SELL 
MORE OIL 


As a service to the oil industry, we 
secured the right to reprint an article 
from POPULAR MECHANICS en- 
titled: “WHEN TO CHANGE 
OIL.” When our station men handed 
customers these reprints, our oil sales 
skyrocketed and are still climbing. 
e have been suppiyin reprints of 
“WHEN TO CHANGE OIL” to 
other companies for their customers. 
Many of these companies report 
amazing results in larger oil sales. 
A number of companies have asked 
us for reprints in Spanish. WE ARE 
GLAD TO OUNCE RE- 
PRINTS IN SPANISH ARE NOW 
AVAILABLE. WRITE US TODAY 
FOR FREE ENGLISH AND SPAN- 
ISH REPRINTS OF “WHEN TO 
CHANGE OIL” AND FOR FULL 
INFORMATION. 


LIBERTY PETROLEUM CO. 
Dept. N.P.N., Mt. Vernon, Il. 
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ANNIVERSARY DINNER held by Arguls Gas and Oil Co. at Hotel Pierre, N. Y., 
helped celebrate that company’s 25 years as a distributor of Tide Water Associated 


products. 


Left to right are Barney Rogovin, secretary of Arguls; B. I. Graves, vice 


president in charge of Tide Water's eastern division operations; E. F. McCabe, vice 


president in charge of eastern division sales for Tide Water; 


and Samuel Davis, 


president of Arguls 


December 31 
will mark the end 
of a long career 
in oil marketing 
for J. Edward 
Jones who on 
that date will re- 
tire from Pure 
Oil after 45 and 
a half years. 

Mr. Jones re- 
tires as division 
manager emeri- 
tus of Pure Oil’s 
central market- 
ing division at Columbus, Ohio. He 
plans to remain in Columbus where 
he lives at 2690 Camden Road. 

Starting with the Columbus Gas 
and Fuel Co. as a meter reader back 
in 1907, Mr. Jones has always worked 
in oil marketing and was with Pure 
Oil in Pittsburgh, Syracuse, Chicago, 
and Indianapolis. He has been in Col- 
umbus for the past seven years. 

He was recently honored by his 
business associates and friends at a 
luncheon at the,Columbus Athletic 
Club, Among the guests were L. W. 
Sweet, marketing vice president for 
Pure Oil; Floyd W. Bules, regional 
general manager, and W. T. Leslie, 
who succeeds Mr. Jones. 





Mr. Jones 


* * * 


C. C. Mullen, president and treas- 
urer of Central Distributing Co., 
Waterville, Me., has finished remod- 
eling his bulk plant and loading fa- 
cilities and is now looking around 
for new service station sites. 
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Lt. Col. James F. Metcalf, for- 
merly in command of the Quarter- 
master Petroleum School at Craven 
Point, N. J., has joined the Military 
Assistant Advisory Group on For- 
mosa to advise Chinese Nationalist 
government on military petroleum 


problems. 
Col, Jack B. Slimp will succeed 
Colonel Metcalf at Craven Point. 


Colonel Slimp was formerly chief of 
the petroleum division of the Quar- 
termaster Procurement Agency in 
Oakland, Calif. He is succeeded in 
that post by Major Walter Abel. 


* oa * 


Pan-Am South- 
ern has a new ad- 
vertising mana- 
ger. He is Hal 
R. Yockey, for- 
merly assistant 
advertising man- 
ager and editor 
of publications. ; 

Mr. Yockey : 
came to Pan-Am 
Southern in Jan- 
uary, 1951, from 
the Times-Picay- 
une newspaper in 
New Orleans where he was a member 
of the editorial staff. During World 
War II, he served in Iran as Persian 
Gulf Command editor for the Army 
newspaper, Stars and Stripes. 

In his new position, Mr. Yockey 
succeeds Kenneth A, Rotharmel, ad- 
vertising manager for Pan-Am for 
26 years, who died last month. 





ey 
‘f 


fia 4, 


Mr. Yockey 


Anyone traveling in the vicinity of 
Duncannon, Pa. (near Harrisburg) 
should visit the private wild life 
refuge maintained by W. B. Brown, 
commission agent. The refuge oc- 
cupies 400 acres of an 1,800-acre tract 
and Mr. Brown says it is inhabited 
by beaver, deer, wild ducks, wild 
turkeys and squirrels. 

” * * 

R. B. Irons has moved from Chi- 
cago to Saginaw, Mich., where he 
takes a new position as manager-con- 
sumer of that sales field. He was for- 
merly manager-reseller in the head 
offices. 

R. M. Spooner, who is now in Sagi- 
naw as assistant manager, will be- 
come manager-reseller there. 

* + * 

A big event will occur in the life 
of the Morral Supply Co., Morral, 
Ohio, oil jobber, next April when the 
company will celebrate its 50th year. 

D. W. Mahaffey is president and 
general manager. 

* + * 

William R. Ziegler, president of 
Houma Oil Co., Houma, La., is mak- 
ing plans for a new marine terminal. 

x * * 





Mr. Chamberlain Mr. Talbutt 

Ashland Oil has named two new 
vice presidents—Alex S. Chamberlain 
and Palmer C. Talbutt. 

Mr. Chamberlain has been with 
Ashland for 14 years and has been 
active in many of the company’s 
departments. He was made person- 
nel manager shortly after joining the 
company and later became supervisor 
of all Ashland’s insurance. He has 
also spent time supervising pipe line 
operations and is a former executive 
assistant. 

Mr. Talbutt has completed 26 years 
with Ashland and has spent about 
half that time with the company’s 
refining operations. However, in 
1932, he was named manager of the 
first sales division in Cincinnati which 
under his direction became the largest 
division sales office in the company. 
He remained in Cincinnati until 1950 
when he was sent back to Ashland as 
sales manager. He was appointed to 
the board of directors in 1951. 
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THE RIGHT 
TRUCK TANK 
for you 


Take a good look at the six truck tanks illus- 
trated here. Five are stock models, one is a 
de luxe, custom-made job. They all have a 
number of important things in common— 
things you want in your truck tanks. 

Each one was engineered to the exact re- 
quirements of the work it has to do. Each one 
is constructed of the highest quality mate- 
rials, with strength to spare wherever strength 
is required. Each fitting and accessory is 
specifically designed for its particular purpose. 
All fittings are steel, malleable iron, or high- 
grade bronze. Each weld is expertly made 
and with no skimping. The tank of each one 
was tested at least twice after mounting. 

Of every 4 Quaker City truck tanks we 
build, 3 are repeat orders. Whatever your 
requirements—an inexpensive stock tank or 
a de luxe streamlined unit—Quaker City is 
your best buy. Write for full information. 


QUAKER CITY 
IRON WORKS 


3400 Gaul Street © Philadelphia 34, Pa. 


ONE OF AMERICA’S LEADING TRUCK TANK BUILDERS 
FOR OVER 25 YEARS 
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“The Betsy Ross” —1,200 gal., 3 compartment stock truck 
tank mounted on model F6 Ford. CA 84”. 


“The William Penn” —1,500 gal., 3 compartment stock unit 
mounted on model KB 7 International. CA 102”. 


“The Ben Franklin” —2,000 gal., 4 compartment stock truck 
tank mounted on model U70 Autocar. CA 103%". 


t 


“The William Penn” —1,200 gal., 3 compartment stock unit 
mounted on model 6403 Chevrolet. CA 84”. 


“The Quaker Maid”—Z,300 gal., 4 compartment tank 
mounted on model 755 GMC. CA 120’. 








2,500 gal., 5 compartment de luxe unit mounted on mode! 
U70 Autocar. CA between front tandem axle and cab 120%". 















A PRODUCTION BOTTLENECK 
THROUGH PETROLEUM SCIENCE / 


A case history from Gulf’s files: 


Some time back, the bolt of a submachine gun posed 
a knotty problem in a large ordnance plant. 


To obtain the required surface hardness, it was 
found necessary to use a heat-treating process called 
carburizing. This extra process was the bottleneck 
which slowed down the assembly line. 


Then Gulf scientists came forward with a new 
quenching oil called Gulf Super-Quench which 
achieved the required hardness without carburizing 
and reduced heat-treating time over 50%. 


Smashing this bottleneck resulted in a 100% in- 
crease in the production of submachine guns at 
this plant. 


This furnishes another example of how petroleum 


GULF O'L CORPORATION + GULF REFLNING COMPANY .- 


science plays a vital part in practically every im- 
portant industrial process, from the mine to the 
assembly line. 


Today—not just in machine lubrication, but in 
every phase of manufacturing— petroleum science is 
constantly at work to help America put its best . 
foot forward. 
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COMING MEETINGS 


DECEMBER 


Tennessee Oil Men’s Assn., 
Memphis, Tenn., Dec, 14-16. 


, 1953 
JANUARY 
Kentucky Petroleum Marketers Assn., 27th an- 
nual convention and trade show, Brown 
Hotel, Louisville, Ky., Jan. 7-8 
South Carolina Oil ‘Jobbers Assn., Hotel Colum- 
bia, Columbia, 8S. C., Jan. 8. 
Independent Oil Men’s Assn. of New England, 
annual meeting, Hotel Statler, Boston, Jan. 
14 


Peabody Hotel, 


North Carolina Oil Jobbers Assn., annual meet- 
ing. Raleigh, N. C., Jan. 21. 

National Council of Private Motor Truck Own- 
ers, Inc., Statler Hotel, Detroit, Jan, 22-23. 

Northwest Petroleum Assn., Nicollet Hotel, 
Minneapolis, Minn., Jan. 22-23. 

Georgia Independent Oiimen’s Assn., annual 
meeting, Atlanta Biltmore Hotel, Atlanta, 
Ga. Jan. 23-24. 

Truck Trailer Manufacturers Assn., Inc., Edge- 
water Gulf Hotel, Edgewater Park, Miss., 
Jan, 26-28. 

Kansas Oil Men’s Assn., annual convention, 
Lassen Hotel, Wichita, Kans., Jan. 27-28. 


FEBRUARY 

Missouri Petroleum Assn., President Hotel, 
Kansas City, Mo., Feb. 5-7. 

Florida Petroleum Marketers Assn., annual 
meeting, Hotel Seminole, Jacksonville, Fia., 
Feb. 6. 

American Petroleum Institute, Lubrication 
Committee, Sheraton-Cadillac Hotel, Detroit, 
Feb. 16-18. 

lowa Independent Oil Jobbers Assn., Savery 
Hotel, Des Moines, Iowa, Feb. 18-19. 

Oil Industry TBA Group, West Coast Division, 
second annual meeting, Whitcomb Hotel, San 
Francisco, Feb. 24. 

Wisconsin Petroleum Assn., annual convention, 
Schroeder Hotel, Milwaukee, Wis., Feb. 25- 
26. 


MARCH 


American Society for Testing Materials, spring 
meeting and committee week, Detro!t, March 


2-6, 

Illinois Petroleum Marketers Assn., 
man, Chicago, March 10-12. 

Ohio Petroleum Marketers Assn., annual con- 
vention and marketing exposition, Deshler- 
Wallick Hotel, Columbus, Ohio, March 17-19. 

Texas Oil Jobbers Assn., annual convention and 
exhibit, Plaza Hotel, San Antonio, Texas, 
March 19-21. 

Western Petroleum Refiners Assn., annua! 
meeting, Plaza Hotel, San Antonio, Texas, 
March 23-25 


Hotel Sher- 


APRIL 

Indiana Independent Petroleum Assn., spring 
convention, Hotel McCurdy, Evansville, Ind., 
April 15-16 

National Petroleum Assn., Cleveland, Ohio. 
April 15-17. 

National Tank Truck Carriers, Inc., Boca 
Raton Club, Boca Raton, Fla., April 16-19. 

American Petroleum Institute, Division of 
Transportation, products pipeline conference. 
Hotel Muehlebach, Kansas City, Mo., April 
20-22. 

Independent Petroleum Assn. of America, Jef- 
ferson Hotel, St. Louis, Mo., April 27-28. 
MAY 
Liquefied Petroleum Gas Assn., Conrad Hilton 

Hotel, Chicago, May 3-6 

American Petroleum Institute, Division of Mar- 
keting, mid-year meeting, Baker Hotel, Dal- 
las, Tex., May 4-5. 

Pennsylvania Petroleum Assn., Bedford Springs 
Hotel, Bedford, Pa., May 10-12. 

A Petroleum Institute, Lubrication 
Committee, The Greenbrier, White Sulphur 
Springs, W. Va., May 11-13. 

International Petroleum Exposition, Tulsa, 
Okla., May 14-23. 

Empire State Petroleum Assn., Inc., annual 
meeting, Hotel Roosevelt, New York, May 
17-19. 

JUNE 
Assn., of Manufacturers, 
Chateau Frontenac, Quebec City, Que., June 


-3. 

Pennsylvania Grade Crude Oil Assn., 30th an- 
nual meeting, William Penn Hotel, Pitts- 
burgh, June 18-19. 

American Society for Testing Materials, annual 
meeting, Atlantic City, N. J., June 29-July 
3. 


JULY 


Truck Trailer Manufacturers Assn., Ine., Edge- 
water Beach Hotel, Chicago, July 23-24. 


SEPTEMBER 


‘etroleum  Institu 
Committee, The Traymore, 
Sept. 16. 


ite, Lubrication 
Atlantic City, 


DECEMBER 10, 1952 


Mr. Murdock Mr. Frey 


Ethyl Corp. has 
elected Malcom 
P. Murdock a 
vice president 
and a director; 
Julian J, Frey, 
assistant vice 
president and 
Harold R. Berg, 
general manager 
of antiknock 
sales. 

Mr. Murdock 
succeeds Sanford 
M,. Wagner, who 
will retire as vice president and di- 
rector in February, although he will 
continue to serve in a consulting ca- 
pacity. General sales manager for 
the past year, Mr. Murdock joined 
the company 20 years ago when he 
became a field representative with 
the New York division. He has 
served as assistant manager of the 
Los Angeles and Chicago divisions, 
sales manager of Ethyl specialties 
and central region manager. 

Mr. Frey is former sales manager 
in charge of operations. In his new 
position as assistant vice president he 
will assist in the formation and ad- 
ministr*tion of sale policies. He joined 
Ethyl 25 years ago and since 1944 
has filled executive positions with 
the New York sales department. 

Mr. Berg has been manager of 
the Southern region in Tulsa for the 
past six years and before that was 
assistant manager of the Chicago 
division and manager of the Kansas 
City division. He will now be in 
charge of the sale of antiknock com- 
pounds and other additives, 


Mr. Berg 


* * » 


John Goodman has been named as- 
sistant director of public relations for 
American Oil, with headquarters in 
New York. 

Mr. Goodman was formerly in Bos- 
ton where he was district representa- 
tive for the OIIC of New England. 
He also held the same position with 
the OIIC in New York and before 
that was assistant director of publicity 
for United Air Lines in Chicago and 
director of public relations for the 
National Aeronautic Assn. in Wash- 
ington, D. C. For seven years he was 
empvloved bv the Denver Post. 

During World War II, Mr. Goodman 


served as a Commander in the Navy 
in Washington, D. C., and in the Pa- 
cific. 

* o = 


Robert V. Kerley has been elected 
chairman of the Aviation Technical 
Service Committee of the API's di- 
vision of Marketing. 

Mr. Kerley, who is associate di- 
rector of research for the Ethyl Corp. 
laboratories in Detroit, succeeds War- 
ren L. Baker, who has retired as 
manager of Socony-Vacuum’s avia- 
tion department, New York. 

D. H. Young, manager of Pure Oil’s 
aviation department in Chicago has 
been made vice chairman succeeding 
T. S. Blair, New York, manager of 
aviation sales and engineering of Pe- 
troleum Advisers, Inc. 

Continuing as secretary and staff 
representative of the aviation group 
is E. E. Lothrop. 


* o * 


. H. Mays of Mays Oil Co., Cush- 
ing, Okla., has added two new trans- 
ports to his truck flect. 


. + * 


Ss. F. “Bud” Riehemann has been 
made sales manager of Champion 
Service Co. of Hamilton, Ohio. Mr. 
Riehemann was with Gulf Refining 
in Hamilton. 

Glenn E. Douglass is president of 
Champion Service. 
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ABOUT OIL PEOPLE 








A GOLD WATCH is here presented to Truman A. Gamon who is retiring as managing engineer of American Oil Co. terminals 


from Maine to Florida. 


Mr. Gamon has been with American Oil for more than 31 years. 


Left to right are American Oil of- 


ficials, D. J. Smith, board chairman; James de Gaudenzi, operations division manager; A. M. McKean, chief company engineer; 
Mr. Gamon; J. J. Leu, vice president of operations and services; 





Gordon H. Lovejoy has been ap- 
pointed to the newly created posi- 
tion of manager of product exchanges 
and supply for Continental Oil and 
M. A. Snodgrass has been made su- 
perintendent of the order and distri- 
bution division. Both men will make 
their headquarters in Ponca City. 


Mr. Lovejoy has been with Conti- 
nental since 1924 and a few years 
later became affiliated with the 
company’s product distribution ac- 
tivities. In 1937 he was promoted 
to assistant superintendent of the or- 
der and distribution division and be- 
came superintendent of the division 
in 1946. 


Mr. Snodgrass spent most of his 
27 years with Continental in the order 
and distribution division in Ponca 
City. However, since 1950 he has 


AD AWARD is 
here presented to 
J. W. Daker, left, 
assistant vice pres- 
ident for _ sales, 
Standard Oil 
(Ohio), for So- 
hio’s 1951 adver- 
tising program by 
Wilmer H. Cordes, 
American Steel and 
Wire, awards 
chairman of the 
Cleveland Adver- 
tising Club 


maintained headquarters in Houston 
as a member of the marketing head- 
quarters staff. 


* * * 


Charles R. Stevenson, an assistant 
treasurer of Gulf Oil and plant man- 
ager of the Port Arthur refinery, will 
retire Dec. 31 after serving Gulf for 
all but a half year of its 51-year ex- 
istence. 

Mr. Stevenson joined Gulf Oil at 
Port Arthur when he was 15 years 
old. He later became a stenographer 
—then assistant to the purchasing 
agent, and in 1929, plant manager of 
the company’s three refineries in 
Texas and manager of the Gulf Com- 
missary Co. He was elected assistant 
treasurer in 1938. 

Mr. Stevenson will continue to re- 
side in Port Arthur. 


and H. C. Smith, president 


William W. “=, 
Guitteau has 4 
moved from 
Cleveland to Cin- 
cinnati where he 
has taken up his 
new duties with 
the Petroleum 
Exchange Co., as 
partner, and 
manager of the 
fuel oil depart- 
ment, 

For the past 15 
years, Mr. Guit- 
teau had been with Allied Oil Co., 
and at the time of his resignation 
was manager of supplies at company 
headquarters in Cleveland. Before 
joining Allied, he was in the sales 
department of Valvoline Oil Co. (now 
Freedom-Valvoline) and with Gulf’s 
sales and refining department in To- 
ledo. 

Mr. Guitteau is a native of South 
Bend, Ind., and was educated at the 
University of Arizona. During World 
War II, he served with the Army 
Engineers. 

Petroleum Exchange Co. markets 
gasoline and fuel oil and is headed 
by Carl G. Heitzler of Cincinnati. 





Mr. Guitteau 


> os - 


Emerson Perrine, Perrine Oils, 
Sharon, Pa. has purchased new 
pumps and trucks and has plans 
under way to increase his bulk plant 
storage. 


* * * 


Hudson R. Eaton, Eaton Oil Co., 
Cleveland, has opened a new ware- 
house at 4972 Schaaf Lane, Brooklyn 
Heights, Ohio. 


NATIONAL, PETROLEUM NEWS 








"COMING RIGHT UP’ 


~ Oe 


Seay 


Every day more and more car owners are be- 
ing greeted by Ashland servicemen “coming 
right up” with Ashland Flying Octanes cata- 
lytic gasoline and Valvoline, the world’s first 
motor oil. That's why Ashland Oil sales of 
these outstanding products continue “coming 
right up.” Oil jobbers looking for a winning 
combination are invited to ask us about the 
Ashland profit plan. 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


711 Park Bidg., Pittsburgh, Po. 1402 Federal Reserve Bank Bidg., Cincinnati, Ohio 
Standard Bidg., Cleveland, Ohio 3005 Dumesnil St., Louisville, Ky. 

2500 Broadway, Evansville, Ind. Rural Route No. 4, Paducah, Kentucky 

P. O. Box 210, Findlay, Ohio 2616 E. Broadway, Alton, Ill. 

5 East Main St., Nashville, Tenn. 





ABOUT OIL PEOPLE 








A GOLD WATCH is here presented to Truman A. Gamon who is retiring as managing engineer of American Oil Co. terminals 


from Maine to Florida. 


Mr. Gamon has been with American Oil for more than 31 years. 


Left to right are American Oil of- 


ficials, D. J. Smith, board chairman; James de Gaudenzi, operations division manager; A. M. McKean, chief company engineer; 
Mr. Gamon; J. J. Leu, vice president of operations and services; 





Gordon H. Lovejoy has been ap- 
pointed to the newly created posi- 
tion of manager of product exchanges 
and supply for Continental Oil and 
M. A. Snodgrass has been made su- 
perintendent of the order and distri- 
bution division. Both men will make 
their headquarters in Ponca City. 


Mr. Lovejoy has been with Conti- 
nental since 1924 and a few years 
later became affiliated with the 
company’s product distribution ac- 
tivities. In 1937 he was promoted 
to assistant superintendent of the or- 
der and distribution division and be- 
came superintendent of the division 
in 1946. 


Mr. Snodgrass spent most of his 
27 years with Continental in the order 
and distribution division in Ponca 
City. However, since 1950 he has 








AD AWARD is 
here presented to 
J. W. Daker, left, 
assistant vice pres- 
ident for _ sales, 
Standard Oil 
(Ohio), for So- 
hio’s 1951 adver- 
tising program by 
Wilmer H. Cordes, 
American Steel and 
Wire, awards 
chairman of the 
Cleveland Adver- 
tising Club 


maintained headquarters in Houston 
as a member of the marketing head- 
quarters staff. 


* * * 


Charles R. Stevenson, an assistant 
treasurer of Gulf Oil and plant man- 
ager of the Port Arthur refinery, will 
retire Dec. 31 after serving Gulf for 
all but a half year of its 5l-year ex- 
istence. 

Mr. Stevenson joined Gulf Oil at 
Port Arthur when he was 15 years 
old. He later became a stenographer 
—then assistant to the purchasing 
agent, and in 1929, plant manager of 
the company’s three refineries in 
Texas and manager of the Gulf Com- 
missary Co. He was elected assistant 
treasurer in 1938. 

Mr. Stevenson will continue to re- 
side in Port Arthur. 





and H. C. Smith, president 


William W. 
Guitteau has 
moved from 
Cleveland to Cin- 
cinnati where he 
has taken up his 
new duties with 
the Petroleum 
Exchange Co., as 
partner, and 
manager of the 
fuel oil depart- 
ment, 

For the past 15 
years, Mr. Guit- 
teau had been with Allied Oi] Co., 
and at the time of his resignation 
was manager of supplies at company 
headquarters in Cleveland. Before 
joining Allied, he was in the sales 
department of Valvoline Oil Co, (now 
Freedom-Valvoline) and with Gulf’s 
sales and refining department in To- 
ledo. 

Mr. Guitteau is a native of South 
Bend, Ind., and was educated at the 
University of Arizona. During World 
War II, he served with the Army 
Engineers. 

Petroleum Exchange Co. markets 
gasoline and fuel oil and is headed 
by Carl G. Heitzler of Cincinnati. 
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Mr. Guitteau 


* * * 


Emerson Perrine, Perrine Oils, 
Sharon, Pa., has purchased new 
pumps and trucks and has plans 
under way to increase his bulk plant 
storage. 


* * * 


Hudson R. Eaton, Eaton Oil Co., 
Cleveland, has opened a new ware- 
house at 4972 Schaaf Lane, Brooklyn 
Heights, Ohio. 


NATIONAL, PETROLEUM NEWS 














‘COMING RIGHT UP" 


Every day more and more car owners are be- 
ing greeted by Ashland servicemen “coming 
right up” with Ashland Flying Octanes cata- 
lytic gasoline and Valvoline, the world’s first 
motor oil. That’s why Ashland Oil sales of 
these outstanding products continue “coming 
right up.” Oil jobbers looking for a winning 
combination are invited to ask us about the 
Ashland profit plan. 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


711 Park Bidg., Pittsburgh, Pa. 1402 Federal Reserve Bank Bidg., Cincinnati, Ohio 
Stendard Bidg., Cleveland, Ohio 3005 Dumesnil St., Louisville, Ky. 

2500 Broadway, Evansville, Ind. Rural Route No. 4, Paducah, Kentucky 
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TO CUT TRUCK 
HOSE COSTS 


N loading or unloading—under suction or pressure—you'll 
find your answer to high hose bills among these three 
hoses developed by Goodyear: 


TANK FILLER HOSE 


is job-designed for dome service and installations where the 
hose end is immersed in gasoline. It’s suitable for either 
suction or discharge—wire bonded for dissipation of static 
electricity. 


STYLE WWH TANK TRUCK AND CAR FILLER HOSE 


is used under either suction or pressure in loading or 
unloading tanks, trucks or rail cars. Is highly resistant to 
crushing or kinking. 


STYLE BH TANK TRUCK HOSE 


for loading rack, tank truck and boat dock service where 
light, highly flexible hose is needed to handle pressures up 
to 25 lbs. psi. 


These three hose constructions are typical of 
RIAL RUBBER PRO 2 the 800-odd hoses job-designed by Goodyear 
sefor pressor” and built to the world’s highest standard of 

25 \bs. PS! quality to insure you of the longest pos- 
TMI 00k, eh sible service at lower over-all cost. Ask 

; THY} your Distributor for full details, or 
f H } \.-B erie write Goodyear, Akron 16, Ohio. 
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GOODFYEAR 


THE GREATEST NAME IN RUBBER 





